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IN THIS ISSUE: 


Year of Great Opportunity Ahead of Mill 
Supply Field, is the Opinion of Manufac- 
turers and Distributors Who, in this 
Annual Review Number, Express Their 
Faith in the Soundness of Present Condi- 
tions in American Industry, and Confi- 
dently Look for Continuance of a Good 
Volume of Business—Distributors Must 
Discontinue Certain Practices, if They Ex- 
pect Satisfactory Profits. 


EDITORIALS—Opportunity Lies Ahead—A Plan Full 
of Action—St. Louis a Wise Choice—Need Reliable 
Distribution Facts—Very Welcome Discussions 
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New Plan for Securing Greater Cooperation 
B. H. Ackles 

Outlook is Favorable, but Caution is Needed 
Herbert Hoover 

Real Sales Results Through Demonstrations 


Decide on St. Louis for Joint Convention 


“The Mill Supply Salesman” Section 


Observations of an Inside Salesman 


John A. Shepley 
Saving Salesmen’s Time 
Pertinent Paragraphs for Salesmen 


Frank Farrington 
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Mechanism Carefully 
Protected 


The pumping mechanism of the Detroit 
Force Feed Oiler, Model JTS, is entirely lo- 
cated within the reservoir and is thus pro- 
tected against damage. Water, dirt and 
other foreign matters are absolutely pre- 
vented from getting into the oiler. This in- 
sures the efficiency of the pump and pre- 
vents dirt or grit from being delivered to 
cylinders or bearings. 


This important feature, together with 
twelve other distinctive characteristics are 
fully explained in our Bulletin No. 100. 
Write for a copy. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT. U.S. A. 























Swartwout Bucket 
Type Steam Trap 
Intermittent action— 
pressures to 250 lbs. 





Swartwout 





Swartwout Cast Iron 
Exhaust Head 














Swartwout Steam 
Separator — It's the whirl 


that does the trick. Either 
cast iron or cast steel 



























Built to last a lifetime 


Swartwout Swartwout 
Return, Low Pres- 
Liftingand sure Float 
Vacuum Trap 


Trap 
Positive act- 
ing—reliable 

service 


Large capa- 

city—self 

cleaning 
valve 





HEN you sell your 

tomers Swartwout Steam 
Specialties, you make friends 
and you make money. Write 
for general catalog or for spe- 
cial folders covering each item 
in this old, established line. 


Swartwout’ Engineers will gladly 
help you solve installation problems. Fey 


cus- 





Swartwout Steam 
Separator — 
Receiver Type 
Wrought steel plate 
throughout— forged 
steel nozzles 


Swartwout 
Air Separator 
Removes all 
moisture—guaran- 
tees dry air 





THE SWARTWOUT COMPANY 
Cleveland, Ohio 


General Offices: 18545 Euclid Avenue 
Factories: Cleveland, Ohio—Orrville, Ohio. 


Swartwout Cast Iron 
Strainer 
Baffled to save the cage 
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America’s Leading Jobbers Sell RED CAPS 


This is a remarkable tribute to the superior quality and 
greater sales opportunities offered by the CAPITAL 
“Red Cap” Line of Industrial Brooms and Brushes! The 

CAPITAL Line meets practically every requirement of 
Bick a. industrial cleaning. The first order sold to any customers 
on means the establishing of a permanent repeat business. 
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If you want bigger, more profitable business in industrial 
brooms and brushes during 1926, it will pay you to follow 
the example of America’s leading jobbers, and handle the 
CAPITAL “Red Cap” Line, exclusively. 


Catalog 17, with details of our sales-build- 
ing co-operation plan, sent on request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 


CAPITAL Brushes Brooms 
LIE 


GENUINE 
Fig. 133. Acute Heel Shelf 


Bucket, heavy duty, especi- Fig. 1124. g 
ally adapted for Landling Ele y ator Buckets GS Type’ Bucket 


“Continuous Type’’ Bucket, 
coal, stone, cement, ores, 
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used for a variety of service 
pe oa be —— to conditions. Pours its load 
Se ee ee Since 1880, when Salem Buckets were awarded instead of throwing it. 


first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 ; 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 
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Our large stock of standard sizes and gauges and i 

Fig. 668. Extra heavy our ability to furnish buckets made up in accord- | 
Salem” Elevator bucket, : pees R ‘ ' 
pe cpr ay ance with your specifications, enables us to offer Fig. 132. Round Heel Shelf I 
stone, d sim eavy : ‘ ethene ts : 2. / 
substances. excellent service and prompt delivery. ee ee i 
chaige readily from other 


. . styles of buckets. 
Write for Price List 3625 ‘i 


MULLINS BODY CORPORATION & 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUBBER COMPANY 


BUFFALO, 


served most satisfactcrily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


NEW YORK 
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BE SURE YOUR SALESMEN HAVE COPIES. 


This is the new ““TOLEDO”’ catalog showing the finest and most complete 
line of pipe threading and cutting tools and other equipment on the 
market today. 


Be sure your salesman all have copies of this new catalog. 


We will be glad to send as many as you need on receipt of your 
request, 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


NEW YORK OFFICE, 50 CHURCH ST. 














STEAM TRAPS with a REPUTATION 


nn 
—— 













That's what you get when you buy 


ANDERSON STEAM TRAPS 


Our many Years’ experience with engine room equipment have brought 
Anderson products to their present efficiency. 





MODEL 
“p” 
STEAM TRAP 


This is the trap illustrated at the 


right 


The fact that Anderson traps are 
used in thousands of power 
plants throughout the country 
is evidence of the high re 
gard in which they are 
held by the engincer- 








It is made with removable valve 
and seat so that it can be made 
to operate at all pressures trom 


250 Ibs to gravity 


ing pre rfessi mn. 


o 
o 


The valve and seat are sealed 


a 





nd 


a 
with at least 3 inches of water 
at ali times ir 
The trap is equipped with re 5 
movable strainer which catches \< MODEI “oO” AIR TRAP 
all sediment, and with a gauge \\ { Li, i / 
glass which indicates the work lo 
ing condition of the trap at all i Removes accumulated air from water under 
times pressure. For street mains, water mains 
All parts are accurately ma 


chined to solid gauges and can 
be replaced at any time, as every 
j 


part is made interchangeable matic. Works at pressures from 0 to 15( 











1} 
IDS 


brine pipes in large buildings, heating systems 


and closed water receivers. Simple and auto- 








The V. D. Anderson Company 


Cleveland. Ohio. 
366 3rd Ave., New York City. 


- . ob . id ag os 
434 Plymouth Court, Chicago 207 Union Trust Bldg.. Baltimore. 100 Pearl St.. Boston. 


242 Race St.. Philadephia. 
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YES -AND THE FACTS 
ARE CERTIFIED TOO / 
WE DON'T SELL ON FAITH / 





THIS EVIDENCE \ 
IS MIGHTY || 
CONVINCING . 


~~ 
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Can Vou Sell Your Prospect 
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‘SELL GusP® —BE WELL ADVISED—NATIONALLY SOLD AND ADVERTISED’ 










Without Definite Facts and Figures? 


HERE was a time when salesmanship in- 
volved little more than seeing just how 
much you could unload on the unsuspecting 
customer, with perhaps some “knocking” of the 


other fellows’ product thrown in 
for good measure. Those “good 
old days” have given way to the 
complexity of modern business, 
with the ultimate thought of the 
consumer being—“what will this 
product do for me and why should 
[ purchase in preference to simi- 
lar articles?” 

The Mill Supply Man who is 
out to sell Skayef Selt-Aligning 


Ball Bearing Hangers and Transmission Ap- 
pliances knows he has the best chance of land- 
ing orders—because he is fortified with the facts 
and figures which anticipate the purchaser’s 





Outside of Survey 


questions. This goid mine of information is the 
116-page portfolio containing surveys made in 
17 plants by the engineers of an independent 
research organization. Performance in the vari- 


ous industries, dollar and cents in- 
formation, savings made possible 
on correlated items with the 
change to Skayef equipment — 


| almost everything the prospective 
| purchaser seeking a real invest- 


ment in plant efhciency would like 
to know—it is all there. 

All this service is exclusive to 
Skayet Transmission agents. Do 
you want your share of the profits 


from this twentieth century way of selling a 
product internationally known for quality and 
performance? It is all within your reach and a 
word will bring full particulars. 


Do it now! 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 





BALL BEARING 
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| | EVERY JOBBER 





VAL OOS AND DEALER 


Catacoc No49 


of MILLSUPPLIES | 
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! Here in the new GPP Small Pool catalog of nearly 400 pages is an an } 
swer to every question regarding small tool equipment. 
Note the titles of the thumb index. The entire line is under one cover. This 
is our latest move toward simplified merchandising for the mill supply dealer | 
and jobber. Consider the advantages to be had from buying these tools from one 
2 as A . . 7 | 
} catalog. One order to place, one shipment to check, one mvoice to OK, Ons re 
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Reeves-Bond Sales Co., 39 So. Clinton St., 








WOOD SPLIT 


w/ PULLEY 


has, for more than 35 years stood for the 
highest ideals in pulley design and con- 
struction. For the very heaviest and most 


grilling duty the standard REEVES never 


disappoints. It performs with the utmost 
satisfaction. 
av 
ry 
MOTOR 


PULLEY 


with interchangeable cone centers, is of the same 
sturdy, dependable construction as all REEVES 
products and can be carried in stock same as 
split pulleys. To fill an order, merely get off 
the shelf a pulley of the desired diameter and 
face and fit into it a cone center with the correct 
bore. No reboring, no delay and no trouble— 
which means a satisfied customer. 


Get dealer’s and jobber’s proposition 





REEVES PULLEY CO. 
Columbus, Ind. 


Chicago 





























1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 
2 A quality of product uniformly good 
* and capable of delivering service re- 
suits that should reasonably be expected. 





3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


Freedom from competition from his 

* source of supply, either direct or in- 

direct, among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 

* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 























Hitch Your Wagon 
to this Star 


T’S a five point star—and each point 

stands for cooperation with the jobber. 
It’s a comet for speed and its orbit will be 
watched and followed by all buyers of 
mechanical rubber goods. 


In 1926, this star is going to run on a 
definite twelve month, day-in-and-day-out 
schedule. We call your attention particu- 
larly to Point 5—Selling Helps. This year 
it means an intensive monthly direct-by- 
mail sales campaign designed to stimulate 
yourtrade, but managed and financed 


by Republic. 


It is going to prove a lucky star for Repub- 
lic Dealers. If you are interested in a policy 
based on the 5 Points noted above we 
should be glad to tell you more about our 
sales plan and the Republic Policy of sin- 
cere and helpful cooperation for the bene- 
fit of the jobbing trade. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
No Branches 


REPUBLIC 


BELTING — HOSE — 
LATHE CUT GOODS AND FLOOR oe 


PACKING 


MOLDED 
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It’s Profit Taking Time 


As the New Year begins and the scales bal- 
ance their tale of satisfactory or unsatisfactory 
profits, there is food for thought in the results 
secured from the sales effort of the past twelve 
months. 


The desired profits on any line are best 
secured when dealer and manufacturer coop- 
erate—when the manufacturer provides, in 
addition to a worthy product, a spirit of re- 
sponsibility and helpfulness essential to the 
successful sale of any product—then, and 
then only, are worth while profits assured. 


For 68 years The IT. B. Wood's Sons Co. 


Line of Power Transmission Machinery has 
been a quality line—and yet a popularly 
priced, cooperative line, potent with dealer 
profits. 


We'd be glad to tell how the Wood's Dealer 
Plan of Cooperation will profitably function 


for you. 


A request for information incurs no obligation, 
of course. 


T.B. Woods Sons Co. Chambersbut rg, Pa. 


MOTOR i LEYS, FLEXIBLE COUPLINGS, SPEED REDUCERS, AND THE “U. G.’ 
ITOMATIC BELT CONTACTOR FOR SHORT CENTER DRIVES 


New England Branch 


Southern Office, 


and Warehouse, 624 Main St., Cambridge, Mass. 
312 Masonic Temple, Greenville, S. C. 
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good tools. 











NANLL 
“Give me ARMSTRONG 
| _ Tools and I'll 
I~. promise you 
PRODUCTION” | 
How often 
the machinist 
or foreman 
uses these 


pendability. 


Backed by 30 years of 
Scientific Tool Building 


For thirty busy years, expert mechanics 
the world over have acknowledged ARM- 
TRONG TOOL Superiority—a _ leader- 
ship that actually exists where men know 
The ARMSTRONG name and 
Trade Mark are recognized universally as 
a Guarantee of the highest quality obtain- 
able. It is little wonder, then, that Mill 
Supply Jobbers find it their fastest selling 
tool line 


No Jobber’s Line Complete Without 
the full ARMSTRONG Tool Line 


Manufacturers and machine shop heads 
demand ARMSTRONG TOOLS because 
they insure the utmost of efficiency. Meet 
that demand by carrying the complete 
ARMSTRONG line. 


Tool Holders—for Turning, Boring, 
Threading, Knurling, Cutting Off, Planing, 
Slotting and Drilling Metals. 

Pipe Tools—Dies, Stocks, Vises, Cutters, 
Chain Wrenches, etc. 


Ratchet Drills—Universal, Short, Packer, 
Weston and Standard Reversible. 


Drop Forged Wrenches—a Complete Line. 
Lathe Dogs, Clamps, Drilling Posts, Eye 
Bolts, Drill Drifts, Drill Vises, Planer 
Jacks and other Machine Shop Specialties. 


Write for vour copy of Catalogue B-23, which 
shows the Complete IRMSTRONG Line of Tools, 
with Price List. 


Sent free. 


ARMSTRONG BROS. TOOL CO. 
A “The Tool Holder People” y 
314 No. Francisco Ave. y 


gw CHICAGO, UV. S. A. 


words — after 
he has come to 
know ARM- 
STRONG De- 
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each roll and cut length of belting rep 
resents unharnessed horse-power. Your 
belting customer pays just so much in 
dollars and cents—but upon the belting 
he buys depends much more than its 
original cost. Upon its length of life 
and the uninterrupted service it delivers 
depends the production of his plant. 
What animates the belt he buys, makes 
it endless, a thing of power and trans 
forms it from the lifeless length——is the 
joming. 

\ssist him to harness the horse-power in 
the belt. Vhat’s the point—the joint 
Upon this joint depends the hfe of the 
belt itself, power and production. Sell 
him Crescent Belt Fasteners. Crescents 
at the joint are his insurance against 
escaping power, idle machinery, loss of 
labor, time and production. 


Scientifically built, Crescent Belt Fasteners 
listribute the strain across the entire width 
if the belt. Curved—they hug the pulley and 
| 


They present no wearing sut 
face to the pulley 


rold the power 


(Crescent Plates and Rivets are made ot sp 
tal ormula Steel, le veloped as a result 
27 years’ experience with belting problems 
They are universally used on all kinds and 
makes of belting, of every length, width and 
description 


Keeommend the standardization of Crescent 

Belt’ Fasteners throughout your customer's 

plait. They will maintain continuous produc 

ion at minimum expense. The belting you 

sell will give better service and with the aid 
(Crescents serve its longest life. 


CRESCENT 


BELT FASTENERS 
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The Ohio Brass Company 
Mansfield, Ohio 
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INJECTORS 





600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 














-for Service 


to both 
and _ his 


the Mill 


customers. 


—Service 
Dealer 
Lathes and FAMOUS Woodworking 
Machinery give the Mill Supply Buyer 


Supply 
SIDNEY 


maximum service at minimum cost. 


And they give the Dealer a more satis- 
factory profit because of unusually lib- 
eral discounts and the fact that he does 
not have to spend that profit in serv- 
icing SIDNEY equipment. 





/ 





Mill Supply Dealers: 


er acquainted with Sidney equip 


ment Write today for catalog ces, 
discounts and complete information about 
SIDNEY Service Address Dept. 601 


The Sidney Machine Tool Co. 
Sidney, Ohio 
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HE U. S. LINE of electrically driven 
machine tools has the distinction of being 
the oldest and broadest in the world. 


It comprises: Portable Electric Drills; Screw 
Drivers and Nut Setters; Bench Grinders; 
Surface Grinders—6”, 8”, 10”, 12”; Combina- 
tion Grinders and Polishers; Ball Bearing 
Grinders—12”, 14”, 16”, 18”; Buffing, Polish- 
ing and Tire Roughing Machines; Heavy 
Duty Ball Bearing Grinders. 


The jobber who handles U. S. Drills sells a line of 
world-known electrically driven machine tools as 
well; is assured of protection through the U. S. Selec- 
tive Distribution plan, a superior product and liberal 
discounts; U.S. Tools are serviced through Westing- 
house Service Stations in twenty-eight cities. 
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‘They Make 
Li ght Wor 


A Hea Jo 





Amsterdam 


Theatre, N.Y. 









JACOBS ( 
CHUCKS 

Standard 
Equipment 





US. 


eas ~ POLISHERS 








The Good Mechanic prow 








PORTABLE 
ELECTRIC 


DRILLS 



































Cincinnati, Ohio, U.S. A. 
Oldest Builder of Portable Electric Drills in the world 


THE UNITED STATES ELECTRICAL TOOL CO. 








When does competition 
cease to stimulate your drill 
business? 


When you have to fight 
everybody on every order 
including the house across 


the street that sells the 
same line. 
Think this over! 

sal 


\ arr Fitws4 


Gen. Sales Manager 


oe You've heard about U. S. Selec 
tive Distribution Plan but you can’t 
fully re atti what ft :neans—otherwise 
you would have written us. Do it now. 


M. S. H 
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NEW YORK: 


CALDWELL 





2676 Woolworth 


Bld, 





UST five letters—yet note what they 
spell—value. 


Just seven words—but note what they say—‘‘You 
Generally Get What You Pay For.”’ 


If we —H. W. Caldwell & Son Co.—could only get 
you—buyer of va/ue—to appreciate our customers’ 
conception of money’s worth— 


We would have no sales problem at all. 


Because the Caldwell Creed is to give a// that you 
pay for and more—ungquestioned quality, plus an 
intelligent engineering service. 


It should mean a great deal to you that Caldwell 
customers stay with us year in and year out— 
thoroughly sold on the fact that Value for their 
money is certain. And that is real economy in 
buying. 


Whatever your needs may be in the elevating, con- 
veying and power transmission field, there is a 
Caldwell product adaptable to your use. 


Write or wire Caldwell, or nearest Link-Belt office. 


Send for Catalog MS-45 
Caldwell Products 
Tower Transmission Machinery—Bearings, Shafting, 
Pullevs, Machine Mo'ded Gears, Cut Gears, Rope 
Drives, Chains and Whecls. 
Elev: and Conveying Machinery—Helicoid Con- 
d Accessorics, Belt Conveyors, Chain Convey- 


ator Buckcts, Boots a..d Casings, etc. 





Catalog sent on request. 





H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 
CHICAGS: 1700 S. Western Ave. 
Link-Belt Company Offices in Principal Cities 


| | } 
reese Cen 
« CALONELL CHICAGO 








C-36 


DALLAS, TEXAS: 810 Main St. 











Conveying and Power Transmission Equipment 
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An Established Line 
| for Responsible Jobbers 





Seven times in fifty years the de- are made for every commercial 
mand for Lay Metal Case Brooms use; they sell in every industry. 
has made it necessary to enlarge 

our factories or build new plants. And the regularity with which re- 


peat-orders come, make it a desire- 


Can there be stronger evidence of ; 
S able line to stock. 


the selling opportunities for our 


product. Our proposition is a real one, 
Some territory is still open to pro- worthy of your immediate consid- 
gressive, responsible jobbers and eration. A letter or wire will bring 


Mill Supply Houses. Lay Brooms you full details. 


The Joseph Lay Company 


Portland, Indiana 





Sales Offices: 


New York: 110 West 34th St. Chicago: 133 West Washington St. Cleveland: 9343 Gorman Ave. 

















THe New Home or THE LAY Broom 











When writing to Advertisers please mention MILL Suppciss. 





January, 1926 tun 





nar in LAE ESS LIS ALTE 
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THE CONFIDENCE OF THE BUYER 





| USINESS is built on confidence in the prom- 


“Haat Bis. ; ises and products of others. That's axio- 
= |i iz . 
[er 7 0 | nate. Ver Ghimnn etn tie ed 


Schieren Company has occupied an enviable 


position in the confidence of belt buyers. This 





confidence was won, not by the superiority of 
their advertising, but by the sound value of the 


product. The strict standards that were set years 


+ o> ° a 
f°. a wr ere 415 


eer 


ago have never been relaxed, and men in indus- 


try know this. They have tried our leather belt- 








ing and found it better than they expected. That 





is the basis of confidence. 





The 
Doorway Naturally there are reasons why our belting is ) 
to Belting . : sia : | 
Pet better. These we have set forth in “Quality 


a4 


Facts About Belting.” If any of your customers 
have not yet received their copy, send us their 
names, and ask about our jobbers cooperative 
plan. We believe that you will be interested in 
our proposition. At any rate, send for your copy 


of “Quality Facts. You will find it really valu- 


able, and, of course, it entails no obligation. 


es . 
Chas. bShioren Compuny 42 FERRY ST., NEW YORK, N. Y. 
— 29/52 ee | 
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Detroit Belt Hooks Stay Put 


The points of Detroit hooks enter the belt at a 45-degree 
angle. The 2 points pass each other and lock into the belt 
forming a hold like that of a fish hook making their ten- 
dency to draw in rather than lift out. They stay put and 
so that they are safe. 


Detroit closing machine is the most effcient machine 
known to the trade for embedding the hooks into the belt. 
It has parallel jaw movement, both jaws upper and lower, 
travel towards the belt in the same manner. This parallel 
jaw movement is known to be the only action that imbeds 
the hook points at a proper angle from both sides of the 
belt. The Detroit machine brings more than 12 tons 
pressure to bear upon the hooks. 


These are but a few of the many technical reasons why 

Detroit belt lacing makes such a smooth flexible joint that 

will outwear two or more of any other transmission belt 

joints. 

Detroit Belt Lacing Features— Detroit Closing Machine Features— 
Staggered Grip Embed Hooks at 45 Degree Angle 
12” Sections Parallel Jaw Movement 
Rust Proof Wire Up and Down Handle Movement 
Fish Hook Hold Operates With One Hand 
Rubberized Side Strips Delivers 12 Tons Pressure 
Bakelite Pins 

“Detroit” will cut your belt lacing cost in two. Write for a free 

sample and try it where safety is a feature—it always is. 


DETROIT BELT LACER CO. Detroit, Michigan 
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Every Mill your salesmen call on is spending thousands of dojlars annually for Gils and Greases. 
Multiply this amount by the hundreds of mills your salesmen call on—how much of this business do 
you get? 

Your salesmen are successfully selling these mills machinery and they can sell them Oils and Greases 
just as easily. 





The new Waverly plan of merchandising Oils and Greases through Mill Supply Houses has been 
decidedly successful in every instance. Business has been greatly increased and greater profits have 
been made with this new source of revenue. Get in on it. 








The Waverly Oil Works Company, under this new plan, will train your salesmen, furnish charts and 
manuals on lubrication, and will acquaint your customers with your new line by a series of direct by 
mail folders, booklets, and other literature. Waverly Oils and Greases are well known to your trade 
and are backed by extensive advertising. 





Look into this plan. It will make money for you. Complete details with samples of advertising and 
dealer helps will be sent to interested parties on request. 


Waverly Oil Works Company 
5408-54TH STREET PITTSBURGH, PA. 
Established 45 years. 











Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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Whitman & Barnes 


AKRON, OHIO 
TWIST DRILLS AND REAMERS 








Warner Gear Company Always Buys 
The Best Available Tools 
They Use “W & B” Drills & Reamers Exclusively 





The Warner Gear Company, famous in the auto- 
motive industry as manufacturers of the highest 
quality gears for motor cars, provide another very 
convincing proof of Whitman & Barnes quality. 


One of the fundamental policies of this Company is 
that every machine and tool in their huge plant must 
be the best that can be procured or developed. 




















To prove that in Whitman & Barnes Drills and 
Reamers they have found the best drilling and ream- 
ing tools, they have on file figures recording the per- 
formance of ““‘W&B” products as compared with 
other makes. 


Wherever such drilling cost figures have been so care- 
fully recorded, you will find that Whitman & Barnes 
Twist Drills and Reamers are used exclusively, be- 
cause of the sure and positive manner in which they 
end all drilling and reaming problems. 


Akrew, a. 








Are you using the 


New 


HERCULES 


tested and approved 



















































Above, left—Drilling hole 6” long 
through forged high carbon chrome 
alloy steel cluster gears. 


Above, right—Drilling hole 534” long 
through forged high carbon chrome 
alloy steel cluster gears. 


At left—“W& B” High Speed Drill on 
forged high carbon chrome alloy steel 
cluster gears. 


At right—“W& B” High Speed drilling 
blank slide gear of forged high carbon 
chrome alloy steel. 


“W& B” Superiority 
Is Accurately Recorded Here 

















Rigid comparative tests established Whitman & Barnes 
Twist Drills and Reamers as standard equipment in the 
Warner Gear factory. For every operation illustrated 
here there is on file a mathematical picture of “W & B” 
superiority. 


Whitman & Barnes reputation is based on hundreds of 
tests like these. Because of that fact, thousands of 
shrewd buyers now buy these drills and reamers simply 
because they bear the “W & B” trademark. 


Photographs courtesy The Warner Gear Co. 











( Whitman& Barnes 


AKRON, OHIO 
TWIST DRILLS REAMERS 


Warehouses: 99 Chambers St., New York City and 565 W. Washington St., Chicago, II. 
¥or Complete List of Distributors, see MacRae’s Blue Book 
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Yale Material Han- 
dling Equipment in- 
cludes Spur-Geared, 
Screw-Geared and 
Differential Chain 
Blocks, Electric 
Hoists, I-Beam Trol- 
leys, Overhead Crane 
Equipment, and Elec- 
tric Industrial Trucks, 
Tractors and Trailers. 


Factory Locking 
Equipment —To ac- 
quire locking control, 
security and conven- 
ience throughout the 
factory, use Yale 
Master Keyed Locks. 

















O sell quality, in a chain 
block, is to sell service. 

Chain block users know YALE. 
They know that in a Yale Block 
— Differential, Screw-Geared or 
Spur-Geared—they are getting 
the greatest service and hoisting 
safety money can buy. 

And the latest Yale Ball Bear- 
ing Spur-Geared Block adds still 
another outstanding feature to 
the record of notable improve- 
ments in chain block construction 
originated by Yale. 

It is easier to sell a Yale Block. 


, > : 
i : 
e: 
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Quality Counts 








The name YALE helps make the 
sale. Yale advertising helps make 
the sale. And the product you 
sell upholds your reputation and 
the reputation of the manufac- 
turer—in every emergency. 

The Prairie Pipe Line Com- 
pany’s pumping station in Okla- 
homa is an example where a ten- 
ton chain block, or a 40-ton block, 
must possess the highest efficien- 
cy, the greatest strength, depend- 
ability and overload capacity. 

Yale blocks were selected. 
Quality counts—every time. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 


YALE MARKED IS YALE MADE 
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Mach 


Power is applied with Timken Tapered Roller 
Bearings in electric motors. Power is carried 
on Timken Beari ngs in shaft hangers and pil- 
low blocks. Power is at work in Timken- 
equipped machinery of every sort. 


Along the whole path of production Industry 
economizes with Timken Bearings. They re- 
move the drain of excess friction. Starting and 
running load is less. Lubrication becomes a 
petty item. Output is increased and improved. 


Basic charges also shrink. Lighter power units 
and lighter belts are possible. 


Depreciation is 





Tapered 
Roller 





ICS 


halted by the faultlessly preserved position of 
Timken-mounted shafts, gears, and pulleys. 
Replacement is postponed by the extreme en- 
durance of special Timken steel. 


Throughout industry Timkens are used more 
and more extensively. In every type of plant 
Timkens can be used more and more inten- 
sively — for economical prime power, for 
economical power transmission, for employ- 
ing power economically in every tvpe of me- 
chanical equipment. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Doing big things in a 











...and up 
goes a locomotive 
like a bale of hay 


When a locomotive needed some in 
side repairs, in the old days, the crew 
had to get out and get under. Now 
they run it into the shops and pick up 
the locomotive 


There is a traveling crane in the great 
C. B. & Q. shops out in Denver that 
can walk away with a 175-ton Mogul 
engine as though it were a keg of nails 


These shops were built to do big 
things in a big way. The steam ham 
mers in the blacksmith shop crash out 
a tattoo with 5500 pounds behind 
every punch. The boilers in the power 
house are rated at 2,000 horse power, 


WALWORTH 
COMPANY 
™. 





VALVES. FIT 


for STEAM, WATER, 


under a chimney half as high ay the 
Washington Monument 
Walworth material was used for the 


pipe thar 








valves, fittings and fabricated 
hold in leash these gigantic forces. We 
shipped nine carloads of Walworth 
products out to Denver for this job 
and not a piece came back 


“Whatever you build, you 
need Walworth” 


You may be saying to yourself, “Why 


should I concern myself about valves 








we 


rs WORTH - IF WALWORTH 
Aled 


and fittings? I'm not going to build a 
power house.” 

Perhaps not, but even if vou never 
build anything bigger than a bungalow 
you ought to know who makes and 
furnishes the right kind of valves and 
fittings that you will want for vous 
plumbing lines and heating system. 

Walworth has been manufacturing 
practically every kind of valve and 
fitting for every kind of piping in- 
stallation since steam, water, gas, oil 
and air went to work for America 

One standard of quality governs the 
making and testing of all the thou 
sands of Walworth items. One com 
pany, Walworth, assumes the respon 
sibility for their satisfactory service 

These are the practical advantages 
of specifying “Walworth throughout 


and sticking to it 


WALWORTH 


AND TOOLS ee 


GAS, OILAND AIR 











"Take her away Mike, shes all fixed” 


-_ 

















big 
way 


(In The Saturday Evening Post, January 16th) 


ITH a full page every month in The Saturday 


portant installations all over the United States. 

Here are the great C. B. & Q. railroad shops in 
Denver, for instance. Nine carloads of Walworth ma- 
terial went into this job—and not a piece came back. 

That’s the sort of record that makes it profitable for 
you to carry and push the Walworth line in selling to 
concerns that want their big jobs done right. 


Evening Post the Walworth advertising cam- 
paign for 1926 will be larger and more effective 
than ever before. It will hammer away on the slogan 
“Whatever you build you need Walworth” with ar- 
resting illustrations and actual facts about some of the 
outstanding achievements of Walworth products in im- 


WALWORTH COMPANY, Boston, Mass. 


CHICAGO CINCINNATI CLEVELAND ERIE 
PITTSBURGH PORTLAND SEATTLE SAN FRANCISCO 
find Distributors in AU Other Important Cities 


Plants at Boston, Greensburg, Pa., Kewanee, IIl., and Attalla, Ala. 


BAYONNE 
NEW YORK 
GLASGOW 


BUFFALO 
PHILADELPHIA 


KEWANEE, ILL 
YOUNGSTOWN 
LONDON 


Walworth International Co., New York, Foreign Representative 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
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Sn - SOLDER Build steady business 


simp tenors with Jenkins sales 


In 1926 the steady trade 
of a number of satisfied 











buyers will be—as it al- 
ways has been—the back- 
bone of a mill supply 


KESTER Acid Core SOLDER dealer's business. 
For general soldering and heavier electrical work. 
Self Fluxing—**Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools. 
Special gauges also available. 


This is the kind of trade 
that Jenkins Valves 
bring. For, when you sell 
a customer Jenkins 
Valves, you're selling him 
ra 7st  & product that makes 


Martine Valve 





good in service—that 
gives him a lasting good 


opinion of your house. 
Kester Metal Mender I y 
The Household Solder 
Here is the small package of Acid Core Solder. So sime 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


He comes to you again, 








not only when valves are 
needed, but for other 





supplies as well. 
Fig 128, Extra Heav 


For practically every re- 
quirement, there’s a gen | 





pei Wine SOLDER Yet uine Jenkins Valve you 








can recommend with ab- 


Kester Rosin Core Solder 
Por very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. —— gauges also 
available. 


solute confidence. The 
wide scope of the Jenkins 
revo sues line is prominently fea- 
tured in the Jenkins pub- 
licity campaign, which 



































| 
reaches valve buyers in 
every trade or industry. 
; Kester Radio Solder 80 White St. New York, N. Y. 
' Safe, Sure and Simple —approved by radio engineers. baa Games 524 Atlantic Ave. Boston, Mass. 
; Harmless - the Se parts. a — vie 133 N. 7th St. Philadelphia, Pa. 
' corrosive flux makes low-loss joints. Ten cans about “a ot a ahitine “ae 
/ 1/4 pound each per carton. Ten enteue (100 cans) ia 646 Washington Bivd.....Chicago, Til. 
to the case lot. JENKINS BROS., Limited 
| Montreal, Can London, Eng. 
! GENUINE SOLDER 
| 
: 
CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, a U.S.A. Always marked with the"Diamond" 
| @————-© 
: Originators and world’s largest 
manufacturers of Self Fluxing Solder eC S \ IRS 
Gj ———— —_— & 
; ; »bber Can S ly Y 
' et re ee SINCE 1864 
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PULL QUPPM a 
A SELF CONTAINED OUTFIT 
FOR REDUCING THE COST 
OF PLATING AND FINISHING 
GOODS IN METAL, _ Te surface of any article to b 
GLASS, COMPOSI- faved teforchand —if vou weal MAT FINISHING 
TION OR OTHER —vrsiuce testing pte seria JEWELRY AND > 
MATERIAL agence agi aig 0 LYSE hers 
a TEAL leas METAL Goops Ape |K} 
and improved in appearance gate sis eee piper Py 
Hardware Aluminum Jars if he will but take the necessary a Pd 
Name Pintes Silverware precautions in advancs Pid 
Gas Fixtures Elevators i ae 


Glassware Buttons 2 
Cameras Stachinery LEIMAN BROS. | 4 
Comb Gear: a 
Elect ake Bulbs Bag ie AUTOMATIC 

Medals Firearms 


Dies and Tools Suspenders CONTINUOUS FEED 














Jewelry Telephones 

Skates Electrical Goods SAND BI AST 
A small outfit for work in very 

small quantities or larger outfits 


for the large factory complete 


. will prepare the surface of metal eR) 
with air supply and motor to geods of every shape, size and 


1 ——— 
operate If you already have a quantity—an easy, simple method / 
blower we can furnish just the of doing the work that any one 
sand blast) = machine—-It works 


























very simply—vou hold the worl can use—an mexpensive outfit to 
up o ol ork 
under the nozzle inside the cabinet buy, used by the world’s leading MAT FINISHING 
nothing to get out of order manufacturers in every line The . 
work can’t be spoiled——ordinary ‘cl fax cs Sa eee Rough or Fine 
sea sand used—a_ pailful lasts article may be any size or VEIENe FROSTING GLASS 
many day its cost is low we have an outfit for all 


Putting Letters and 
Illustrated Catalog Free Designs on Bottles 


LEIMAN BROS. “* *scv'voue"? ™ 


Vakers of Good Machinery for 35 Years 




















Sell the Whole Line of 
= BOND Swivel Truck Casters 


The Bond Line of Anti-Friction Swivel Truck Casters gives you 
a caster to meet every requirement of the industrial plant. With 
types scientifically designed to answer every conceivable use, you 
can get the entire caster business of companies in every line of 
industry. The demand for truck casters is unlimited. 





Bond Truck Casters clinch sales and insure repeat orders because 

they have the quality that your customers are looking for. With 
STRENGTH the Bond name working for you, it will be possible to get a good STRENGTH £1. 
, share of this profitable business. , ; 


Send for Truck Caster Catalog—no obligation. 


Br FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster Co., Penna. 
New York Office: 1834 Broadway at 60th Street 
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Another 
“Blue Ribbon’”’ Line 
of Profitable Specialties 










Pressed Steel One-Piece 
Floor Plates. Plain black and 
nickel plated > to2 













The name “Blue Ribbon” as applied to pipe nipples 
has made a reputation from Coast to Coast for a 
quality product that satisfies the particular piping 
and plumbing contractor. By a recent purchase the 
“Blue Ribbon” line now includes a line of specialties 
that is closely allied to pipe fittings, including pipe 
hanging devices, floor and ceiling plates, etc. 


Pressed Steel Hinged Floor or 
Ceihng Plates. Plain black 
and nicket plated 





macys 












Figue 9 










Pressed Mee! Hinged Floor > 
Ceiling Plates Plain black 


and nickel plated Two styles 









We have prepared loose leaf catalog pages of this 
new “Blue Ribbon” line, which will be mailed upon 
request to any distributor of mill, steam, plumbing 
and heating supplies. 






Extra Wide Pressed Steel 
TwoPtece Floor or Ceiling 
Plates Plain black and nickel 


plated »2 

















“Blue Ribbon” Nipples are made from new pipe, in 
steel, wrought iron and brass. Prompt deliveries are 
made to distributors in all parts of the country from 
our nearest plant — Baltimore, Chicago or Los 
Angeles. 





Pressed Mee! Split Floor 
Cethng Plates Plain black 


and nickel plated ‘4 a 


Cast hon Hinged Floor 


Our pipe fabrication plant is fully equipped to sup- 
ply coils, bends, headers, vaporizers and receivers. 
Send sketch of work and ask for quotations. 


ering Plates Plain black and 
nukel plated 4.5 6,7 8 


Pand 'Minch 


CHICAGO NIPPLE MFG. CO. 
Baltimore CHICAGO Los Angeles 





Assembled Hangers + 
Screw Eve 


Note the handy urton in which 
BLUE RIBBON Nipples can be 
sold t your trade in lots of 100, 
assorted lengths, in the %, % and 


one-inch sizes, m either black or 
galvanized—no handling, no count 
ing, no marred threads The label 
on the carton states exact contents 
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Eleven 
Months 
Extra 


Service 


Working under hard conditions, elevat- 
ingcrushed stone, this Diamond Elevator 
Belt delivered eleven months more ser- 
vice than expected. 


“Tf it lasts two years, we will be satis- 
fied,” said the Superintendent when 
placing the order. When the belt made 
a record of two years and eleven months, 
he replaced it with another Diamond 
Elevator Belt, and later on when in the 
market for a Conveyor Belt, he selected 
a Diamond Conveyor, which has now 
been in service three years, and is not 
anywhere near through. 


Kohinoor 


Special belt 
duck, rubber 
friction the very 
best, super- 
quality cover 
specially an- 
chored to the 
body of the 
belt. 














Extra service of this sort helps mate- 
rially in reducing operating costs and 
is a real asset to jobbers of Diamond 
Belts. It builds good-will and increases 
your business. 

















Portage 


An eco. 
nomical 
belt for 
rough 
hard ser. 
vice. 





Diamond 


A belt of excep- 
tional quality, 
with a thick 
and tough rub- 
ber cover. 

























THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 


Atlanta Boston Kansas City Philadelphia New York 
Chicago Dallas Los Angeles San Francisc Seattle 


Diamond 


RUBBER BELTS, HOSE, PACKINGS 
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ENLARGED 


| This isthe |& mi This is the 
4) Clipper 
‘Special’ 
Pin 








Tinie is the 
Clipper Belt 
Lacer 
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Clipper Belt Lacers make thousands of practical 
and efficient joints DAILY. 


The enormous production of 3,500,000 Clipper 
Hooks daily testifies to the proved ability of 
Clipper Belt Fasteners. All Clipper Hooks are 
made of the greatest fatigue resisting steel obtain- 
able for the purpose. Because of large scale pro- 
duction Clipper Hooks are sold at very low prices. 


Clipper Pins, both rawhide and special, are the 
best we know how to make. We are convinced 
that the Clipper ‘“Special’”’ Pin will outwear any 
substitute for the rawhide pin now on the market. 


Clipper jomts have a STAGGERED DOUBLE 
srip, distributing the tensile strain over a wide 
section of the belt. 


Clipper Belt Lacers are sold under a perpetual 
guarantee that they will be kept in perfect work- 
ing order free of charge provided Clipper Belt 
Hooks are used exclusively in their operation. 


Standardize on Clipper—for increased produc- 
tion, economy, quality and satisfaction. 
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WN a gasket, it is the material that 
counts; the time and labor of 
cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 












Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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Putting Some Pep 
Into Bearing Metal Sales 


The Bunting Bronze Bar Shop Assortment gives you a 
bearing metal specialty that sells easily and vastly in- 
creases your volume. The 5 cored and solid bars of Bunt- 
ing Phosphor Bronze that the shop man most often 
needs, packaged in a strong wooden box with hinged lid. 
Eighty other stock sizes of Bunting Phosphor Bronze 
cored and solid bars always ready to ship. Pattern equip- 
ment for hundreds of other sizes. Internationally adver- 
tised. Get our jobber proposition. 


THE BUNTING BRASS & BRONZE CO. 
Toledo, Ohio 


1 1 We 
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Calui *. 6850-6851 


BUNTING 


PHOSPHOR BRONZE 


CORED and SOLID BARS 


PATENTED 
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An 


Instant Grip 









LOOK FOR THIS 
TRADE MARK 


from shich | Ne Pipe Can Slip 


For an unbreakable, 
tive-gripping Pipe 


“Vulcan” is the trade’s first choice. 


To Pipe Fitters 
has long since mean 


convenience and endurance. 


Made entirely of wr 


with drop-forged jaws, base and 


handle. 
Four sizes for 


Cash in on its populari 
its “stay sold” perform 
ture?? 


J. H. WILLIAMS & CO. 


ity. Profit by 


compact, rapid-acting and posi- 
Vise, the Genuine Williams 





everywhere Williams’ “Vulcan” 
t the utmost in pipe vise power, 


ought steel. 


to 8” pipe. 





ance. Litera- 


SUPERIOR DROP-FORGED To 


“VULCA 


OLs 





“The Drop-Forging People” 
sete... CHAIN DIPE 
New York Chicago 














When writing to Advertisers please mention Mitt Suppecties. 


en ee —— 











ee a 


vanes 


ee 





ee 





wilh 


January, 1926 


TWton x 





TC ree 28 IM TE Sm 


ee 





Va | 
m= MED ARP» , 


PULL, GUPPLLES 


33 














How to Correct 
Unavoidable Machinery Misalignments 


Despite the greatest care in erecting machinery, misalignments of shafts are unavoidable — but 
they can be corrected. Use Medart Insulated Flexible Couplings. 


These well-known couplings are designed specifically for connecting shafts which are not in 
proper alignment—either angular or lateral—or that are liable to get out of alignment through 
shocks or jars or for other similar reasons. 

Adequate ability to take care of the power to be transmitted is supplied by an abundant number of 
removable rubber or leather pins, so placed that there is no undue wear on the pins. They act as 
shock absorbers between the driving and driven machines and are particularly advantageous in mo- 
tor driver. The pins not only provide ample insulation against short-circuiting or current leakage 
but also eliminate the lubrication attention ordinarily required in all-metal types of couplings. 


Simply built—powerful and trouble-proof—Medart Flexible Couplings are widely indorsed by 
thousands of users. Immediate shipments—of course. 


Buy by the Medart Catalog 
and Discount Sheet 
Buy right—with Medart Catalog No. 43 
and discount sheet. A complete, simply 


written, readily understood manual con- 
taining dimensions, details and _ list 


prices for the use of engineers, design- 
ers and power users. Covers the entire 
range of power-transmission equipment. 
Send for your personal copy and include 
requests for other members of your 
staff who would find this information 
valuable. 





Medart Catalog No. 43 with Dis- 
count sheet. Ask for your copy. 


The Medart Company 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Offices in Chicage, Philadelphia, Pittsburgh, New York and seattle 
Office and Warehouse in Cincinnati 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


Everything in Line Shafting Equipment 
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Exclusive Features 


The old reliable “Pioneer” Steel Shaft Hanger is in a class 
by itself on account of its exclusive features—that is—the 
Pioneer” is the only steel hanger whose feet and legs 
are In one plece. 


No jointed sections at the feet to work loose or tear apart in 
the “Pioneer’—and such joints do tear apart. 


That’s why the “Pioneer” is known as the “safety steel 
hanger.” 


The “Pioneer” is very inexpensive to stock and the couple 
of millions already in use help to sell more “Pioneer” 
Hangers. 


Remember: the “Pioneer” is in a class by itself. 


Standard Pressed Steel Co. 


Box 3. Jenkintown, Pa. 








Standard Pressep STEEL G 
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“When You Can Do More 
You Will! 
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HE day they 
moved the 
well into the kit- 
chen and threw the 
pump away, the use of 
water trebled. As soon as a 
power drill took up the back- 
breaking labor of abrading a hole 
through metal, holes multiplied, ma- 
chines grew, and metal working began to 
assume the proportions of an industry. 




















Today still better drills increase the productivity of machines, 
shops, industries. 

Firms that would stand at the head choose Cle-Forge because they know 
its world’s records in cast iron and machinery steel assure efficiency in meet- 
ing the ordinary requirements of the day. 

CLE-FORGE drills are carried in stock by the “Cleveland” distributor 
in your city. Remember it’s the drill that “tells its own story”. 





TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK CHICAGO-LONDON 


The 





TRADE MARK MEG U S PAT OFF AND FOREIGN COUNTRIES 









Manufacturers, also, of 
Cc 2 yn and High Speed Dri lls for every puTpone: 
and Jo »b- 
**Peerless”’ 
- *aradox 
» Reamers; Quick- 
eamers; Chuck- 
ing Reamers for Turret 
szathes; Counterbores; 
Countersinks ; Sock- 
ets; End Mills; 
and the “Ezy- 
Out” Screw 
Extractor. 
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CLE*FORGE “streo DRILLS 


TRADE MARK REG. U. S. PAT, OFF. 
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TAPPET ENGINEERS 
WRENCH WRENCH 
. | spall — - 
(Patents Pending) 
| THE FOLLOWING ARE NET PRICES TO USERS 
LIBERAL DISCOUNTS TO JOBBERS AND DEALERS 
*“CV” ENGINEERS WRENCHES 
aa Hex. S.A.E. : 
ya Head |Standard| Openings| Price 
No. os. Cap Screw | Milled Nickel 
_— Screw | and Nut Finished 
1722 } x $x} xt | vex ie 
1022 ‘x2 tx x | x4 
1723 ax xt | gx ce |} .65 
1023 te X4 X i x fe | 32 X2 
1723A 5 xX vs x 5 3 x i J 
1724 3x 4 x} | axe 
1024 3 x 32 X43 
) . 1725 | xt | ixgel] dx a| rexd 
1725A xg | ixg |x |f -80 
1725B 1 x vs x? is xi tx +5 
1025 aXvel is ts X 2 X 43 
1726 t X 6 Xie] 16 X ve 2X 5 
“CV” TAPPET WRENCHES wg | txt |iex [ax | dx i 
All these Wrenches are 8 inches long poi 4 “% s X 16 s X 16 18 : is 95 
16- ~ sa ¢ 16 
= an oe 1027c | xi | 3x tx | aexi 
Milled | S i. | "ue > | Nickel 1028 16 X 16 42 X 32 
er » its i Finished 1728 x 4 3 > 1 is xX 3 
: 1028S x 15 15 XxX 16 x a xX 73 1.20 
1729 ig X + | we xX} 3X4 
1029 3x x x 3 6 X 33 
1730 is X t6 ie X sx te ) 
1030 aX 3 x3 x ie] 16 X 4 
1731 ex iu] 3x «X16 
1731A x} 1x3 Ax | 2xi , 1.45 
1031 ie X 3 x § Xie | 33x 4 
1731B x} os x 3 x7s| ix } 
ey © oe ae i <= : 
; 1732A x3 x] xl 
; 1033A ,x 2x wx? *xte |7 1.80 
1033 2Xie| $x is X axa 
1733 2x xi | vxig| xl 
m [*“Ccv” WATER PUMP PACKING NUT — .og | Xt | BX to] te + : 
ie Lx § Sx v5 x3 ix17; 
ge WRENCHES 30° Angle of Opening 1734 1 x . 8 x 7 4 x . 3 x 11” | 
; Milled | ‘ew bin 1034A x 3 xi | ix1live!| +? 2.15 
No. Opening Price Each 1035 75 xX 3 xX 2 3 = 1); 
meee a 1735 §xi | Hx 1x1} 
1233 1 | 
| 1232A 1 #4 
j 123 17s 1.75 j 
} 1236 a Your Jobber can supply you. For further details write to ; 
: | ie J a ; 
woof | Bonney Forge & Tool Works © | 
a | . | | 2.00 Allentown, Pa. : 
en , | Makers of Special Service Wrenches of Chrome Vanadium, Carbon I 
1252 | 1s i Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop é i 
. 1256 | 13 | Forgings and the Bonney Rim Tool. % 
1260 1} 
1264 | $ } 2.50 ‘ ; ' : : 
1272 91 | *°C. V.”’is a Bonney trademark registered in the U.S. Patent Office a 
Chrome Vanadium registered August 11th, 1925 
H 
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Patches of scale on the 
interior surface of pipe 
mean: 





Increased corrosion—especial- 
ly pitting. 

Greater friction loss. 

Less delivery capacity. 

Poor base for galvanized coat- 
ing. 

Valve seats damaged and 
small orifices clogged. 


Pipe that is free from 
Scale means: 


Minimized corrosive tenden- 
cies—particularly pitting. 
Less friction loss. 

Full delivery capacity. 

Good base for galvanized coat- 
ing. 

No scale to damage valves or 
clog small openings. 


Ordinary butt-weld pipe, showing characteristic “NATIONAL” SCALE FREE Pipe, showing the 


patches of welding-scale on the inside surface clean, smooth surfaces of this modern product 





“NATIONAL” Pipe, butt-weld sizes 1 to 3-inch, is made by the SCALE FREE Proc- 
ess, which removes the scale and leaves a clean, smooth surface. This process was invented 
and developed by National Tube Company—therefore, only “NATIONAL” Pipe is 
made Scale Free. For details of this process and its advantages, write for a copy of 
“NATIONAL” Bulletin No. 7. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


GENERAL SALES OFFICES: FRICK BUILDING 


DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
Pacific Coast Representatives: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
Export Representatives: U.S. Steel Products Co. New York City 
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To Help Your Sales 


OR the benefit of its dealers and their 

customers, The American Pulley Com- 
pany maintains an engineering staff whose 
advisory service on belt and pulley transmis- 
sion problems is at the command of custom- 
ers and dealers alike. 





Many dealers have made use of this engi- 
neering service to help customers solve 
some unusual or difficult problem of power 
transmission. 





The American Pulley Company 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shaft Hangers 
and Pressed Steel Shapes 











t 

i 4200 Wissahickon Ave. Philadelphia, Pa. 

i 

i 

| 

i PRESSED STEEL 

| STEEL SPLIT 

| HANGERS | PULLEYS 

| es PATENTED ces PATENTED 

' 

j As a part of its policy to help the buyer and the dealer connect, 

| The American Pulley Company lists its dealers with their 
addresses and ‘phone numbers in MacRae’s Blue Book 
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Dependability 





Insured with the use of 


Powell Valves 


For every purpose— 


High, medium or low pressures; screwed 





FIG. 256 or flanged ends. Material and workman- 
Extra Heavy Iron Body Globe ship are of the best. All valves thorough- 


Valve, f ki ; . 
to 250 peal siaciiattitaiaeacinliaes ly tested before leaving the factory. 


Write for 


Descriptive Literature 


FIG. 3420 
THE WM. POWELL COMPANY txts Hegvy ster! ca 
DEPENDABLE ENGINEERING SPECIALTIES For 350 lbs. working steam 
pressure 800°F. Total 
CINCINNATI, OHIO Temperature. 
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OPPORTUNITY LIES AHEAD 

One year ago it was predicted in MILL SUPPLIES 
that the year 1925 would be one of substantial busi- 
ness volume for the mill supply field, but that, unless 
there was a radical change in the business methods 
of many mill supply houses, the distributors would 
close their books at the end of the year with an 
unsatisfactory profit margin. 

It is pleasant to note that the prediction with 
reference to the outlook for substantial volume was 
upheld by the year’s records. On the other hand, 
it is depressing to be obliged to state that the radical 
change did not occur, and consequently there is an 
even stronger plea from many distributors for re- 
lief from the unethical practices in certain quarters, 
which prevent this great adjunct of American in- 
dustry from securing a return to which it is right- 
fully entitled for its services. 

Manufacturers generally have found the year just 
closed a highly satisfactory one, both as regards 
volume and profits. It was a better year for most 
of them than was the vear preceding, and in many 
instances was the best year in their business his- 
tory. A few manufacturers, however, were evi- 
dently expecting an even greater year, and hence 
are somewhat disappointed at the final showing. 

Distributors have not had such a happy experi 
ence as their manufacturing friends, although some 


of them have little complaint to offer about either 
their business volume or profits. The majority, 
however, attest the fact that competition in their 
line has been of that intense variety, which cannot 
be labeled as ‘“‘the life of trade,’”’ but which rather 
is a deterrent to the legitimate distributor’s activity. 

At the opening of this new year, there is one 
optimistic view for the distributors to take, that 
is “it might have been worse.” What would have 
happened to them if the general business struc- 
ture, upon which our present prosperity has been 
erected, had been undermined by one of the many 
possible threats? What would they be up against 
if the new year’s outlook were a dark and gloomy 
one from the standpoint of demand for supplies 
and machinery ? 

Yes, indeed, it might have been worse, but then 
again it might have been a great deal better, and 
as the distributors are themselves to blame to a 
large extent for a large portion of their own un- 
happiness, then there is a possibility that the dawn 
of the new year will open for them a new vision 
of their own responsibilities. 

What does 1926 offer to the mill supply field? 
Will it be a good year? Those are the questions 
that every mill supply man is trying to have 
answered at this time, because to a large extent 
plans for the coming twelve months must neces- 
sarily be predicated upon reasonable assurance as 
to the correct answers. 

It is difficult to conceive how any mill supply 
man, whether he is a manufacturer or a distributor, 
can read the statements which appear in the Annual 
Review letters in this issue of MILL SUPPLIES, with- 
out believing in his heart that 1926, at least during 
its first six months, will offer a splendid opportunity 
for the mill supply field to build up a sufficient 
balance in black ink to carry the entire year through 
to a satisfactory conclusion. 

Unquestionably, American industry is tuned up 
for a long run, and this means that manufacturing 
establishments must be kept in proper running con- 
dition, which is only possible through the services 
of that great industrial quartermaster corps, the 
supply houses. 

How then can the mill supply distributors best 
contribute their services to industry during the com- 
ing months? 

First and foremost, they can do it by realizing 
that they are in business, not merely to serve, but 
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to serve at a profit to themselves as well as to 
their customers. The latter do not expect you to 
remain in business without making money, but they 
aren’t going to go out of their way to tell you. 

Secondly, they can do it by studying their indi- 
vidual lines and territories, and determining that 
only those lines which they can sell profitably shall 
be included in their stocks, and that only in that 
portion of their territory which can be served at 
a profit will they continue their activities. 

Finally, they can do it by not trying to foolishly 
believe they are the only ones who are entitled to 
be in the mill supply business, and by substituting 
a spirit of “Live and Help Live” for the antiquated 
theory of driving all competitors out of business. 

There isn’t a more opportune time than the start 
of this new year to resolve that the mill supply busi- 
ness shall be lifted to new standards. A resolution, 
however, is of little value if it is to be made today 
and forgotten a fortnight hence. Education is 
needed in the mill supply business, but if those who 
should be teachers are unwilling to assume the re- 
sponsibilities of imparting the wisdom of their own 
experiences to their neighbors, then who is going 
to do the job? 

During the past year, there have been numerous 
new business methods of a constructive character 
instituted in the mill supply distributing field, but 
no sound plan has yet been devised for driving home 
to that foolish minority the folly of upsetting the 
stable conditions of their local markets. W. M. 
Pattison, president of the W. M. Pattison Supply 
Company, Cleveland, suggests that possibly a fool 
killer should be appointed to rid the mill supply 
field of what he aptly labels “pests.”” Maybe we 
will have to come to that, but meantime, the surest 
“fool-killer” is education. 

Make the year 1926, therefore, one of education 
in the value of “better business” methods. Learn 
to know what it costs you to do business, and don’t 
be afraid to teach the other fellow how to determine 
his costs. A concerted effort along this line will 
most assuredly make the coming twelve months a 
period of sound progress for one of America’s great- 
est industrial assets, the mill supply business. 





A PLAN FULL OF ACTION 

No mill supply manufacturer or distributor, who 
is conversant with the history of the supply business, 
can read the article by President B. H. Ackles, of the 
National Supply and Machinery Distributors’ Asso- 
ciation, which appears elsewhere in this issue, with- 
out recognizing the new spirit which is being 
aroused among leading distributors. 

It is a militant spirit, but at the same time one 
tinged with the softening influence of a desire for 
peace. In this respect it is very similar to that of 
those pacifists who realize that the most effective 
means of attaining peace and security is in letting 
the other fellow know that you are strong enough to 
defend yourself. 

In the new order of business, the manufacturers 
of this country need the distributors even more than 
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the latter need them, and the manufacturers who 
have recognized this fact are now in an enviable 
position. 

Closer cooperation of manufacturers and distribu- 
tors is one of the crying needs of the mill supply field 
today, but merely talking about the need is not going 
to bring about a change in conditions. Action is 
what counts. The first real offensive is that which 
Mr. Ackles and his associates are now taking, and 
it would appear to leave no middle course for those 
manufacturers who wish to maintain their relations 
with the distributors. 

The plan which the National Association offers is 
designed with the best interests of the field at heart. 
Its purpose is to place the mill supply business of 
this country on a higher plane. Only in so far as 
both sides are prospering can the business as a whole 
prosper. The most certain way to bring about such 
prosperity is to eliminate the peaks and valleys of 
production and distribution, and to attain this end 
the utmost cooperation is necessary. 

The stand of the National Association should 
strengthen the membership of that organization, as 
the program outlined promises to instill new life and 
vigor into its activities. 

As Mr. Ackles convincingly states it, ‘‘an efficient, 
effective organization must actively function twelve 
months of the year, and to accomplish its purpose 
we must not only have present at our conventions 
the executives and sales managers of the manufac- 
turers and distributors, but we must have their co- 
operation during the entire year.” 

Ever since it was first established fifteen years 
ago, MILL SUPPLIES has dedicated itself to the pro- 
motion of the best interests of the manufacturers 
and distributors, and particularly in the past two 
years has consistently pointed out editorially the 
growing necessity of closer cooperation between the 
producers and the supply houses of this country. 
The changed conditions which have arisen since the 
post war period, with the resultant lack of sufficient 
returns to the distributing organizations, have 
brought a definite need for a “better business” 
understanding. 

Manufacturers who definitely tie up their sales 
activities with those of the mill supply houses are 
entitled to one hundred per cent cooperation from 
the distributors. 

Manufacturers who believe that they should sell 
to the cream of the consuming trade, and then expect 
the distributors to carry a complete stock of their 
products and secure only the skimmings, should be 
forced to carry the entire burden of distribution. 

As Mr. Ackles says, there is no fault to be found 
with those manufacturers who believe that to sell 
direct to the consumers is the best policy for them, 
and who openly declare themselves on this policy. 
The best way to educate these manufacturers is to 
present the evidence of what can be accomplished by 
a policy of, complete cooperation. 

The part of the association plan by which manu- 
facturers are to be invited to affiliate with the organ- 
ization is particularly interesting, and promises to 
attract unusual attention, and as it has the unani- 
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mous approval of the members of the association, 
there is plenty of reason for believing that it will 
accomplish its purpose. 

The decision to have an informal exhibition of new 
goods 1n connection with the National Association’s 
next convention, will inject additional interest in the 
meetings for many manufacturers. There are many 
good reasons why this educational feature should be 
given at least an opportunity to prove its value to the 
mill supply field. In other lines of business, it has 
become an accepted part of the convention work, and 
while there have been many opponents of the exhibi- 
tion idea, the informality of the present plan should 
offset many of the usual objections to ordinary ex- 
hibits of manufacturers’ products. 

From its intimate contact with the mill supply 
field, MILL SUPPLIES is in position to know first hand 
that this problem of securing a closer cooperation 
between manufacturers and distributors is one that 
is close to the hearts of the rank and file of the mill 
supply distributors, and the sooner it is solved, the 
happier both manufacturers and distributors will be. 

There is no better time than the start of the New 
Year for dedicating ourselves to the cause of 
cooperation. The work of years of faithful upbuild- 
ing of a great distributing system, serving American 
industry throughout the length and breadth of the 
land, should not be entirely lost. The men who are 
far seeing enough to realize that the time for action 
has arrived are deserving of the support of the entire 
mill supply field. 





ST. LOUIS A WISE CHOICE 

The American Supply and Machinery Manufac- 
turers’ Association and the Southern Supply and 
Machinery Dealers’ Association have both decided 
in favor of St. Louis as the scene of their joint 
convention next May. 

While the decision was expected, particularly in 
view of the preference exhibited by those who at- 
tended the last convention of the two associations 
in Atlanta, nevertheless it should be a cause for 
congratulations to those responsible. 


Just before the close of the Atlanta convention, 
Fred D. Mitchell, secretary-treasurer of the Ameri- 
can Association, stated that he had talked with a 
number of the officers and members of Southern 
Association, and that all with whom he talked were 
in favor of holding the next convention in St. Louis 
next May, and of inviting the National Association 
to join and make it a triple convention. 

H. W. Geller, president, Geller, Ward & Hasner 
Hardware Company, has been chairman of the St. 
Louis Convention Bureau for the past few years, 
and has personally invited the mill supply associa- 
tions to come to his city and hold their conven- 
tion. Both in his capacity as a civic leader and as 
a mill supply distributor, he has given assurances 
that everything possible will be done to make the 
visit a memorable one for all who attend. 

St. Louis is centrally enough located to make it 
readily accessible for all manufacturers of mill sup- 
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plies, and to insure a fine attendance of the south- 
ern dealers. 

It behooves all the members of both associations, 
therefore, to open the New Year with a resolution 
that they will set aside the week of May 16th to 
attend the gathering of mill supply men in St. Louis. 





NEED RELIABLE DISTRIBUTION FACTS 

The committee of the National Distribution Con- 
ference, which has been attempting to make a study 
of the “expenses of doing business,” has presented 
a report which is a rather voluminous document. 
This report makes it apparent that one of the chief 
needs of industry today is for reliable statistics 
regarding the cost of distributing goods. 

There are many charts included in this report. 
One of these portrays the distribution of whole- 
saler’s margin, and it conclusively proves that of 
all distributing lines, the mill supply and pipe and 
supply fields today are operated on the narrowest 
margin of net profit. 

The committee in its conclusions stresses three 
important points as necessary. 

First, it believes that there is need for uniform 
classifications of accounts, and studies into the ex- 
penses of doing business, and that every available 
trade and commercial organization facility, as well 
as the aid of the trade press should be sought to 
this end. 

Second, it believes that distributors should study 
the costs attached to intangible items, such as losses 
due to lack of sufficient records, failure to plan in- 
telligently, uneconomic extension of territory and 
services, neglect of simplification, ignorance, human 
mistakes, misdirected advertising and _ seasonal 
fluctations. 

Third, it believes that support should be given 
to those commercial organizations which are now 
making war upon dishonest failures. 


It is interesting to note that while the commit- 
tee expresses its belief that rapid turnover is es- 
sential to profits, it points out that many unreason- 
ably small orders place a burden of expense upon 
all preceding steps of distribution, and must natur- 
ally affect prices or profits. It is evident therefore 
that such a practice should be modified. 





VERY WELCOME DISCUSSIONS 

Getting the purchasing agents of a community to 
know and to appreciate the services of the mill sup- 
ply house is a profitable field of endeavor for distri- 
butors everywhere. 

This subject of distribution and the influence of 
what the purchasing agents call the “middle men” 
was discussed at a recent meeting of the Rochester 
Purchasing Agents’ Association, and from reports 
received since that gathering there is every reason 
to believe that considerable headway was made in 
impressing on those present that the distributors of 
mill supplies and machinery occupy a definite posi- 
tion as service adjuncts of the purchasing agent. 
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Cleveland 





The Mechanical Rubber Co. 





MARCO 
BELTING 


Marco Belting has made conspicu- 
ous service records on a variety of 
“freak” drives, consisting of seried 
pulleys, tighteners, quarter turns, 
and wet, steamy atmosphere. 


But the abiding good worth oi 
Marco Belting is demonstrated by 
the honest, economical, day to day 
work which it regularly performs, 
the nation over, in 


Cement mills 

Stone crushing plants 
Saw mills 

Meat packing plants 
Paper mills 

Lime plants 

Steel mills 


and other mills and factories 


The general use of Marco Belting 
last year surpassed all previous 
footage records,—which shows 
that users respond to the better 
service performance which Marco 
Belting insures. 





WE BACK THE DISTRIBUTOR 
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New Plan for Securing Greater Cooperation 


Important Steps Taken by The National Supply and Machinery Distributors’ 
Association to More Closely Affiliate With the Mill Supply Manufacturers 


B. H. ACKLES 
President, The National Supply and Machinery Distributors’ Association 


In the spring of this year, conditions prevailing in the 
distribution of mill, mine and factory supplies were of a 
character which caused many of those interested in pro- 
duction and distribution to give the problems confront- 
ing the industry serious consideration. 

As a much hard thinking and of investi- 
gating methods pursued by other industries, the writer 


result of 


came to the conclusion that the most effective method 
for bettering conditions would be closer and more inten- 
sive cooperation between the distributor and the manu- 
facturers 


interested in having their 


housed and sold by the distributor. 


products ware- 

In this connection and before proceeding any further, 
I wish to state that the writer personally has no fault 
to find with the manufacturer who believes he can dis- 
tribute his products more efficiently, more economically, 
or more the user. 
Personally, I do not believe such is the case, and many 
manufacturers 


satisfactorily, by selling direct to 


who have experimented with such a 
system of distribution are convinced that while it has 
some theoretical advantages, from a practical standpoint 
it will not work out. However, when a manufacturer 
decides that direct distribution is the system he desires, 
I have no fault to find with him, particularly if he openly 
announces that as his policy. 

Every man in this great country of ours has the right 
to his opinion, and if he is a manufacturer he has the 
right to make his goods in any way he wishes, and he 
has the right to sell them in any manner his most fan- 
ciful whim may dictate, and it should always be borne 
in mind that when the seller is spending his own money 
to dispose of his own property, he can do as he will. 

All engaged in the distribution of mill, mine and fac- 
tory supplies believe the manufacturer can distribute 
most advantageously through the distributor, and if we 
did not believe this with all our hearts we would indeed 
be poor, unenlightened, insincere, unworthy creatures. 

Now having completed this digression, I wish to again 
revert to the necessity for closer co-operation between 
the manufacturer who elects to sell to the distributor, 
and the distributors as a whole. 

Time and again during the past twenty years it has 
been clearly demonstrated that the prosperity of the 
distributor and the well-being of the manufacturer are 
so closely interwoven that one cannot suffer without the 
other being affected adversely, and if you will review 
the past years you will find that during periods when 
the manufacturers were making money the distributors 
were likewise able to show a profit. Such being the 
case, why should there not be the closest possible affilia- 
tion and co-operation between the manufacturers and 


distributors? Why should not the producing and dis- 
tributing branches of the mill supply industry unite to 
eliminate so far as is humanly possible the peaks and 
valleys? 

As president of the National Supply and Machinery 
Distributors’ Association, I presented to a meeting of 
our advisory board and executive committee on Novem- 
ber 5th, a plan to unite the mill supply business and 
to place it on a higher plane than has heretofore existed. 

With this purpose in view our advisory board and 
executive committee amended the constitution and by- 
laws, subject to a mail vote of the membership (which 
has since been approved by a unanimous vote), so as to 
admit to affiliation with our association such manufac- 
turers as in the opinion of our executive committee 
would be helpful to us in realizing our ideals. 

A general invitation will not be extended to all manu- 
facturers to affiliate with our association, in fact only 
those who are primarily and principally interested in 
selling their products through the distributor will be 
invited. 

With such manufacturers affiliated with our associa- 
tion it will be possible for us to discuss with them our 
common problems, and I anticipate that many of the 
difficulties and troubles that now beset us will be settled 
in a mutually agreeable manner. 

Information indicates that organizations in other lines 
such as automotive equipment, drugs and dry goods, 
find that such co-operation is extremely efficient. 

A word about conventions. In the minds of some, a 
convention is the real work of an association, but to the 
officers and executive committee of the National Supply 
and Machinery Distributors’ Association, a convention is 
just a meeting together for a few days to review the 
work of the past, plan for the future, to discuss the 
problems and to exchange ideas. 

An efficient, effective organization must actively func- 
tion twelve months of the year, and to accomplish its 
purpose we must not only have present at our conven- 
tions the executives and sales managers of the manu- 
facturers and distributors, but we must have their co- 
operation during the entire year. Our new plan will 
accomplish this purpose. 

Another feature approved at the meeting of the 
advisory board and executive committee provides for 
an exhibition of new goods, to be held in connection with 
our convention. 

It is not the thought of the committee to have a show 
or an exhibition in the formal sense but rather to give 
manufacturers an opportunity to display in a simple 
unelaborate manner their new products. Space will not 
be sold, but allotted without charge. In time this feature 
of our conventions should be an exceedingly interesting 
and valuable one to manufacturers and distributors alike. 




















Ay 
<ereevnenmevncoasninnsts dsV 





Sa ene BER 





Year of 
Ahead of 


January, 1926 





Great Opportunity 


Mill Supply Field 


Manufacturers and Distributors Express Their Faith in the Soundness 
of Present Conditions in American Industry, and Confidently Look for 
Continuance of a Good Volume of Business, but Distributors Must 


Discontinue Certain Practices. if 


Nineteen twenty-six will be a test year for the mill 
supply field. It will determine whether or not a common 
sense rule can be successfully applied to the conduct of 
the great distributing branch of American industry. As 
a service institution, mill supply houses during the past 
year again have added to their prestige, but as profitable 
enterprises, they have proven, in the majority of cases, 
to be comparative failures. With one of the brightest 
outlooks in several years for excellent business for many 
months to come, there is one alarming drawback on the 
distributing side of the mill supply field. That is the 
continuance of the unsafe and insane practice of over- 
extension of territories and price-cutting proclivities. If 
the distributors of mill supplies will only help themselves 
by eliminating the “volume without profit” policy of the 
past year and a half, there is every reason to believe 
that this year will prove a highly satisfactory one, both 
for distributors and for manufacturers. 

It is generally conceded that a substantial volume of 
business will keep both manufacturers and distributors 
busy for at least the first six months of the year, and 
while it is difficult to anticipate with any degree of 
accuracy what may happen during the latter half of the 
year, there are plenty of signs pointing to a continuance 
of similar conditions throughout the entire twelve months 
period. 

Basic conditions are sound, the foreign situation is 
greatly improved, and pending tax legislation is favorable 
to business. The attitude of the government towards 
American business is highly encouraging. In spite of 
the enormous supply of credit resources, which at other 
times in our history have lured legitimate business into 
the dangerous pathways of inflation, there is a prevalent 
hesitancy on the part of the vast majority of business 
men to speculate with commercial business. 

The majority of mill supply manufacturers report that 
their 1925 business volume was good, although many 
have expressed feelings of disappointment at their re- 
sults, not because the latter were at all discouraging, 
but because they were not as satisfactory as had been 
anticipated at the opening of the past year. 

With few exceptions, mill supply distributors relate a 
story of a fat year in volume, but an exceedingly lean 
and unsatisfactory one as regards profits. From one 
end of this country to the other, there is a striking simi- 
larity in the complaints of mill supply house executives. 
The situation as it existed at the opening of 1925, insofar 
as highly unethical competition was concerned, was not 
greatly bettered during the year, and many distributors 
at the close of the year found themselves in the un- 
enviable position of having tied up huge capital sums 
in large stocks for the benefit of their consuming mar- 
kets, but without securing sufficient return for their in- 
vestments of time and money, to say nothing of worry. 

Words of warning against the overdevelopment of 
installment selling have been expressed by many econo- 


They Expect Satisfactory Profits 


mists in recent months, and a few mill supply men in 
their letters for this Annual Review number add a simi- 
lar note of caution against what they believe may become 
a real menace to our business foundations. 

Except in isolated instances, distributors in agricul- 
tural sections report conditions brighter than a year ago. 
The corn country is a little more doubtful, depending 
to a large extent on a strengthening of corn prices, 
before any favorable reaction on the mill supply business 
can be secured. The milling industry in Kansas is re- 
ported to be in a somewhat unsatisfactory condition, 
which may mean a slackening of demand for mill sup- 
plies throughout the early months of the year. Condi- 
tions throughout the entire south are reported to be 
very favorable to good business during the entire year. 
The southwestern cattle raisers are apparently rapidly 
resuming a more comfortable position. In the middle 
west the wheels of industry are turning at a rapid rate, 
with good volume in prospect for the supply houses for 
some months to come. In the Pittsburgh territory, which 
has been in the doldrums for many months, there is re- 
ported a much happier condition of affairs. The entire 
east appears to be satisfied that business will move at 
a satisfactory rate. 

The general experience of distributors in the past 
months has been that there is apparent a distinctly 
buyer’s market, and that such a condition is likely to 
exist for a long time to come. There is not going to be 
much chance for profit making in speculative buying. 

The foregoing is an interpretation of the views on 
the mill supply business outlook as expressed by manu- 
facturers and distributors in the following letters, con- 
tributed especially to MILL SUPPLIES for this Annual 
Review number: 


William H. Eager, President, The Whitman & Barnes Manu- 
facturing Co., Akron, Ohio: 


At the present time, conditions are much better than 
they have been in a long while. Markets are more uniform 
as to purchasing demand, collections are generally good, 
money is easy and employment is quite general. 

As to 1926, there are those who say we shall see very 
good business throughout the year. There are others who 
say that business will be exceedingly good at least until 
July 1st. Both these statements, however, are prophetic in 
nature and must be so considered. Why ‘not be content, 
therefore, with what is in sight? 

Looking ahead, we see a good volume of business, in- 
creasing somewhat over the present, but no indication of 
feverishness upon the part of buyers, which we consider a 
very healthy situation. Money may advance somewhat, but 
is plentiful at the present time—more than ample to take 
care of all legitimate business needs. There does not seem 
to be anything in particular that business needs to fear 
from any legislation which is yet proposed by the congress 
which is just taking its seat. We are almost assured of 
further relief from taxation so far as individuals are con- 
cerned, all of which will react favorably upon corpora- 
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tions, even should the corporation tax remain at the same 
rate as at present. 

The railroads are more prosperous than they have been 
for many years, and the steel industry is likewise upon a 
profitable basis. When these two industries are simultane- 
ously prosperous, it is the same as saying that all business 
is good. There is nothing in sight, which we can see, which 
is likely to interrupt this favorable situation. 


W. M. Pattison, President, The 
Company, Cleveland: 


W. M. Pattison Supply 


The present year will soon have run its course and 1926 
with its problems and uncertainties is in the offing. The time 
is opportune to give some thought to the conditions that have 
prevailed in a very large degree during this year, and from 
this experience formulate policies and ideals that will govern 
our activities during the coming year. Undoubtedly, volume 
will run large, but is this alone to be considered ? 

In my letter to MILL SUPPLIES, published February last, I 
predicted that the volume of business this year would prove 
satisfactory, but stressed the fact that volume without an 
adequate profit was not of prime importance. And now, as 
the year draws to a close and I become retrospective, I realize 
that in this particular case I established my reputation as a 
prophet. 

The volume has been large, but the conditions under which 
many have operated have been so unsatisfactory that the 
final results are not what might have been reasonably antici- 
pated. Competition practically everywhere has been un- 
usually keen, and in my opinion there are few distributors 
who would not admit that the net results have been most dis- 
appointing, especially so when considering the volume of our 
sales. 

There are still some infatuated with the idea that volume is 
of first importance, and this ambition must be satisfied even 
though business is taken without an adequate profit. It costs 
the distributors of this country practically 20 per cent on 
their sales to cover their cost of doing business. If, on direct 
shipments, material is sold to the amount of $10,000 at 5 per 
cent profit, the same amount must be sold at 35 per cent 
profit in order to bring the average on these combined sales 
up to 20 per cent—which would just about cover the actual 
expense of doing business. 

The territory in which any distributor can operate to ad- 
vantage is of necessity largely localized. We are selling 
service primarily and can only render a satisfactory service 
to our customers when they are located in a certain limited 
territory tributary to the city in which we are located. Be- 
yond this territory we have nothing but price to offer, and 
in soliciting business there we demoralize the natural market 
for some other distribut-r. Sales efforts should be confined 
within reasonable limits and let a legitimate profit be our 
guiding policy in soliciting business. Do not allow the lure 
for volume to be the determining factor. 

In practically every jobbing center there are some few 
who, through pernicious practices, demoralize the local mar- 
ket, and are instrumental in producing this situation. They 
are dead to all sense of reason or fairness. I think that at the 
next convention of our distributors an official fool killer 
should be appointed to visit such centers and eliminate some 
of these pests. It would have a helpful effect. 

Many decisions of federal courts have held that a manu- 
facturer has the right to establish—without collusion with the 
distributors—a resale price on his product, and can refuse 
to sell any distributor who sells below this resale price. The 
National Supply & Machinery Distributors’ Association has 
mailed to its members a very exhaustive opinion by Felix H. 
Levy, in connection with a recent decision regarding a resale 
price established by The American Tobacco Company. If 
anyone not familiar with this case will write George A. 
Fernley, Secretary, 505 Arch Street, Philadelphia, Pa., for a 
copy it will be gladly furnished. 

If you are selling unprofitable lines, ask the manufacturers 
to help in improving this situation. 

In conclusion I would suggest that every distributor become 
a member of some trade association. Our problems are 
identical, and a membership will prove of value in solving 
them. This personal touch coupled with the friendships 











formed will become a most valuable asset and prove of the 
greatest value in the profitable conduct of your business. 

We have no legitimate reason to anticipate any large 
increase in volume, and there will probably be no speculative 
profit made possible by an advancing market. In my 
opinion, in a general way, for an indefinite period, there will 
be a gradual shrinkage in values, and this loss on our in- 
ventory must be absorbed. 

If the results for 1926 are to show any material improve- 
ment over this year it will be due solely to more constructive 
business policies. 


Alvin M. Smith, President, Smith-Courtney Co., Richmond, 

Va.: 

Our guess as to what 1925 business would be, as outlined 
in our 1924 letter to you, went so far wrong as to the busi- 
ness expected for this year, that we hesitate to make any 
statement as to 1926; although we feel that the demand 
for goods and the situation generally will take an upward 
trend. 

The trouble with 1925, it seems to us, has not been lack 
of demand, but lack of profits. The same unscientific price 
cutting to which we referred in our letter of 1924 has 
continued in this territory throughout 1925. Such staples 
as nails are being sold in this market on 10 cents per keg 
profit; spikes on 15 cents per 100 pounds; wire rope on 
10 per cent; pipe on 10 per cent; fittings on 5 per cent; 
and we might go on all through the line as far as staples 
are concerned, and the same condition would apply. 

Jobbers seem to continue to forget that the overhead cost 
of distribution in this industry ranges from 18 to 21 per 
cent. Still, we are hopeful for there has been some improve- 
ment in certain spots. Yet, such improvement has applied 
to immediate localities only, and has not been reflected to 
the jobber’s out-of-town business. In other words, in a good 
many cities the jobber is asking his home customers to pay 
a fair margin of profit and is throwing away this profit 
on out-of-town trade, through the ridiculously low prices 
that are being made on such business. 

With all this, we remain optimistic for the future and 
expect 1926 to be a better year than 1925, hopeful that 
this will be the case both as to volume and profits. 

Our business for the year will be slightly in excess of 
1924, with very unsatisfactory profits—and the jobber is 
not going to make the profits to which he is entitled until 
he realizes that he is entitled to a fair margin on every 
item sold. 

We believe that the amended federal tax bill will be of 
material assistance in creating a better feeling and in reduc- 
ing overhead to some extent, although the reduction in 
federal taxation, to some extent, is offset by the increases in 
state and local taxation as assessed in this territory begin- 
ning with 1926. 

We hesitate to express an opinion as to world movements, 
although we believe that the improved conditions in Europe 
naturally will be reflected here. 

In conclusion we might quote from Judge Gary’s speech 
at a recent meeting of the American Iron and Steel Institute, 
in which he stated that the reason for our failure to receive 
a fair and reasonable return in profit in the iron and steel 
industry can be laid to our own fault, because of our desire 
and effort to secure more than our fair share of trade, and 
as a consequence, we have carried competition to the point 
of accepting unreasonably low prices for our commodities, 
and that our government and our customers would have more 
respect for us if we always insisted upon fair and reasonable 
prices—nothing less; nothing more. 

Undoubtedly, the jobber is deserving of this criticism. We 
must improve our standard of ethics, and our business prac- 
tice as well, if we hope to receive the fair return to which 
we are entitled. 


Farnham Yardley, President, Jenkins Bros., New York: 

We are bringing to a close a year that I think we are justi- 
fied in saying is a good one, but it has not been as good as 
we expected. You will remember that at the beginning of 
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The Dodge-Timken Roller 
Bearing Tight and Loose 
Steel Pulley 











Sectional View of Dodge- 
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Unit Mounting 
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STEEL — 
NOTHER step forward in the con- 


stant improvement and widening 

of the scope of Dodge service to 
industry, this new Dodge product also 
offers another opportunity for profit to 
Dodge dealers. 


The Dodge-Timken Loose Pulley which 
is now offered in the Oneida Steel, and 
Dodge Solid Iron as well as Wood and 
Iron Spider Wood Rim types, is a product 
built for the service and embodying all of 
the vital features which fifty years of con- 
tact with power transmitting problems has 


IRON — ‘WOOD 


proved to be essential to the Dodge stand- 
ard of efficient, economical performance. 


In the Oneida Steel Split Loose Pulley 
shown, which is now in stock ready for 
delivery, a rugged, simple unit mounting 
is employed, which is constructed on the 
same principle as the Dodge - Timken 
Roller Hanger Bearing which has _thor- 
oughly proved its efficiency in many lead- 
ing industrial plants. 


We have a special bulletin fully de- 
scribing this new product. Let us send 
it to you. 


DODGE MANUFACTURING CORPORATION 


Mishawaka, Indiana 


New York 
Newark 


granches: 
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It's not. merely a matter of 


1ZC: 


The difference between our two leading types of belting, Bull Dog for heavy 
drives and hard work, and Perfection made for high speeds and small pulleys 
begins away back in the structure of the belt. Each is carefully adapted to its 
particular kind of work. 





A Cross- 
Section of B U L L D e ¢ 
BULL DOG 
looks like 
this The Carrier of hard and heavy loads 










PERFECTION i725 


; PERFECTION 
made for high speed work looks like 
over small pulleys this 





This study of differences in belting is not too technical for anyone inter- 
ested in industrial work. It is described in a clear, interesting, understandable 
way in our two belting books, Standards of Practice for Rubber Belting and 
Standards of Practice for Conveyor and Elevator Belting. These books include 
valuable tables for reference which should be on every practical millman’s desk. 
They are reliable manuals for selection, installation and care of all types of rub- 
ber belt. Let us send you either or both according to your interest in the 
subject. 





Address your application for Belting Books to 
BOSTON WOVEN HOSE & RUBBER CO., sienna Mass. 


oo —— cn a A cm OE RN RO AEE OE A A EE AN ROL REET I CRM ST 


When writing to ibeasiniet ores mention Ses uocsane, 


eu. 











January, 1926 











(Continued from page 45) 

the year there were very optimistic statements made as to 
business conditions during the year, and we do not believe 
that general business has been as good as was predicted. 


B. H. Ackles, Manager, The T. 


The volume in the mill supply field in Detroit and the 
southern half of the State of Michigan for the year of 1925 
has been very interesting. This is in accordance with our 
prediction of a year ago. We are sorry, however, to have to 
admit that profits are practically nil. This no doubt has been 
brought about by keen competition, which we have been get- 
ting from various sources. On account of the volume on 
some lines a number of the manufacturers seem to think they 
should step in and take the quantity orders and leave the 
pick-up business for the mill supply dealer. We are not look- 
ing upon this action on the part of the manufacturers with 
any pleasure. As you know, steps are being taken at the 
present time, through the National Supply & Machinery Dis- 
tributors’ Association, to have these manufacturers declare 
their intentions in regard to sales policy, and these fellows, 
who want to take the cream and leave nothing but skimmed 
milk for the dealer, are going to have the opportunity of 
selling their goods to the small trade throughout the entire 
territory. In other words, we mill supply people can spend 
our money wherever we see fit. 

All indications for Detroit and the southern half of Michi- 
gan are that we are going to continue to have an interesting 
volume of business and unless some unforeseen obstacle pre- 
sents itself, this volume will carry through the year 1926. 


The Ohio 


B. Rayl Company, Detroit: 


S. P. Browning, Vice-President and 
Valley Pulley Works, Maysville, Ky.: 
Your reproduction of letters published last year carries my 

letter written twelve months ago, and re-reading it at this 

time makes me feel that I was more of a prophet than might 
have been expected. The year 1925 has turned out as well as 

I had then expected and, in fact, has exceeded our expecta- 

tions. 

The year 1924 was a satisfactory one, and 1925 has been 
still more satisfactory. 


Treasurer, 


I see no reason why there should not be a continued upward 
trend, so that 1926 will exceed 1925, 
exceeded 1924. 

Our own volume of business for this year has been very 
considerably in excess of last year, particularly in our paper 
pulley department, and we look for a continued increase. 

The country is on a sound basis, economically and finan- 
cially. The only cloud on the horizon last year was the 
possibility of too rapid an expansion. This has been avoided; 
the federal reserve system has functioned admirably, and 
congress has just organized on a safe and sane basis, and I 
believe there is no likelihood of radical legislation, which will 
disrupt our economical structure. 

Certainly the foreign situation is infinitely better today 
than it twelve months Many settlements of the 
debt question have been made with our foreign creditors, 
and to my mind every indication points to a continued up- 
ward trend. I do not believe we shall have, and I sincerely 
hope we will not even approach boom times, but rather that 
we may continue to see the country operate as it is now on 
a safe and sane basis. If this situation continues, every 
business, which is efficiently operated, may expect to make a 
satisfactory profit and that, of course, is the reason we are 
in business. 


just as this year has 


Was ago. 


I sincerely hope that I shall be as good a prophet for 1926 
as I have been for 1925 and, if that is the case, I shall be 
very well satisfied. 


Jacob D. Cox, Jr., President, The Cleveland Twist Drill Co., 

Cleveland: 

We expect active business to show some improvement dur- 
ing at least the first half of 1926. It is possible that this may 
even proceed to the point of a mild boom, but, at any rate, 
we believe, there will be noticeable prosperity. 

I do not think that business men generally will be disposed 
to lose their heads, or that this prosperity will be permitted 
to develop into such a speculative character as would involve 
serious after-effects. It is very difficult to 
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such a continuing improvement in business can last, but we 
are inclined to think that the present movement is nearing 
the top, and that probably that top will be reached some time 
about the middle of 1926, and the movement reversed to a 
downward movement before the end of the year. 

To our minds one of the worst features of the general 
situation is the over-development of installment selling. I 
think that those people who are now pushing their sales in 
this way are going to have reason to regret it, and the country 
generally may be to some extent involved in the reaction. 


Joseph M. Hottel, Vice-President and Secretary, Delta File 
Works, Philadelphia: 


Reviewing my letter of a year ago, we have more than 
realized my expectations in satisfactory business, as indi- 
cated at that time. This organization has never been so 
prosperous as it has been in 1925, and increased volume and 
a fair profit are indicated by every one of our distributing 
associates. Business in hand indicates very clearly, and fore- 
casts a still greater volume for 1926, and it will be necessary 
for the distributor to be alert in providing stocks to meet the 
increased demand and not further depend upon the factory to 
supply his short orders, because the next six months will tax 
the factory’s production to such an extent that the distributor 
-annot possibly get that prompt service, and service will be 
the main thing that will count in getting the business in the 
coming six months. 

There is no question but that the volume of 1925 will be 
the greatest in our history. 


F. W. Swanson, President, Globe Machinery and Supply Co., 
Des Moines, lowa: 


Apparently from the volume records of 1925 business, our 
experience and outlook in Iowa would be hardly representa- 
tive of the experience and outlook of outside distributors. 
While there has been some slight gain during 1925 in Iowa 
business, yet the gain has been very slight indeed. We still 
have considerable banking trouble, still have considerable 
frozen assets throughout the farming communities of the 
state. Our corn prices today are 30 per cent less than a year 
ago, and the money received by our farmers in spite of the 
enormous crop of the year will not be a great deal more than 
the amount received in 1924. 

However, we did have splendid crops. More money has 
come into the state as a result of these splendid crops, more 
indebtedness will be paid off and undoubtedly the year ahead 
is more promising than the year past. 

For five years now we in Iowa have been in a depression; 
how much longer it will last is problematical. We can’t help 
but feel that the worst is over and that any change will 
naturally be for the better. 

If there can be a noticeable improvement in the business 
of the state and improved prices can be secured, the jobbing 
industry will be on a better footing. 

Francis G. Echols, Vice-President and General Manager, 
Greenfield Tap and Die Corporation, Greenfield, Mass.: 

Our president, Mr. Payne, is out of the country, conse- 
quently cannot give you a personal reply. I would state, 
however, that our business at the present time shows a 
material improvement over the year 1924, and a gradual gain 
from month to month during 1925, so that at this period we 
show very satisfactory improvement. 

The outlook for 1926 is very encouraging. Orders are 
steadier and in somewhat larger volume. Evidently the buy: 
ing from “hand to mouth” is easing up a little, as the average 
order is of larger value. 

Our foreign business is very satisfactory, running about 
18 to 20 per cent of our entire sales, so this, added to our 
domestic business, gives us a very fair turnover. 

R. W. Donigan, President, The Todd-Donigan Iron Company, 

Louisville, Ky.: 

We 


years 


believe fully that 1926 will be a better year than the 
we have had since 1923. We also think that such an 
improvement in business is very necessary for the jobbers 
because they have been facing a condition which is hard to 
change. Their overhead continues about the same, other- 
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wise they would destroy their organization, and their sales 
have dropped very materially. Such is the experience of our 
firm during the past two years and the same condition is 
prevailing in this city among other jobbers with whom we 
converse. 


W. L. Rodgers, President, Pittsburgh Gage & Supply Com- 
pany, Pittsburgh: 

The year 1925 started off splendidly, but after the first two 
months business seemed to slump to a considerable extent. 
Competitive conditions among supply houses in this district 
have been very bad until quite recently. 

Beginning about October ist there has been a noticeable 
change for the better in business conditions in this territory. 
Supply distributors in this district have been benefited re- 
cently to some extent, at least, through the improvement in 
the coal industry, which is an important one in this territory. 

While competitive conditions have been very bad, we be- 
lieve that the real trouble is with the distributor himself, and 
it is extremely gratifying to note a recent tendency to quote 
prices which at least will afford a profit and not a loss. 


Fred E. Best, Sales promotion department, Clipper Belt Lacer 
Company, Grand Rapids: 


Business during the year 1925 has been very satisfactory 
indeed—considerably better than the year before, although 
1924 was by no means a “lean” year. 


We have every reason 
to believe that 1926 will be still better. 


S. Duncan Black, President, The Black & Decker Mfg. Co., 

Towson, Md.: 

We are pleased with present conditions and very optimistic 
as to the prospects for 1926. Fundamentally, business, bank- 
ing and all other conditions are on a sound basis, and we are 
looking forward to a very considerable increase in our busi- 
ness during the coming year. 

We believe that the outlook for 1926, particularly the first 
six months, is very promising, and we know of no reason why 
good business should not continue throughout the year. 

Taking 1924 as 100 per cent, our volume of business for 
1925 will approximate 120 per cent. Again taking 1924 as 
100 per cent, we expect our volume of business in 1926 to be 
about 140 per cent. It has been necessary for us to add con- 
siderably to our plant capacity the past year, and we expect 
we will have to still further increase our capacity 
1926, probably to the extent of about 25 per cent. 

The outstanding factor favorably affecting our business is 
the response of the general tool using publie to the educa- 
tional work carried on by the portable electric tool industry. 
Almost every operation previously performed by hand tools 
is now being performed better 
portable electric tools. 

We believe that next year should be and will be a year of 
closer cooperation between the manufacturer and the jobber 
of mill supplies. We are convinced that closer cooperation 
along these lines will result in an increased and more satis- 
factory business for all parties concerned. 

H. L. Coats, Flexible 

Chicago: 


during 


and in much less time by 


Sales Manager, Steel Lacing Co., 

The year just closing has come up to our expectations in 
almost every way. Sales have exceeded those of any pre- 
vious year. Collections have been good, manufacturing con- 
ditions satisfactory, and our labor turnover has been a small 
one. 

One complaint is that some supply houses are disposed to 
cut below the recommended resale prices and this causes dis- 
turbance in their local markets. 

Through the efforts of our salesmen and by withdrawing 
prices where necessary, this form of unfair competition has 
been lessened, and we anticipate that with the cooperation of 
the leaders in the trade this will eventually be entirely elimi- 
nated. 

Trade reports and our general information of business con- 
ditions throughout the country indicate a continuation of good 
business for 1926. On this basis we are planning an extensive 
and intensive sales and advertising campaign. 

The hand to mouth buying that has prevailed for the past 
two years increases the cost of distribution and it is to be 
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hoped that the supply houses will cooperate with the manu- 
facturers by maintaining well assorted stocks, and recom- 
mended resale prices. 


J. E. Dilworth, President, J. E. Dilworth Company, Memphis, 

Tenn.: 

The writer hesitates to rush into print, but we appreciate 
the service of MILL SUPPLIES, “The Journal of Quality,” and 
feel that it is a duty as well as a privilege to answer your 
letter. 

We have had a good year’s business, the best we have had 
since we have been in the mill supply business, and look for- 
ward with confidence to 1926. However, we are not going to 
be led into purchasing goods beyond our requirements by the 
threat of an up turn in prices, which some manufacturers are 
making at this time, which I believe is a gesture which is 
unwarranted. 

Our idea of doing business is to buy our goods as we need 
them, and sell them, getting our turnover, and in always 
keeping our condition in liquid shape. 

There are certain facts in the outlook that lead one to 
believe that a conservative policy is warranted and that is 
our program. 

We have never attempted to get volume at the expense of 
profit and do not think we ever will. 

EK. Porter West, Assistant General Manager, Detroit Belt 

Lacer Co., Detroit: 

The wheels of industry are turning steadily. The belts that 
drive the wheels are making greater mileage every day. The 
lace that holds the belt, is taking a better grip and knuckling 
down to the task and—business is good. 

After a comparatively steady spring and early summer, 
sales have increased rapidly, not only in number but in the 
size of the individual orders, showing quite clearly that deal- 
ers were feeling an increased demand for “Detroit” lacing. 

Consistent advertising through the usually slack period, 
and continued improvement of products both showed a quick 
reaction to the general tide of prosperity. The result is an 
increase of more than 25 per cent in domestic business, so far 
this year. 

Add to this the steady and surprising growth of the sale of 
“Detroit” products overseas, we can say 


that business is 
rood—very good. 


Arthur E, Moreau, J. J. Moreau & Son, Manchester, N. H.: 
Our business this year is about 10 per cent above last year; 

conditions in the city are fair, but we expect a very good 

business year in 1926. 

D. K. Swartwout, President, The Swartwout Company, Cleve- 
land: 

We are closing quite a satisfactory year this month, much 
better than we anticipated a year ago, and everything seems 
to look unusually favorable for 1926. 

Of course the dollar is going to look large, but for the 
concern which makes merchandise that is in demand and 
pushes it intelligently and aggressively, we believe 1926 is 
going to offer much encouragement. 

I spent last week at the power show in New York, and 
every one to whom I talked among the many exhibitors pre- 
dicted a very good year next year. 


A. S. Gould, Sales Manager, The Oster Manufacturing Com- 
pany, Cleveland: 

In forming our opinion of business conditions during the 
coming year, naturally we are influenced to a large extent 
by our own sales. The fact that they have shown a steady 
increase during the past twelve months, due largely to our 
better formulated plans for co-operation with our distributors, 
and a consideration of the prognostications recently made 
by men in position to know, inclines us to the belief that 
business during 1926 will be at least as good and probably 
better than it has been this year. 


Raymond Seabrook, Secretary, Nason Manufacturing Com- 
pany, New York: 
In making last year’s forecast we likened the American 
business man to the coxswain of a crew lined up at the start 
of a race, waiting only for the tide of activity to arrive so 
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that he might bid his men bend to their sweeps and ride the 
crest of its flood. On looking back it seems that most of us 
sat at the start for some eight months, and when the wave 
did arrive found ourselves engaged in something very like a 
good old English “bumping race.” By those not familiar 
with this sport be it known that in England most streams 
are not broad enough for two crews abreast, and races are 
therefore rowed single file. A crew must “bump” the one 
before it to be entitled to go “head of the river.” 

Just so with American business. An overplus of goods 
thrown on the market by war expanded factories, and a multi- 
plicity of fly by night jobbers fostered by short sighted 
manufacturers seeking an outlet for this overproduction, have 
created a regular “bumping race” condition. Until the river 
is cleared and policed, we can see no great pleasure or profit 
for those concerned. 

Fortunately we have an administration favorable to honest 
business, and recent court decisions offer relief by making 
it legal for merchants to meet and to cooperate toward 
betterment without being held in conspiracy. We hope that it 
will soon be universal for manufacturers to designate sound 
jobbers as their sole outlets. We also hope for a standard 
form of distributor’s contract, the consideration of which 
shall rest in a clause calling for a resale price scale to be set 
by the manufacturer and upheld by the jobber under pain 
of voiding his distribution rights. 

For what the year 1926 may hold we depend far more on 
obliteration of present trade abuses than undue volume of 
sales. 


H. W. Strong, Treasurer, The Strong, Carlisle & Hammond 
Co., Cleveland: 


Our experience during the past year has been fair. The 
last four months have shown a very considerable increase in 
our sales of both machinery and supplies, November being 
the largest month we have had in four years. 

Prices on machine tools are reasonably stable, but on sup- 
plies there are some lines in which competition is nearly de- 
stroying the margin. We are in hopes that the increased 
activity now prevalent will eliminate this, and are looking 
forward to 1926 with considerable confidence as to the 
activity during the first six months at least. 


Peter E. Meagher, President, The Meagher Company, Duluth, 
Minn.: 


The year 1925 was a pretty good year for us, but we did 
not do as much business as we expected. This was the ex- 
perience of practically all the jobbers in this section of the 
country. It was a buyer’s market, and the prices quoted 
were the lowest we have experienced in a number of years. 

The outlook for 1926 is very bright, and from what infor- 
mation we can gain from our salesmen and customers, it 
will be one of the best years we have had in a long time, and 
we are getting ready to take care of our share of it. 

The iron mining industry here has improved wonderfully, 
and all the mining companies are preparing for a big output. 

Lumber and manufacturing industries are looking forward 
to a big business, and taking all things in general, we believe 
we can consistently prophesy that there will be big business 
for everyone in our line up here. 

We do not think there is going to be any spasmodic increase 
in prices, but that the buyers will premeditate their require- 
ments, and the jobbers will do likewise. 

To the writer, the political situation looks sound, and he 
cannot see anything to prohibit us from having a very pros- 
perous 1926. 


W. T. Read, Vice-President and Treasurer, Morse Twist Drill 
& Machine Co., New Bedford, Mass.: 


In looking back over the year 1925, it would seem that the 
general run of predictions had been fulfilled, that is, 1925 
showed a steady, healthy, gradual increase in volume through- 
out the year, and there seems to be no reason to look for 
anything other than continued progress during the year to 
come. Many industries, owing to large excess capacity, have 
experienced several years of very close competitive condi- 
tions, in which, at times, the ultimate aim of all business has 





been lost sight of, but we believe with increased volume, more 
normal conditions will be experienced, and it seems as though 
such changes in prices as take place would have a tendency 
to be slightly upward as demand increases. 

Early in 1924 we urged all our distributors to keep their 
stocks in condition and get away as far as possible from the 
hand to mouth method of buying, and it has been interesting 
to note during the year that those firms who have worked 
on that basis have made the greatest increase in volume of 
business, which confirms our belief that to secure and keep 
business today one must be in a position to care for it 
promptly. This does not mean necessarily a large invest- 
ment, but does require careful watching of the goods which 
are constantly moving, and for which there is always ready 
sale. Close study of this feature will be amply rewarded. 

To sum it all up, we believe that 1926 gives promise of 
better general conditions than 1925, and we base our belief 
on the reports that come to us not from one part of the 
country alone, but from all sections. 


J. W. Wright, President, Colcord-Wright Machinery & Supply 
Co., St. Louis: 


The year 1925 has been a satisfactory year with us, in 
fact it rather exceeds our expectations. Our volume has in- 
creased decidedly over 1924. The only disquieting feature 
of the year’s business in our case has been that the last sixty 
days have not developed the inquiries which the preceding 
months brought us. We are inclined to believe, however, 
that this is a temporary condition as we are decidedly opti- 
mistic on the outlook for 1926. 

Practically all industrials in this section are going strong 
and the railroads are buying quite freely, consequently we 
are of the opinion that there will be much live inquiry and 
good business during the coming year. 


C. L. Butts, Sales Manager, The Wood Shovel & Tool Com- 
pany, Piqua, Ohio: 


Business with us for the past year has been what might 
be called “a little better than normally good.” Prediction for 
the next six months is “ditto.” 

A moderate amount of optimism is in order, with no cause 
for any pessimism, but in feeling optimistic we should not 
allow it to get the better of “common-sensism.” 

A year of stable trade conditions should be welcomed by 
every one and just now we have the foundation laid for that 
sort of business. 

Some commodities are too high and others too low, but a 
correct adjustment of this condition can be made if proper 
consideration is. given them by all the parties concerned. 


W. W. Doe, Treasurer, Alabama Machinery & Supply Co., 
Montgomery, Ala.: 


We believe that the stand taken by President Coolidge in 
his address to the Chamber of Commerce of New York es- 
tablished the fact beyond a reasonable doubt that the govern- 
ment will not interfere with business during the coming year 

The supreme court, in its decision in regard to the main- 
tenance of price, has established the fact that it is absolutely 
legal for a manufacturer to insist upon his price being main- 
tained. 

The foremost question now is the stand to be taken by the 
manufacturer and jobber. The manufacturer, with the back- 
ing outlined above, should take advantage of this opportunity 
and take a firm stand in regard to price maintenance. He 
has gone through two years of price cutting and should know 
by now that it demoralizes business, and does not result in 
increased profits to himself. 

We therefore hope that the manufacturers will take a firm 
stand during the year 1926 and insist on jobbers and dealers 
maintaining prices, which will mean to jobbers and dealers 
a fair margin of profit. 

The jobbers have their duty to perform by insisting on 
their salesmen maintaining prices and following out the policy 
as established by the manufacturer. 

We all have witnessed during the past two years the fact 
that price cutting is the greatest demoralizer of business of 
which we know, and that, although we have in some 
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increased our volume of business, the net profits at the end 
of the year have been less, if anything. 

The conditions in the South today are favorable, although 
the cotton situation is very bad due to the fact that we had 
one of the largest crops in the history of cotton. It is our 
belief, however, that there will be ample use found for this 
cotton, and that the farmers will receive a fair price for their 
products this coming year. 

The most essential thing, as we see it, to insure good busi- 
during the year 1926 is for both manufacturer and 
jobber to go into the new year convinced that they cannot 
take all of the business, and therefore make up their minds 
to make a legitimate profit on that portion of the business 
that they are able to command. 

We see no reason why the year 
good a profit as the year 1925. We believe that the volume 
of business may little but are convinced that the 
jobber and manufacturer have made up their minds to secur- 
ing a profit on the business they do. 


ness 


1926 should not show as 


be a less 


John E. Lambert, President, Clayton & Lambert 
Detroit: 


As know, business during the last 
year has been, in a way, different from what it has been in 
the past; that is, has been more hand to mouth. In other 
words, the jobbers have been buying their needs, and have 
not been anticipating demands and their stocks have been 
greatly reduced. 


Mfe. Co., 


most manufacturers 


We know that this has been a good thing for the jobber, 
as he has been able to greatly reduce his stock, decrease the 
amount of money required to conduct his business, and his 
overhead on interest account has been reduced. Further, he 
has had less loss caused by undesirable and unsalable articles. 

We also believe that this has been a good thing for any 
manufacturer, who has realized and taken advantage of the 
situation, as by so doing they could run their factories on 
less money, run them continuously, employing a better trained 
and higher class of labor and have a much lower percent of 
labor turnover, thereby saving a large percent of loss usually 
caused by breaking in new help, that would be required if 
all the orders were bunched and at the same time the manu- 
factured articles would be better and, on the whole, manu- 
factured cheaper than they could be if the period of manu- 
facture only covered a few months in the year. 

As far as we are concerned, this has been of benefit to us 
and has increased the volume of our business for the year. 
We are closing a very successful year and we believe that a 
part of this success lies in the fact that our jobbers were 
at all times able to hand out fresh tools of our make that 
were sure to please; whereas, had they laid in stock for many 
months, there might have been some question as to their all 
being in first class working condition. As a matter of fact 
the year’s velume of business of any particular article will be 
about the same regardless of the time of purchase. If the 
product is purchased all at one time and made in one or two 
months, it certainly cannot be produced as cheaply nor as 
good as where the production of the same product covered 
approximately every month in the year. 

As to the prospects for 1926, at the present time, we can 
see no reason why we should not have as good or possibly 
better business in 1926. At any rate 
far as our business is concerned. 


we have no fears 


as 


Jay M. Gates, President, Central Commercial Company, King- 


man, Ariz.: 

Mohave county, in which Kingman is situated and the 
county seat, finds the last part of 1925 much better than 
anticipated. This district, depending entirely upon cattle 


and mining industry, experienced a very serious drought in 
1924, which permitted of only 50 per cent of the cattle sur- 
viving. However, this year we have had heavy rains and 
feed conditions are good, which has permitted the sale of 
practically 7,500 head of cattle from this small district. <A 
great many more could have been sold but this is all that 
could be gathered at the present time, and next year perhaps 
there will be less on account of the she cattle, which could 
not survive the 1924 feed shortage. 

The present price covering base metals such as lead and 
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zinc have stimulated mining activities in this district, and 
consequently we are very optimistic as to the future and 
look for a banner 1926. 

Our sales volume will show considerable shortage over 1924 
and, as we are distributors of general merchandise of all 
kinds, naturally have cut our inventory considerably and are 
replacing stocks on a hand-out basis until general conditions 
can assure us of future operation on a more elaborate scale. 
If nothing more, the stagnant condition of 1924 has educated 
the mercantile institutions of this portion of the country at 
least to work on a closer cash basis with their customers. 
The old manner of extending credit for 60 to 90 days has 
been eliminated entirely and consequently all will benefit 
thereby. 

It would seem to us that the next three years can only 
create a high water mark in the prosperity of Arizona and 
we are hopeful that congress will take some action relative 
to the building of a dam on the Colorado river which can 
then supply cheap power for mining operations in this 
district and for pumping operations, which will make North- 
ern Arizona blossom as does the Roosevelt dam district which 
is located near Phoenix, Arizona. 

In any event altogether we are very optimistic that 1926 
will be a banner year. 


W. J. Gold, Sales Manager, Geo. W. Diener Mfg. Co., Chicago: 


A forecast of what we expect in business for 1926 is based 
on a review of 1925, the most outstanding fact being that 
trade in the lines we manufacture has been more natural and 
nearly normal during 1925 than in any year since 1914. 

Production costs have maintained a nearly level average as 
regards both labor and material; labor a satisfactorily high 
average and material inclined to slightly lower average 
There have been some readjustments in selling prices of 
several lines. On some items considerable advances were 
found necessary, and on others conservative reductions were 
made. In these changes we were governed by better general 
conditions and made them effective early in the year at a 
time of lowest demand which stabilized the market and 
effected a healthy business situation satisfactory to our dis- 
tributors. 

Demand has therefore been more natural and without the 
feverish uncertainty which we have so long been accustomed 
to expect with the result that our 1925 sales show a generous 
increase over 1924 and a correspondingly greater percentage 
of profit. 

Our government is in remarkably capable hands and the 
wise, keen and constructive mind of President Coolidge deal- 
ing with affairs abroad and at home is producing a safer and 
better feeling in domestic trade. 

Our attitude is optimistic and we would be the last to im- 
pose a discordant note into the tune of good times, but jobbers 
and dealers should consider reasonable overhead and steady 
turnover synonymous with real prosperity and not be stam- 
peded into another of the wild buying orgies that will create 
inflated prices and false values, which only too recent experi- 
ences have proven so costly. 

We anticipate and are planning for a substantial increase 
in our business during 1926. 


E. I. Leighton, General Manager, Leighton Supply Co., Fort 
Dodge, lowa: 


We have been trying to change conditions the past five 
years by complying with your request to give our views on 
the business situation. We find that our efforts have been 
in vain. Thinking that possibly conditions may change if we 
let them take their natural course, and say nothing about it— 
we will refrain this year from commenting. We feel that 
possibly conditions at the close of 1926 will be much im- 
proved over the conditions existing in 1925. If they do not 
‘mprove, it will not be because of our “annual” attempt to 
analyze conditions 


James Biggs, Vice-President, Hardwicke-Etter Company, 
Sherman, Texas: 
The year drawing to a close has been a fairly satisfac- 


tory one to us. Our business has been better than in 1924, 
both in volume and in profit. The “flies in the ointment” 


AO en REE EE RPE PETS To ORM ME ees. ener nario corer 








ne eee | 








a4 f 
Vianuta 





January, 1926 


Pia“ eewaza = 





wy 


Writetor, # 
It Today/ Ve 


ps. 


y 
# 


se” 


























¢_A comprehensive book of 187 pages, illustrating the complete line of 
Vogt Drop Forged Steel Valves and Fittings for high pressures and tem- 
peratures of oil, gas, air, ammonia and superheated steam. This cata- 
log also contains an ammonia valve and fitting section for convenience 
of refineries and other plants using refrigeration. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, HENTUCKY 





New York Chicago Philadelphia Dallas 


-s of DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE AND HORIZONTAL RETURN TUBULAR BOILERS, ICE MAKING 


AND REFRIGERATING MACHINERY, OIL REFINERY EQUIPMENT. 
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are probably not more than the average which we have 
learned to expect and are, therefore, to be taken like we take 
a rainy day when we want the sun to shine. 

It is impossible to forecast what the coming year will be. 
Based on present conditions we may expect a continuation 
of normal business. We have the best country in the world 
and the best customers in the world, and are content to base 
our faith on this foundation. 


George M. Verity, President, The American Rolling Mill Co., 

Middletown, Ohio: 

The main factors affecting the general business situation 
seem to be so well known that they hardly justify comment. 
As far as we can see now, the prospects for next year are 
very encouraging. 

Ernest H. Smith, President, The Hollow Center Packing Co., 

Cleveland: 

The past year has been a very good year for us and most 
of our jobbers have shown a substantial increase in their 
packing business. Our monthly business has been steadily 
increasing, and judging from general conditions and the way 
orders are coming in at the present time, we believe we will 
be able to show an increase in 1926 over the past year’s 
business. 


P. W. Klinger, President, The Klinger-Dills Company, Day- 
ton, Ohio: 

Our 1925 total sales will be maximum since our organiza- 
tion, however, the percentage of profit will be relatively close. 

Our territory in general is in a good healthy condition, and 
with the apparently successful functioning of the Dayton 
Industrial Commission we anticipate more new industries 
being started in our territory next year, which with the 
profitable conditions already in this territory we believe we 
have a very promising outlook for 1926. We are planning 
on this basis for at least the first six months of 1926, and 
beyond that will await development. 

It seems reasonably assured that congress will pass a tax 
law with some needed revisions, and our local congressman 
seems to think that they are going to co-operate, at least 
as far as the house is concerned, on a fair common sense 
basis of procedure, and to a large extent co-operate witii tha 
White House, all of whicli tends to increase our optimism 
for 1926. 


W. Marshall Turner, 
Mobile, Ala.: 


There has been considerable improvement in general busi- 
ness in this section for sometime and we are all looking 
forward to continued improvement during next year. Real 
estate in all the Gulf States has advanced materially, and 
there seems to be a great many people coming in from 
other parts of the country investing in this section. 

There have been some new manufacturing industries 
started, but there will have to be a material increase in 
this line before I can see room for permanent advances of 
real estate values. 

The supply business has been very good recently and the 
lumber manufacturers are enjoying a good business at very 
satisfactory prices. 


President, Turner Supply Company, 


W. C. Lambert, Manager, Swank Hardware Company, Johns- 
town, Pa.: 

We are closing one of the most successful years in the 
plumbing supplies department. September of this year was 
the biggest month we have had in the history of this de- 
partment. The demani for all classes of plumbing and 
heating materials has far exceeded our expectations. 

We are looking for a real demand for 1926. We have 
discussed this problem with the trade in general, and they 
are very optimistic and believe that the coming year will 
equal or even exceed the present year. 

William E. Cross, Treasurer, Victor Saw Works, Inc., Middle- 

town, N. Y.: 

Our fiscal year closed October 1st with a record placing 
it among our “Banner Years.” We enjoyed in this year a 
volume of business greater than during any year since the 
war. It is our belief, and let me state this belief is founded 
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on the fact that the fall months exceeded the same months 
in the previous year, that 1926 promises great opportunities 
for good business. 

The foundation for prosperity has been laid, the “Adminis- 
tration” promises helpful legislation; it remains for the 
manufacturers to conduct their relations with the mill supply 
jobber so that they impart confidence, actuated by a desire 
for mutual co-operation. 


A. G. Ruddell, 
Indianapolis: 


President, Central Rubber & Supply Co., 

The past six months have been very satisfactory to us in 
every way. The volume of business has been better, prices 
have been more stable, and we believe that business is now 
on a very sound footing for a considerable period of time. 

We look forward to 1926 with optimism and feel sure that 
business will be stable and that there will be plenty of it 
for the house that goes after it in the right way with the 
right kind of merchandise. 

The year 1925 will show us a considerable increase over 
1924, and we’ are confidently expecting that 1926 will show 
a reasonable increase over 1925. 


A. Morris Carey, President, Carey Machinery & Supply Com- 
pany, Baltimore: 

We are looking forward with hope and confidence to the 
New Year. We confess that we had very much the same 
feeling in approaching 1925, and were disappointed to have 
a substantial falling off in business early in the year. We 
think that this falling off was largely due to the fact that 
manufacturers were entirely too quick in raising their prices, 
though of course there were doubtless other complex condi- 
tions which comparatively few of us know very much about. 

Our principal reason for being hopeful for the New Year 
is the fact that they have at last been able to get on a sane 
working basis in Europe, and it looks a good deal to us as 
if the present freshening up of business was largely due to 
the growing confidence that world conditions are getting 
better, and that the export business of the country will 
steadily increase. 

Of course anybody with any heart should be glad of this 
from an ethical and human standpoint first, nevertheless it 
is a most encouraging feature of present business conditions. 
So far as we are personally concerned, we have never had 
our business better organized and in better shape than it is 
at the present time, but we find it extremely difficult to 
make very much money with our heavy overhead charges 
and the severe price competition that we are up against, 
unless general conditions are good, and we are able to do a 
substantial volume of business. 


G. M. Bockstahler, Vice-President, 


Indianapolis Belting & 
Supply Co., Indianapolis: 


We have had a very fair year, and the prospects for good 
business next year look better now than they did for this 
year’s business at this time last year. 

It appears to us that the trade, as a whole, are looking 
more and more with favor upon a mill supply house as their 
source of supply, while the number of manufacturers who 
recognize the necessity of distributing through a mill supply 
house is increasing. 


F. E. Stone, Treasurer, Delaware Electric & Supply Co., 

Wilmington, Del.: 

In this location business for 1926, for at least two-thirds 
of the time, will show an appreciation over what we have 
been obtaining during the year 1925. We have to report in 
this locality that business has been better for 1925 than since 
the war, and we look for a continuance of same as there is 
a growing demand in this neighborhood. 


Arthur H. Squier, 
Newark, N. J.: 
Nineteen hundred and twenty-five, our second year in busi- 

ness, has been a very gratifying year to us. We have done 

about 50 per cent more business than we did in 1924, and 
have found it to be profitable business. We do not feel that 

1926 will, generally speaking, be a better business year than 

1925, nor on the other hand do we expect that business will 


Treasurer, Squier, Schilling & Skiff, 
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fal] off. It seems to us that 1925 might be considered a year 
of normal business. We believe that most business people 
will agree with us when we say that in a normal business 
vear it is necessary to apply one’s self very closely to one’s 
business in order to show a satisfactory profit at the end of 
the year. 


R. C. Brock, President, Kokomo Supply Company, Kokomo, 
Ind. 


Our company is very optimistic as to the future, and we 
have analyzed very carefully in our particular territory and 
find that the bankers are carrying larger savings deposits 
than ever before, the farmers seem to have money and seem 
to be spending it for their actual requirements, but are not 
spending it foolishly. We believe with this condition prevail- 
ing that next year should show a stabilized condition that 
will permit business to get back to normal in most lines. 

It is to be regretted that some jobbers, in their anxiety 
to take business, have in the past year and year and a half 
quoted some ridiculously low prices to the trade. It would 
seem to us that our line of business is such that people should 
realize they cannot sell goods at cost plus 2% per cent to 5 
per cent with an overhead of 20 per cent to 21 per cent, and 
expect themselves to make any money. We believe when 
this is brought to them as it will be after their actual inven- 
tory, that the keen competition they have experienced in the 
past will in some way be met and overcome. 


Robert Malcom, 
Chicago: 


Manager, Chicago Eye Shield Company, 

We are pleased to state that from the present outlook 
we expect a very big year in 1926. We have enjoyed vast 
sales on our Acme shield and other industrial lines and are 
looking forward to a still larger volume of business in the 
year 1926. 


Howard E. 
Baltimore: 


Crook, President, H. E. Crook Company, Inc., 


Our company is engaged in the engineering and contracting 
field for the furnishing and installation of complete heating, 
plumbing, electric, and power plant equipment, and are there- 
fore primarily concerned in the question of new building 
construction or additions and extensions to existing properties. 

We have found the present year to be one of the best 
which we have experienced; and while it is generally true 
that operations in this field have a decided tendency to slow 
up in the last two or three months of each year, the same 
has not been true in this instance. In fact, our company has 
closed as large a percentage of contract work in the last 
sixty days as we have in any other period this year. 

We are also extremely optimistic for the year 1926, as we 
know by direct contact with the architects’ and engineers’ 
offices that they have in hand at the present time the prepara- 
tion of drawings and specifications for a large amount of 
new buildings, which will be released shortly to the contrac- 
tors for estimates. 

We also find that the prices of the material manufacturers, 
while there have been no material advances throughout prac- 
tically the entire year, have remained firm and steady. 


Irving W. Lemaux, President, Indianapolis Brush & Broom 
Mfg. Co., Indianapolis: 


The past year has seen improved conditions in the indus- 
trial world as well as in an agricultural way, and with the 
return of the farmers as heavy buyers, with lower taxes and 
labor generally employed and satisfied, I feel confident that 
1926 will be a good year for business in practically all lines. 
A. C. Rynders, President, White Star Company, Wichita, 

Kan.: 

Our business for the past year has been satisfactory to a 
great extent, but owing to the very unsatisfactory state of 
the milling industry through this section of the country, the 
latter part of this year and next year looks reasonably slow. 


H. L. Lemon, President, Monarch Metal Company, Chicago: 


I have found during the past thirty-five years our line 
(babbitt metal) has proven to be an excellent barometer on 
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industrial conditions, owing to the reason that the bearings 
of a large percentage of all machinery are lined with babbitt 
metal and the wheels of industry must be turning or being 
put in order to turn when the demand for our product is 
good, which has been the case for the past five months. 
Accordingly we are looking forward for a prosperous period 
this coming year. 


William B. Paulscraft, Vice-President, R. K. Carter & Co., 
New York: 


Developments to date have inspired confidence in the future 
to an excent that is unusual during the closing month of the 
year. Krom our viewpoint, it is quite out of the question to 
analyze the situation without being impressed by many of the 
outstanding factors that govern trade and industry today, 
and which have a bearing on the continuation of present con- 
ditions. To illustrate: There is an absence of speculation in 
generai business; merchandise is not accumulating; produc- 
tion and consumption being quite well balanced, there is no 
tendency toward rapid price advance, all of which preclude 
anything in the nature of a boom. 

References are made so frequently in regard to the in- 
creased sales of mail order houses, department stores, chain 
stores, the increased car loadings by the railroads, the in- 
crease in bank clearings, and the decrease in unemployment, 
that it seems almost unnecessary to refer to these favorable 
factors. 

Practically all the essentials to continued prosperity are 
present. Production and consumption of steel, copper, tin, 
lead, zinc, lumber, cement, automobiles, shoes, textiles, pack- 
ing products, rubber, hides, oil and gasoline, and a variety of 
other products are going forward in record proportions. 
There is perhaps over-production in a few lines but in most 
of such instances conditions are discounted by comparatively 
low prices and there is not likely to be injected into the 
situation any serious inventory losses to business concerns 
because of the present price level and the business conserva- 
tism which has prevailed. We feel that over-production in 
any line is not likely to be carried to the point of piling up 
large quantities of goods for which there is no market. 

3uying power has been the best in a long time, and we 
look for satisfactory business through the first half of 1926. 
It would be purely guesswork to attempt to define conditions 
beyond that point. Nineteen hundred and twenty-five has 
not been an abnormal year, but one registering the normal 
growth of the country. Extreme tendencies in the com- 
mercial field have been held in check by the good sense of the 
people in general, and by the capable direction of business 
leadership. The problem for next year will be to guard care- 
fully the progress already made. The disposition to look 
forward for things to worry about seems to be fading. 

The development of the installment plan of buying con- 
tains elements of danger that cannot be ignored. It no doubt 
has been a factor in raising the standard of living and in- 
creasing production, but too generous use of such credit 
facilities is a menace, as the soundness of the paper depends 
upon the continuation of a general and widespread condition 
of employment. The method presents a constant temptation 
to purchase beyond power of liquidation and at higher prices 
than those regularly prevailing. We are inclined to question 
the ability of the average wage earner to estimate accurately 
to what extent he is justified in mortgaging his earnings. 
The need at the present time is the development of a much 
more positive cash basis. 

Recent foreign developments have been rather encouraging, 
the outstanding one being the signing of the Locarno security 
pact and arbitration treaties by the representatives of several 
great nations. With the political situation on the continent 
more secure, there is reason to hope that financial and 
economic problems can be attacked with reasonable prospects 
of solution. 

Steel trade conditions grow stronger week by week through 
the prolongation of the demand, rather than by the demand 
increasing, although at this writing, new orders and specifi- 
cations are still in excess of shipments. Producers report 
that specifications on contracts are being made more promptly 
and completely than for many months. 

Steel prices are substantially firm all along the line and any 
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We manufacture a com- 
plete line of Loose Leaf 
Devices. Write for infor- 
mation. 


Agents in all principal 
cities. 


When your salesman has brought his pros- 
pect to a favorable state of mind, when he is 
willing to be “shown” the value of your prod- 
uct — that’s where the Proudfit Catalog 
Binders help the sale along. 


There’s no fussing or fumbling around look- 
ing for what is needed. The salesman’s kit 
is in order, for it is easy for him to keep it 
that way. The appearance of the binder is in 
keeping with the high standard of your firm 
and the men who represent you. It looks like 
business. 

These binders save time. 
Pages may be removed 
or inserted in a fraction 
of the time required with 
other binders. The tele- 
scopic spring posts hold 
leaves in alignment. No 
need to jog sheets back 
into place. 





25 Logan Street 


Proudfit Loose Leaf 
Equipment for Sales de- 
partments is made to or- 
der—made to fit your 
specific needs, at a price 
which makes it most prof- 
itable for any business to 
adopt. 


Submit your problems. 
They will receive imme- 
diate consideration with- 
out obligation and with- 
out cost to you. 
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Grand Rapids, Mich. 
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changes that may occur in the near future will undoubtedly 
be advances. The mills are not pushing their advantage in 
the market. The increases that have occurred during the 
present movement have not been abnormal and some fears 
that advances might check buying have so far not been 
realized. 


G. L. Reeves, President, Reeves Pulley Company, Columbus, 
Ind.: 


So this is the time of year and here is the issue where our 
good friend Clay C. side-steps and insists upon somebody 
else spreading the “apple sauce,” and for the best health of 
Cooper and the best interest of MILL SUPPLIES, this is all a 
wise idea. It does come a little hard on the average manu- 
facturer for he is already busy just now setting his house 
in order for the annual invasion of the inventory hounds and 
the dirty-mugged statement sleuth. 

In looking over past several Annual Review numbers of 
MILL SUPPLIES, I find, however, a suggestive sameness and 
vear after year it is the same old bunch, who in the same 
old way solemnly affirm: 

ist. That according to their most deliberate and dignified 
knowledge and astute introspection of all things terrestrial 
and celestial, business with them has been terrifically good. 

2nd. That they expect business to continue terrifically 
good ad infinitum. 

Loose the flood gates of prosperity and let flow the fountain 
pen on the dotted line. 

It almost savors of a rubber stamp annual doesn’t it? So 
let’s step in line and here goes: 

Best business we ever had was 1925. 

Biggest volume and best collections. 

Best outlook we ever had for next year. 

Folks all well and everybody happy. Come 
sugar making and we will have a “stir off” for 


down during 
you. 


J. L. Pitts, President, Brown Roberts Hardware & Supply 
Company, Alexandria, La.: 


So far as we can see, the country as a whole is in a very 
prosperous condition, and in the aggregate there should be a 
great volume of business placed. 

The year which we are just about to close has produced a 
very good volume, but it has been sold on a very close 
margin. Notwithstanding the volume of business which we 
predict will be done in the next twelve months, we do not 
look with much optimism as to the yield of profit. In our 
opinion, we are entering upon an era of price concessions on 
the part of manufacturer, distributor and retailer, which is 
going to make the operation of business more or less un- 
profitable. 

There is no doubt in our minds but what the usual buyer 
is spending his dollar more conservatively than at any time 
during the past decade, and due to an unbalanced production 
on the part of the manufacturer and over-extended service 
on the part of the distributor and retailer, is going to force 
profits downward. 

We look for the market to be fairly firm for the first 
quarter, but feel very pessimistic about its stability for the 
remainder of the year. 

It is our belief that there will be a great many failures 
among business concerns in our line after the statement of 
the fiscal year, just about to close, has been prepared, and 
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result in the profit and loss account. We have extended our 
lines and our territory, and expect to continue with this 
policy during the coming year. We think that business has 
had a fairly good shakedown, and that the future looks bright 
for those who are in an advantageous position at this time. 


D. P. Toberty, Vice-President, Ideal Tank & Supply Co., 
Peoria, IIL: 


The prospects for business in the Central Illinois territory 
seem brighter at present than they have for some time, but 
are predicated on prices of farm products, particularly corn, 
which must go considerably above the present levels to bring 
about the better conditions. 

For the past two years country building has been below 
normal, so there is need of a considerable amount of new 
building and improvements on old buildings, which we be- 
lieve will be taken care of during the coming year, all to my 


mind dependent on the prices the farmers receive for what 
they sell. 


D. C. Henderson, The Chas. A. Strelinger Co., Detroit: 


We have no hesitancy in expressing our confidence in a 
continuance of the upward trend for some time to come. 

The first two or three months of 1925 were somewhat quiet, 
but ever since that time, there has been a steady increase in 
volume. A point not to be overlooked is the fact that the 
present large volume of business has none of the aspects of 
a boom, but rather it indicates a steady improvement in 
general business conditions throughout the country. 

Employment statistics indicate a very satisfactory condi- 
tion as to the number of people employed, and there is no 
reason why anyone who wishes to work need be unemployed 
today. 

From present indications, the next year or two should 
prove generally prosperous. 


P. L. Pryibil, Vice-President, Midwest Steel & Supply Com- 
pany, Inc., Bradford, Pa.: 


It appears to us, especially judging from the reports of our 
district representatives, distributors and other connections 
throughout the United States, that 1926 is going to be an 
especially good year in the industrial field. Machinery and 
engineering products will undoubtedly be in great demand. 

Our mill supply connections report a greater accumulation 
of proposals during recent months than in 1924. Although 
the volume of business in October and November has been 
slightly less than in 1924, it is evident that this is occasioned 
by a lot of holdover business which we feel quite confident of 
securing in the coming year. We are thoroughly optimistic 


and look for a satisfactory volume of general business during 
1926. 


J. A. Carson, Manager of Sales, Railroad and Industrial 
Department, The Libbey Glass Manufacturing Co., 
Toledo, Ohio: 


We are closing a very satisfactory twelve months busi- 
ness in our gauge glass department and our sales for 1925 
show a gratifying increase over those of previous years. As 
the leading manufacturer of gauge glasses in the United 
States, this company feels amply repaid for the amount of 
time and money spent in developing a product to compete 
with one that has practically dominated the American market 








only those concerns who are well fortified and very careful 


for a period of half a century. We are very optimistic for 
with their credits, will be able to survive the next two years. 


the coming year. 





W. J. Radcliffe, President, The E. A. Kinsey Company, Cin- 
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cinnati: 


We have had a very satisfactory business on supplies this 
year as to volume, but unfortunately the profit has not been 
what we would like to see it. However, taking our business 
as a whole, it is quite an improvement over last year. 

We feel that next year will show a better volume and we 
are in hopes a better margin of profit. 


W. H. Smith, Secretary-Treasurer, Indianapolis Belting & 
Supply Co., Indianapolis: 


We are pleased to say that our business for the past year 
has shown a gratifying increase in volume, and a satisfactory 
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T. W. Lewis, President, Lewis-Brown Company, Inc., Memphis, | 


Tenn., and Helena, Ark.: 


The mill supply business in the Memphis, Tenn., and 
Helena, Ark., territory for the past twelve months has been 
fairly satisfactory from a volume standpoint, but from a 
profit standpoint very unsatisfactory, as competitive condi- 
tions have been worse than any one has ever experienced in 
this section before, and there is lots of room for improve- 
ment. It is very unsatisfactory to work 365 days in the year, 
carrying a large investment in stock, and at the end of the 
year find that you have done all of this just for the pleasure 
of serving your trade. 

This section was blessed this season with bountiful crops 
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of all kinds, with one of the largest cotton crops in the past 
fifteen years. The oil mill industry has a bright future with 
good prospects to make money this season, and the lumber 
industry also has a bright future, as the prices have stiffened 
a great deal in the last 60 days. Although the general rains 
have hampered the logging industry seriously, and it is pos- 
sible that the operations will be curtailed considerably be- 
tween now and spring on this account, this will have a ten- 
dency to make a strong market for all wood products with 
good prospect for the mill supply business in the spring. 

We feel somewhat encouraged for the last 30 days as our 
volume is increasing some and we feel that our spring busi- 
ness will be good. 


A, F. Patterson, Secretary and Treasurer, The Mill Supply 
Company, New Bern, N. C.: 


Relative to the business year we are now closing, we are 
glad to say that same has been a successful one with us 
from a standpoint of sales and profits. Nineteen twenty-five 
was our second year in business; and while 1924 was satis- 
factory, we were enabled to increase our volume considerably 
during 1925. We attribute this to the fact that our rural 
districts have had better crops in the last year than they 
have had for some time, and in the main they have gotten 
satisfactory prices for same. Although this class of trade are 
small buyers in our line, still the indirect results of this 
money being in circulation redounds to our benefit. 

We have also broadened our line in the last twelve months 
by putting in some allied lines, as we realize the fact that 
the timber situation in eastern North Carolina is such that 
each year shows a diminishing in supply, and in saw mills 

We have been faced this year just as we have in every year 
which the writer has been in the mill supply business, with 
the fact that some of our competitors are willing to take 
orders in our immediate locality around cost, in order to 
increase their volume, knowing that at equal prices we would 
get the business. This situation has always existed, but we 
feel sure if our competitors would figure the cost of handling 
these goods, they would find that they lost money on same, 
aside from the unethical way of making one price in com- 
petitor’s territory, and another price where they control the 
territory. 

We are looking for a big year in 1926. It has been some 
time since the jobbers have been able to make any money on 
the advancing market, but we feel, with the steel situation 
such as it now appears to be, we will be able to make a nice 
margin in 1926 on advancing prices. We do not feel that it is 
ever good business to speculate in purchases, however, it 
looks as if the supply dealer who does not anticipate his 
requirements in 1926 is not going to be able to fill orders 
satisfactorily, and our experience is that orders not shipped 
complete, not only 


lose business for you but are more ex- 
pensive to handle. 


Charles Bond, President, Charles Bond Company, Philadel- 
phia: 

In a general way, the year 1925 has been satisfactory; the 
conditions have called for plenty of hard work and close 
application. We have every confidence that business is going 
to continue good for at least the next few months. 

The one disturbing factor, which it is hoped will be 
straightened out before a great while, is the strike of the 
anthracite coal miners. 


George Puchta, 
Cincinnati: 


President, The Queen City Supply Co., 


As predicted, 1925 has been a better year than 1924, both 
in volume of sales and profits, and our belief is that 1926 
will show a greater improvement. 
to confirm this. 


The inauguration of that able statesman, President Calvin 
Coolidge, has inspired confidence. 


There are many reasons 


He, as well as the people, 
have made it plain to the newly elected congress, that radical 
legislation for the present is not wanted. Peace, and assur- 
ance of its continuance, aided by the Dawes Reparations, is 
restoring foreign trade. The arranged federal tax reduction 
will bring into circulation for business more than $300,000,000 
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this coming year. For years railroads could not figure for 
the future, but now, feeling assured of friendly legislation, 
and satisfactory earnings, they are spending large sums for 
improvements and equipment. Labor is generally employed 
at good wages and anyone wishing employment can find it. 
These are some of the reasons why we think business will be 
good for the coming year. 

There are some other things, however, to which supply 
houses will have to give consideration. Like every other line, 
sapacity was greatly increased during the war. Since normal 
conditions again prevail, the demand has not yet caught up 
with the supply. Besides the cost of doing business has 
greatly increased and is likely to remain so. 

A recent survey of fifty supply houses showed the cost of 
doing business to be 18.74 per cent. What encouragement do 
the manufacturers give who allow differentials considerably 
below this, and where will the dealers land who think they 
can do business at less than 18.74 per cent and sell goods 
on that basis? 

If the distributors of supplies are a necessity, and it is 
conceded that they are, the manufacturers must allow them 
a differential sufficient to make a profit, and even then can 
distribute the goods to the consumer at less cost than the 
manufacturers can distribute to consumers. Besides it is 
manifestly unfair that some manufacturers should attempt 
to sell dealers and consumers at the same price. Where this 
is done the dealer in self respect should find another source 
of supply. 

There are a few supply houses who are price cutters and 
give away more or less of the differentials allowed. If poss 
sible, this class should either be eliminated or apply a course 
in business ethics. It should not be possible for a minority 
to ruin the business for all. 


The dealers will have to learn their cost of doing business, 
and if they wish to remain in business, sell their goods at a 
reasonable profit, and January 1, 1926, is a good time to 
start. No one will thank you for selling your goods at a loss. 

Other lines of business have had similar experiences and 
have paid the price for not heeding the warning. Common 
sense and practice of the “Golden Rule” will solve our prob- 
lems and bring prosperity to us all. 


W. C. Longenecker, Treasurer, The Toledo 
Threading Machine Co., Toledo, Ohio: 


Pipe 


Our business during the current year has exceeded that 
of any previous twelve months in our history. We are going 
into the new year with every prospect and anticipation that 
it, too, will be a record breaker. 


M. O. Garner, Manager, Foster-Isaacson Co., Inc., Raymond, 
Wash.: 


We are in a locality where our business depends entirely 
on the lumber business, which has this year been more or less 
up and down, owing to overproduction. This condition has 
existed more or less since the war time, and will continue if 
there isn’t some plan worked out whereby they can curtail 
production so that the demand will keep up with the produc- 
tion. 

However, the last year, 1925, we have been able to enjoy 
a very good business and all prospects for the coming year 
point to an even better business. The demand for lumber is 
increasing very rapidly in the states and also foreign demand 
is holding up, which means that we will have a good business 
as long as this demand exists, and we see no reason why it 
should not continue in the year 1926. 


Joseph A. Scallan, President, The Scallan Supply Co., Cin- 
cinnati: 


Our business during 1925 has not been very satisfactory. 
Competition has been very keen, and it has been almost im- 
possible to show a profit. There has been some improvement 
during the last few months, and we hope this condition will 
continue. This time last year, we were very optimistic, but 
as the year passed by, most of this optimism faded away. 
We feel about the same way regarding 1926. 

From all reports, business seems to be on the up-grade, but 
we have concluded to be conservative, and to wait for the 
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—_JART Force-feed Oil Pumps are absolutely 

positive in action, uniformly reliable and 
built to outlast any equipment they serve. The 
earliest installations have now given over 30 
years of steady satisfaction and are still going 
strong and their younger brothers have main- 
tained the same reputation. That is why we 
guarantee material, workmanship and perform- 
ance of Hart Pumps FOR LIFE, although this 
protection is not obtainable with any other 
automatic lubricator. 


Accept this offer 


As a first Hart installation sells others when 
more lubricators are needed, we want to dem- 
onstrate Hart superiority IN YOUR OWN 
PLANT. We will therefore send a Hart Pump 


to any responsible party for trial. If at the end 
of 30 days, the service is not all that could be 
asked, the pump may be returned and the bill 


will be canceled. 
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Send for your copy and keep it 
handy as a guide to proper selec- 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Ojl and 
Grease Cups, Oil Gauges, Indi- 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, Flue Clean- 
ers, Fusible Plugs, etc. 


HERWOO 


A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 








Sherwood Manufacturing Company 
1713 Elmwood Ave., Buffalo, N. Y. 


Please send a Hart Oil Pump @or trial to meet following conditions: 
Number of individually controlled feel lines to be served 
Capacity of body 
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Only Witt | Offer 
These Advantages 


The Witt Oily Waste Can is approved by the 
Underwriters’ Laboratories, Inc., and by the 
Associated Factory Mutual Fire Insurance 
Companies and offers you advantages that are 
not found in any other oily waste can, regard- 
less of price. Guaranteed to outlast 3 to 5 of 
the ordinary kind. 


The lid is hinged to steel band at top, per- 
mitting it to be raised half way. It is impos- 
sible to keep lid open unless purposely 
blocked. Edge of lid overlaps, making the 
can air-tight and absolutely fireproof. 


Deep, rounded corrugations. Entire can hot 
dip galvanized. All-steel tripod raises bot- 
tom 3!,” from floor, is riveted to steel bottom 
band and reinforced with steel cross bars. 


Your Jobber can supply you or write: 


The Witt Cornice Company 
2119 Winchell Ave., Cincinnati, Ohio 


Manufacturers of 
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turning point. Everything indicates a very healthy volume 
of business for 1926, and we sincerely hope that none of us 
will be disappointed. 


C. W. Brainard, President, 

Battle Creek, Mich.: 

Our experience for the year 1925 will compare favorably 
with the year 1924, so far as volume is concerned, but we 
have found business spotty and irregular. We are inclined 
to believe that the total amount of business done in the 
country for the year 1925 will compare quite favorably with 
the year 1924, and we think it can be accounted for by reason 
of some lines exceeding the volume done last year which may 
possibly make up for others which have not done so well. 

We are looking forward to a fairly good business the first 
half of the year 1926, and our reason is that there appears to 
be a general confidence which should be a good influence. 
From our observation, we believe that there has been a rea- 
sonably heavy buying in metals for delivery in the first quar- 
ter of 1926, and unless something out of the ordinary pre- 
vails, it should insure, we think, a good business for the first 
half of the year. 


Union Steam Pump Company, 


It is somewhat of a problem to predict the business that 
will be done in the last half of the year 1926, for the reason 
that there is so very much that can happen to interfere. 

We have great confidence in our people in this country, and 
we believe that they have learned how necessary it is to be 
reasonably conservative, and on the other hand we believe 
the largest possible volume of business will be done in all 
lines without building up unnecessary or undesirable inven- 
tory stocks. 


S. S. Clary, General 
mond, Va.: 


Manager, James McGraw, Inc., Rich- 

The mill supply business in and around Richmond, the ter- 
ritory which we cover, principally Virginia and North Caro- 
lina, for 1925, has been just about like 1924. Two or three 
weeks at a time, we would get a good volume of orders, 
which, of course, looked as though business 
come back fine. 
considerably. 

For the first eleven months in this year, our sales totaled 
the same as the corresponding eleven months in 1924, within 
a few hundred dollars. 


was going to 
However, the next week or so would drop off 


December has made a very good start, and any gain which 
we make for 1925 will be made this month, which of course, 
if any, will be small. Our profits for the same period will 
run slightly more; not enough, however, to hardly be con- 
sidered. 

We had hoped for much bigger business in 1925, 
not by any 


and are 
means discouraged, as long as our sales did not 
slip behind, and profits ran slightly more. 

The industrial plants have kept fairly busy and business 
with the builders and contractors has been very good. 

Collections have been no better than they have for the past 
few years. We have entirely too much money on our books. 

Owing to the drought throughout this section, and condi- 
tions in the lumber market, we really do not look for much 
better business in 1926. 


L. G. Isaacson, President, L. G. Isaacson Company, Aberdeen, 


Wash.: 


The L. G. Company has finished a reasonably 
prosperous twelvemonth, having had in mind disposing of 
such merchandise stock as accumulated during the war, and 
have succeeded -in getting down to bed rock. 

We expect to buy well selected stock for next year, insofar 
as our judgment dictates, with a view always of supplying 
only the best goods at a fair and reasonable price. 

We have learned a bitter lesson, that it isn’t well to put in 
a stock of goods because it can be bought at a price under 
the market, such as the surplus war stocks that were offered. 


Isaacson 


With the presidency in such safe hands as now, we shall 
look forward to a prosperous twelvemonth during 1926. 
F. S. Slover, sales manager of our company, views the 


situation as follows: 
“We have finished a rather hectic twelve months’ period of 
business, inasmuch as the beginning and closing months of 
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1925 gave us two of the best months of business in our his- 
tory, but of the volume of business done in the middle of the 
year the least said the better. 

“The lumber industry of the Northwest has merely been 
trading dollars so far as the profit is concerned. While the 
amount of lumber sold will probably exceed all past records, 
the profits derived are either very small or minus quantity. 
Consequently we in the mill supply business suffer in pro- 
portion. Our only way of showing a small margin of profit 
in 1925 was by selling only to reliable mills and not having a 
long list of bad debts to close off. 

“We are facing 1926 with much higher hopes and a 
brighter outlook, because of the stimulation in the lumber 
market which indicates that prices will be better and also 
the manufacturers will not book orders without making a 
margin of profit.” 


G. L. Carleton, Manager, Appleton Car Mover Co., Appleton, 

Wis.: 

Who believes a prophecy? If we read one which coincides 
with our views, we usually admit it is a clever one. If it 
doesn’t—Bunk! 

For the past few years all lines of business have been 
more or less chaotic, and the usual methods of determining 
advance conditions have been inadequate. Activity has been 
encountered where depression was expected and vice versa. 

The country seems to have settled down to a sane business 
basis, business men are mostly optimistic, prosperity seems 
in the air, and yet, despite the optimism and assurances of 
wonderful business, orders placed are for comparatively small 
quantities with requests for rush shipments. 

The thought still seems to be, let the manufacturer carry 
the stock. Jobbers who do this are increasing their own cost 
of doing business as well as adding a burden to the manu- 
facturer. 

Inability on the part of the jobber to render the best of 
service to his customers, on any line, creates an unfavorable 
reaction against the product, something no jobber intention- 
ally wishes to cause. 

If optimism and confidence in the future are so firmly 
established in our minds, why not act them rather than talk 
them? The real basis of business building is doing. 

I firmly believe the best tonie for business would be less 
“talk,” more and a real honest practical adoption of 
the Golden Rule throughout all business practices. 


J. M. McDonald, President, A. Y. McDonald Mfg. Co., 
buque, Iowa: 


““ 


do”’ 


Du- 


We are, as you know, in the midst of the corn belt and we 
believe it is fair to assume that our trade reflects as directly 
as possible the situation in the farming communities. 

The past two or three years we have heard a great deal 
about the unsatisfactory conditions in farming communities, 
and just at the present time we hear a great deal about the 
distressing situation due to the low price of corn. 

Our volume of trade for the year 1925 shows a healthy in- 
crease over last year, figuring volume on a dollar basis and 
not on tonnage, and this in spite of the pessimistic reports 
we have heard and continue to hear. 

Our experience warrants us in the belief that the situation 
in the farming communities is righting itself and will con- 
tinue to do so and that there is no good ground for the pre- 
vailing pessimism which we so frequently encounter. 

Thomas F. Bailey, 

Huntington, W. Va.: 


President, Banks-Miller Supply Co., 

Our thought about 1925, which we wrote you in the last 
month of 1924, so clearly expresses our thought about 1926 
that I think in quoting that letter we express our thoughts 
for 1926. 

“Our thoughts about 1925 are these: Business will be good 
but not wild. Prices will be slightly higher with farmers 
getting good prices for their products, the metal trade in a 
stronger position, and larger volume of exports, brought about 
by better buying ability throughout Europe. We look for- 
ward most optimistically to a prosperous 1925. 

“For our own section, West Virginia, Virginia, Kentucky 
and Ohio, where we make our principal efforts, and where 
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bituminous coal has a great deal to do with prosperity, we 
look forward to better market conditions, higher prices and 
a correspondingly easier credit situation. 

“Every business man should endorse Mr. Mellon’s plan for 
reduced sur-tax so that every obstacle that can be foreseen, 
to slow up business, will be removed.” 


W. G. Best, President, The Crescent Machine Company, Lee- 
tonia, Ohio: 

From present indications the year now drawing to a close 
has marked the beginning of better conditions. Business is 
becoming established on a more firm foundation than it has 
been for some time and indications point toward a steady, 
healthy increase in commercial activity for the greater part 
of the next year, and perhaps if we are carefully conserva- 
tive and at the same time progressive and alert, there may 
be a substantial volume of throughout the next 
twelve months. Proposed legislation, affecting business, must 
jave a stimulating effect, if the program is carried through 
as planned. 

We regard the outlook for 1926 much better than it was 
for 1925. There is a strong probability that there will be 
a good volume of business for all who will earnestly try to 
get it and take proper care of it. 


business 


W. R. Hutchison, President, J. T. Weathers Co., Inc., Miami, 

Fla.: 

We are closing the most satisfactory year in our existence, 
notwithstanding the difficulty we have experienced in securing 
inbound shipments, due to the extremely congested condition 
of the local freight yards and steamship docks. In spite of 
this handicap we did more business in the first ten months of 
1925 than during the whole of 1924. 

Our rapidly growing population, the result of a belated 
recognition of the possibilities of this climate and soil are 
entirely responsible for satisfactory volume in all lines of 
business, and based on these two factors—climate and agri- 
culture—-we feel that the stage is all 
throughout 1926 and we 
confidence. 


set for good business 


are planning our program with 
Charles Piez, 
Chicago: 


Chairman of the 


Board, Link-Belt Company, 


Our business during 1925, in spite of its hand to mouth 
character, will exceed our 1924 volume by more than ten per 
cent. Conditions are favorable for a continuation of the 
present volume of business and our sales budget for the first 
half of 1926 has been based on that assumption. 

There doesn’t seem to be a cloud on the business horizon 
and the indications are for fair weather for a long time to 
come, 


J. R. Steneck, Sales 
Chicago: 


Manager, Illinois Malleable Iron Co., 


We do not know of any time in the recent past when condi- 
tions were more favorable for business than they are at the 
present time. 

As a general proposition throughout the entire land the 
farmers are getting good 


returns on their crops, which are, 
as a rule, of substantial 


volume. In other words, the yield 
in money value for agricultural products this year, we think, 
will be in excess of recent preceding years. The general labor 
situation, with the exception of the anthracite coal strike, is 
in good shape, harmony between capital and labor apparently 
existing in all important lines. As to finance, federal reserve 
reports indicate easy money for real honest business develop- 
ments, the reserve bank having very wisely endeavored to 
curb reckless speculation that had a tendency to disturb mer- 
cantile conditions. 

Our country is in safe 


fe hands, our people are prosperous, 
they 


and willing to work and we believe 
industry will have its reward in the shape of good times and 
continuous employment for all classes. 


are industrious 


Howard Coonley, President, Walworth Company, Boston: 
There is no question that it is easier to make predictions 
than it is to justify them afterwards. My forecast for 1925, 
made just a year ago, came true, however, in every aspect 
but one. Nineteen twenty-five has proved a year of fair de- 








mand as far as volume is concerned. Our heaviest tonnage 
came in the spring, our lightest in the summer and gradual 
improvement in the fall. Our estimate failed only in that we 
had expected a slightly increased price for our goods, whereas 
the other thing has occurred. This seems to be true of al- 
most all lines of finished product. Apparently the country 
does not realize that we have yet to catch up with the war 
expansion of our producing facilities and that 100 per cent 
output cannot yet be looked for, except under abnormal con- 
ditions. The actual demand justified a higher scale of prices, 
whereas over-optimism on the part of manufacturers has pro- 
duced just the opposite effect—a price demoralization. 

The basic materials, however, have started the ball rolling 
in the other direction and there is evidence of early advance- 
ment in most standard lines. We look for 1926 to be a repe- 
tition of 1925 at a slightly higher level—the increase being 
approximately 10 per cent in volume and half that in aver- 
age price. Demand, we believe, will be strongest during the 
first half of the year. 


Dixon C. Williams, President, Chicago Nipple Manufacturing 

Co., Chicago: 

The persistent statements that business conditions through- 
out the country are universally satisfactory, and that we are 
at the peak of prosperity with every assurance of 1926 being 
a record year in volume and profit, does not seem to me to 
be well sustained by my investigations. 

That the volume of business in 1925 has been fairly good 
we cannot deny, but there is doubt that inventory time will 
prove the country to have been unusually or satisfactorily 
prosperous. 

Our past war condition of inflation vexes us yet, and there 
must and inevitably will be more liquidation. For the week 
ending at the time this is written Dun’s report shows 453 
commercial failures against 432 the preceding week, and 422 
the corresponding week a year ago. Within the last three 
weeks, as the result of frozen credits principally, there have 
been in the middle west nearly, if not quite, a dozen bank 
failures. This is evidence that our agricultural situation is 
not everywhere satisfactory. The steel mills, considered our 
basie industry, report increasing unfilled tonnage, and yet 
the prices of their finished products are not stable. 

The habit of buying on the installment plan at grievously 
higher than cash prices, with high interest charges following, 
has reached the danger point and should be discouraged. This 
dangerous practice has grown to an alarming extent, and 
thoughtful economists everywhere are beginning to sound a 
note of warning. It is stated that individual purchases on 
the installment plan for the last three months total about 
$3,000,000,000.° It is obvious that there can be only a dele- 
terious effect upon the orderly processes of business. 

The demon price cutter has been in constant evidence all 
the year among manufacturers and merchants, an indication 
of overproduction. Could this evil be eradicated, could the 
spirit of speculation in stocks and even real estate be curbed, 
with the present volume of business being offered, the winter 
and early spring months of 1926 would be full of promise. 


J. H. Williams, President, J. H. Williams & Co. Buifalo: 


It is difficult to sum up in a few words the high spots of 
1925 and the prospects in our industry for 1926, but briefly 
the business outlook for at least six months ahead seems just 
as promising now as it did a year ago with possibly, in the 
light of retrospect, a better chance for fulfillment. 

Although our business, like most of the metal industries, 
has had a pretty good year, we now know that the last 
presidential election led us to expect too much too quickly. 
But, conditions that looked sound then look sounder now, 
for the year has seen two occurrences of real vital importance 
that cannot be without tangible influence upon the business 
situation; namely, the concrete evidence of a return of the 
spirit of “Peace on Earth, Goodwill toward Men” as exem- 
plified in “the spirit of Locarno,” and secondly a quicker 
realization than might have been expected upon the part 
of our congress that the tax principles advocated only two 
years ago by Secretary Mellon are the only fundamentally 
and economically sound ones, which fact combined with the 
success of the government’s budget plan plainly foreshadows 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








removed in an instant. 


proof water closet made. 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 


The VOGEL is the simplest and most durable frost- 
The price is right. 


SOLD BY ALL JOBBERS 


_ JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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for every pulley 
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for 


A Real Opportunity 
a Few Good Jobbers 


Our Leather Belting is made with ideals, ambition, and knowledge 
to make a Master product that will give unexcelled service and 
impress the thought of Superior quality in the mind of the user. 


Better Leather Belt is “NOTT” made. 


A few good supply houses which are active in covering their 
territories can secure the Nott agency, and with it the assurance 
that they will be assisted by our sales, engineering and adver- 
tising departments, and protected in their respective territories. 
Don’t delay. This is a real opportunity. Your territory may 
be open. Write us. 


W. S. Nott Company 


Minneapolis, Minn. Chicago, II. 
201 No. 3rd Street 37 So. Clinton St. 


ilso Manufacturers of Pump Leathers, Hydraulic Packings and Leather Specialties 








There’s a NOTT Belt 
for every pulley 
Wetstone Brand 
Waterproof. Identical 
with Diamond Brand ex- 
cept it is made with 
waterproof cement and 
the surface is oil dressed. 
Special Planer Brand 
Constructed to meet re- 
quirements ot fast run- 
ning planing mill ma- 
chinery, All strips per- 
fectly level and manu- 
factured with extra long 
laps to give uniform pli- 

ability. 

Long Life Combination 
Tanned 
Particularly desirable for 
high speed and small size 
pulleys. Also made with 
waterproof cement to re- 
sist water, oil and steam. 
Blue Chrome Tanned 
Adapted for severe work. 
Will resist water, oil and 

steam. 
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both further tax relief in the direction most needed, and the 
consequent release of additional capital for more productive 
purposes than the purchase of tax exempt bonds. 

In addition, it seems to be a fact that tends toward con- 
tinued prosperity that almost nowhere are there overstocks 
of goods on the shelves; business has not responded, yet at 
least, to the speculative forecast of the securities markets 
and inflation seems to be quite distant. On the contrary it 
is questionable whether the supply trades have not been too 
conservative, for stock orders “ain’t what they used to be.” 
Hand to mouth buying in small lots in broken packages still 
prevails largely, with the result that where this obtains man 
ufacturers cannot produce goods quite as economically as 
they otherwise should if they are to be expected to give the 
greatest measure of price relief to the consuming 
Whether or not this condition cannot 
proved and still fall far short of even the 
inflation, is a question that may well challenge the best 
thought of the country’s merchants, for it has its 
economic relation to both primary and ultimate costs. 


public. 
be considerably im 


suggestion of 


direct 


These seem to be the high spots in the present trend and 
therefore today’s fairly satisfactory conditions should con- 
tinue and even improve for some months ahead until some 


speculative factors not now visible arise to cause a change. 


Russell A. Clapp, Jr. Vice-President and Treasurer, Connecti- 
cut Machinery & Sales Co. Inc. Norwich, Conn.: 


First, the past year with the strict competition has taught 
us the fallacy of attempting to operate two distinct and 
widely separate departments on fields of endeavor. Several 
years back during a very pronounced slump in the textile 
industry, various agricultural implements were taken on in 
a very large distribution way and considerable money and 
energy spent in the promotion of the sale of them. Large 
gross sales led us into the belief that corresponding profits 
were being made, but close investigation has disclosed the 
fact that initial profit is in no sense the true profit in this 
line of business. Instead of filling the gap during the slack 
period, it became an over emphasized department, absorbing 
attention which really should have been undivided in the 
promotion of the strictly mill supply lines. 

We found it best to swing the pendulum far in the other 
direction, and to supply power specialties and pipe and fit- 
tings in place of implements. Fortunately this decision came 
in time to maintain our volume. Power specialties are not 
as a rule quite as competitive as some other lines of smaller 
hardware, and we are finding it more profitable as time goes 
on to put particular emphasis in this relatively new field. 
Results are gratifying, and we believe we can recognize the 
lesson that a mill supply house should operate within the 
confines of its classifications and closely associated lines. 

The results we have obtained in the power lines during 
1925 showed an exceptional growth in these 
which has offset the inactivities in hardware items. 

The year 1926, we believe, will see firm prices, 
competition in a market that must of 
greater amount of purchases than in 

Specialization in the mechanical lines, 
in this 


the 


specialties, 


intensive 
necessity call for a 
1925. 

with the best stock 
section and salesmen qualified to talk mechanics, is 
foundation on which we build the year 
Cotton is lower, stock rooms are depleted, 
new business is being booked, the mill executives and buyers 
“feel feel the 


same feel 


expect to best 


e have ever had. 


better” so we cannot see should not 


that is 


why we 
way. 
about it. 


Competitive optimism the way we 


Thomas F. Hynes, President, The Miami Supply 


Company, 
Miami, Fla.: 


In South Florida and on the Florida East Coast, as well as 
generally throughout the central and 
State, several hundreds of millions in eash 
vested in land, buildings and merchandise. 

In connection with the land and building investments, per- 
haps sixty to seventy-five per cent is in the form of bonds 
and mortgages. These obligations have been met promptly 
thus far. This condition may not continue on remote prop- 
erty where extreme prices have been paid and foreclosures 


] 


part of the 
have 


western 


been in- 


ees creamer 
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and forfeitures may result. In the City of Miami hundreds 
of apartment houses and scores of fine hotels have been 
erected. Existing embargoes make completion very difficult. 
All of those structures that are finished are immediately oc- 
cupied, and notwithstanding the fact that thousands of 
homes have been erected, everything fit for occupancy has 
been filled. 

It is my personal opinion that it will be many months be- 
fore there is any reaction. The demands in the supply busi- 
ness are such that it has been impossible, notwithstanding 
railroad extension and wonderful increase in harbor facilities, 
to provide a means of supplying requirements. 

The returns from merchandise sold are prompt and all the 
supply houses are exercising’ 
credits. 
class of 


extreme caution in extending 
The extreme demand enables us to select the best 


trade and to require cash where doubt exists. 


Many large banking and trust institutions and conservative 
insurance companies do not hesitate to here in 
large sums and the bank expansion has passed all anticipa- 
tion. Several institutions have branches in 
Miami, and one Indianapolis, Indiana, institution is just com- 
pleting a seventeen story bank building. 


loan money 


large banking 


The propaganda throughout the country relative to condi- 
tions here, in the apparent effort to divert investments, is 
having a contrary effect, and the statements made, in vari- 
ous Ways intended to operate to the detriment of Florida ex- 
pansion, are very much overdrawn. 


John W. Kirby, 
Gaastonia, N, C.: 


President, The Gastonia Mill Supply 


We are glad to state our belief that the coming year will 
be a good one in the textile field. The hydro-electric power 
situation, which has caused our mills to curtail operations 
during the last three months, has improved and by the first 
of the year we will no doubt see full time operation. Prices 
seems to be fairly firm, and we see no reason why conditions 
should not be very good for the new year. 


William H. Glatt, Sales Manager, Victor Balata 
Belting Co., New York: 


& Textile 


Regarding business conditions for the year 1925 will say 
that our company has enjoyed a very nice business with a 
decided increase in volume over that of 1924. The months of 
October and November showed a little falling off in general 
business conditions, but December, although usually a rather 
quiet month on account of approaching inventories, 
showed a marked improvement. 


has 


I find on a trip which I am now making to the Pacific 
Coast, having left New York the first of November, that 
business in general, and particularly in the middle west and 
on the Pacific Coast is very good with a very optimistic 
outlook for the year 1926. 

Sound 


Kk. I. Garrett, President, Puget 


Seattle, Wash.: 


Machinery Depot, 


In the 
1e production of lumber for its prosperity, conditions have 
not been as profitable during 1925 as they might easily have 
Owing to an over production of 
the largest demand that 
had, prices have been, by and 
lumber 


Pacific Northwest, which is largely dependent upon 
tl 
been. lumber, in spite of 
our lumber mills have ever 

large, unprofitable for the 
manufacturers. There has been little new construc- 
tion and competition has been very keen. 


m 


This 


about 


district has been much more prosperous under the 
circumstances than conditions in tl 
seem to warrant. 


1e lumber industry would 
Labor has been steadily employed at very 
good wages and building construction, as in the rest of the 
United States, has continued at a high rate. 

We have been importing some of our steel requirements 
from European manufacturers at a considerable saving. 

It does not look at the present time as though the lumber 
business, on which the local mill supply and machinery houses 
depend for most of their sales, will be any better in 1926 
although we are hoping for the best. 
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Here’s a pair 
to draw to— 


A Cheney Machinist’s Ball Pein 
Hammer and a Prentiss Vise. 
Both are made for work and each 
—by years of hard service—has 
won the preferences of men who 
know tools. 


The self-adjusting jaw of the 
vise automatically conforms to 
the shape of the work and the 
swivel bottom — adjustable to 
any angle, right or left — in- 
creases its convenience many 


fold. 


The balanced head of the ham- 
mers, the famous Cheney 
Wedge that keeps the heads al- 
ways tight and the unqualified 
guarantee behind every Cheney 
Hammer have made them favor- 
ites in every shop. 


They’re a pair to draw to—and 
to work with. 













Here is some of the help 
we give you when you 
sell the Royersford Line 


Royersford advertising reaches 300,- 
000 executives. To these we tell the 
story of Royersford products. We 
speak of their advantages and in 
many cases, such as Sells Roller Bear- 
ings, We mention an impressive list 
of users which include such concerns 
as Dodge Brothers, Aunt Jemima 
Mills Company, American Agricul- 
tural Chemical Company, Gillette 
Safety Razor Company, French, 
Shriner & Urner, and United Shoe 


Machinery Company. 


—However, these are but a few of 
the users of Sells Roller Bearings. 
We follow this advertising by a con- 
tinuous direct by mail campaign. 


If you will like to take on the Roy- 
ersford Line and we are not repre- 
sented in your territory, we'll be 
glad to talk with you. 


Martin G. Snerzel, Vice-President 
and Manager, ts the man who should 
receive your letter. 





For dealers nearest you see’ 
MacRae’s Blue Book 


Royersford Foundry & Machine Co. 
43 North 5th St., Philadelphia, Pa. 


The ROYERSFORD LINE 
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| Outlook Is Favorable, But Caution Is Needed 


A Prosperous Year in Sight, Providing We Guard Against Reckless 
Optimism and If We Place Our Financial Controls on an Even Keel 





i HERBERT HOOVER 


Secretary of Commerce 
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Any business forecast must be simply an appraisal of the 
forces in motion at home and abroad, for and against prog- 
ress. All signs indicate that if we will temper our optimism 
with a sprinkling of caution we shall continue our high level 
of prosperity over 1926. 

The United States has produced and consumed more goods 
in 1925 in proportion to population than ever before in its 
history. Our standard of living has therefore been the high- 
est in our history and is of course the highest in the world 
This improvement, however, has been greater in the urban 
centers than in agricultural communities. 





The dominant favorable factor in our outlook is our in- 
creased productivity, due to fundamental and continuing 
forces—such as the cumulation of education, the advancement 


of science, skill, and elimination of waste. Other favorable 
indications on the immediate horizon are that the stocks of 
commodities are moderate; there is employment for practi- 
cally everyone; real wages are at a high level; savings are 
the largest in history and capital is therefore abundant; an 
the whole machinery of production and distribution is operat- 
ing at a higher degree of efficiency than ever before. While 
wholesale prices for the year as a whole have averaged about 
six per cent higher than for the previous year, it is largely 
due to needed advance in prices of agricultural products. 

There are some phases of the situation which require cau- 
tion. Continuation of real estate and stock speculation and 
its possible extension into commodities with inevitable infla- 
tion; the over-extension of installment buying; the extortion 
by foreign government-fostered monopolies dominating our 
raw material imports; the continued economic instability of 
certain foreign countries; the lag in recovery of certain 
major agricultural products; the instability of the coal in- 
dustry; the uncertainties of some important labor relation- 
ships—all these are matters of concern. But, as said above, 
with caution we should continue a prosperous year over 1926. 

Agriculture, while it is better than it was two years ago, 
still leaves the farmers with much accumulated debt, and 
generally has not gained a stability that makes for content- 
ment because its basic economic problem of market is un- 
solved. Also it suffers from continued distortion in price 
relationship of the middle west to the competing foreign 
countries because our transportation costs to sea board have 
had to be increased more than those of its foreign competi- 
tors. The projected enlarged program of improvement in 
waterways is of great importance in this matter. 

The construction industries have played a very large part 
in the high business activity of the past three years. The 
volume of construction has been unprecedented during the 
past year with consequent great activity in the construction 
material industries, iron, steel, lumber, cement, etc. Contrary 
to normal expectations this increased demand has not in- 
creased prices, for there has been a slight reduction in build- 
ing costs due in a large measure to the gradual lengthening 
of the building season. The increasing federal, state, and 
municipal public works programs for next year, together with 
the promise of large electrical and railway extension and im- 
provement, indicate a continuing demand for heavy construc- 
tion. While it might be thought that the war deficiency in 
housing has been overcome, yet the high real wage in indus- 
try creates a demand for better housing and this condition, 
combined with the migration to suburbs due to the motor, 
promises to continue as long as employment remains general. 
We could hardly expect so exceptional a construction activity 
to repeat itself, but there will 
event. 

The textile and 


be a large volume in any 


shoe industries as a whole are running at 


high levels of production, although the tendency in some 
branches of these industries to develop more rapidly in the 
south and west is affecting New England pending readjust- 
ment of her economic relationships. The automobile and 
tire industries will record an unprecedented output. The coal 
industries show increased production despite the anthracite 
strike, and the production of all other minerals has increased. 

In transportation, our railways are giving the best service 
in our history, and are recovering in average earnings to near 
the Interstate Commerce Commission standard of earnings of 
five and three-fourths per cent. There is some improvement 
from the acute depression in the shipping world; and progress 
has been made in plans for internal waterway improvement. 
The electrification of the country has made further great 
strides during the year toward central generation and inter- 
connection. There has been some pyramiding of power hold- 
ing companies, much criticized within the electrical industry 
itself, but the solid progress of the industry is marked by 
the extension of use of electricity with all its economies in 
production of goods and saving of labor. Furthermore, taking 
the country as a whole, there has been a reduction in rates 
for power and light, indicating that the public is securing 
benefits from the economies introduced in production of elec- 
tricity. 

Our foreign trade in 1925 has been exceptionally satisfac- 
tory. Both exports and imports have risen materially, the 
former reflecting an increase in agricultural exports and the 
latter reflecting the large demand for foreign raw materials 
and tropical foodstuffs. Exports will total around $4,900,000,- 
000 or about seven per cent more than in 1924. Imports 
will amount to about $4,200,000,000 or approximately 17 per 
cent more than in 1924. Roughly, one-half of this increase 
in both exports and imports is attributable to greater quan- 
tities exported, and the remainder to advance in prices. The 
major explanation of our favorable trade balance is, of course, 
to be found in the continued heavy investment of American 
capital abroad; in essence we are lending foreigners the 
where-with-all to buy goods from us, or are sending goods 
to convey our investments abroad. It is probable that the 
final figures will show that this country has added to its 
foreign investments during the year by more than a billion 
dollars. ; 7 3 

In finance, the year has been characterized by increase: 
savings, comparatively easy money conditions, the issuance 
of a large volume of both domestic and foreign securities, and 
by an extraordinary rise in the prices of stocks accompanied 
by marked speculation on the New York Stock Exchange 
This fever of speculation is also widespread in real estate anid 
unless our financial policies are guided with courage and wis- 
dom, this speculation may yet reflect into the commodity mar 
kets, thereby reversing the cautious buying policies of recent 
years. Psychology plays a large part in business movements 
and over-optimism can only land us on the shores of over- 
depression. Not since 1920 have we required a better in- 
formed or more capable administration of credit facilities 
than now if we are to continue an uninterrupted high plane 
of prosperity. In any event there should be no abatement of 
caution in the placing of forward orders, particularly in view 
of the great increase in sales of a great variety of merchan 
dise on the installment basis. 

On the whole, both our own country and the rest of the 
world face a more favorable outlook at this turn of the vear 
than for a long time past. We, ourselves, however, need to 
be on our guard against reckless optimism. What we need is 
an even keel in our financial controls, and our growing na 
tional efficiency will continue us in increasing prosperity. 
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Are You Satisfied ? 


Satisfaction is the keynote of success in business—satisfaction 
which comes from handling the best and most reliable of mer- 
chandise—satisfaction which comes from manufacturing a relia- 
ble product. The keenest satisfaction, however, comes from striv- / 
ing to improve a product already a leader to a still higher degree Give 
of efficiency. 
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LACE TO STAND 
_ MOVE THE WORLD 





This is the Policy 


back of the Atlas Car Mover. 
Frequent tests are made to as- 


that under the heaviest operat- 1 
ing conditions the strain on this Interchangeability 

has been adhered to, thus 
avoiding all confusion and dis- 
sure the highest quality is main- satisfaction when ordering. 


tained, that the physical prop- 





o/ 
‘ . \ . , i 
erties are such as to raise the ot Phe New Improved Knee 
yielding point to the greatest part becomes one of compres- 
degree obtainable. Not satis- sion instead of a —— C 
fied with this a strain—giving a better Lele The Old Style Knee 
more equal distribution. The a 
New Model power and length of stroke are This is the arch lever which 


is offered, in which the design also slightly increased by this has been replaced by the new 


of the arch lever is so changed improvement. improved design. 





Appleton Car Mover Co. 


Appleton, Wisconsin 














Red Face Tells You 
of Better Pulleys 


There are pulleys—and Pyott Red Face Pulleys. The first may 
give satisfactory service—the second positively will do all that 
a perfect pulley should. For over a quarter of a century we 
have been building such quality, accuracy, and strength into 


PYOTT RED FACE PULLEY 


ee , — ‘ 

PYOTT that our claims of better service are accepted facts by 
power engineers everywhere. 

Pulleys 


Gears 


Sprockets 





Pyott Red Face Pulleys are cast iron, in every size from 
three inches to ten feet. Our vast stock of patterns * 
enables us to make any pulleys you need in shortest rata 
Sheaves time at lowest costs, consistent with Pyott quality. REDFACE 
Flywheels | o 

Pato Be sure your order reads, “Pyott Red Face Pulleys”. PULLEYS 


Our book No. 4 on power engineering is free to execu- 
tives. Ask for it. 


PYOTT FOUNDRY CO. 


334 N. Sangamon St. Chicago. Hl. 
D o) 
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Real Sales Results Through Demonstrations 


Salt Lake City Mill Supply House Invited Manual Training Teachers 
to View Latest Machinery and Tools, and Profitable Orders Followed 


More and more manual training is being taught in 
high schools, junior high schools and secondary schools. 
Besides being good prospects for up-to-date shop tools 
and equipment, these schools are exceptionally effective 
advertising mediums. The kind of too's used in a ¢car- 
high school will likely be the kind chosen 
by the young mechanic when he starts for himself. So, 
if you want to sell shop tools and do advertising at the 


penter shop in 


same time, sell to the schools. 
Here is Johnny, Jr., son of a cabinet and fixture 
maker. On Saturday afternoons Johnny is found in his 


father’s shop trving out the tools and offering criticisms. 
Wieicage 


“Gee whiz,” he 


says, as he tackles the job of putting in 
driver, “‘Y’ 
a job in school. 


a few screws with an old time ratchet 


ought t’ see how we do this 


screw 
kind of 





Teachers at Mine & Smelter Co. Exhibit 


*Lectric machine like a big pistol, you just pull the trig- 
ger and zippie—the screw’s in all nice and tight. 
dad, why don’t vou get up to date? You oughta come 
down and see our mechanic arts department.” 

It won’t be many years till Johnny has a shop and 
tools of his own, and I’m here to tell you on Johnny’s 
own testimony that he’ll have up-to-date tools like they 
have in the Zenith High School. 

It was with consideration for eventual business from 
the younger generation, that A. O. Gates, manager of 
the machinery department of the Mine & Smelter Supply 
Company branch at Salt Lake City, planned a demon- 
stration for the manual training teachers of the state 
on the of the annual convention of the Utah 
Educational Association held in Salt Lake City during 
the latter part of October. 

Two weeks before the date of the convention, a list of 
the names of the manual training instructors was ob- 
tained from the board of education. A circular letter 
was sent to each, inviting him, while in the city, to at- 
tend a demonstration of the latest tools and equipment, 
which, it was promised, would be of interest to instruc- 
tors of mechanic arts. 


Say, 


occasion 


The result was that 45 manual training teachers, rep- 
resenting 45 schools in all parts of the state, came to 
the demonstration which was held in the basement of 
the Mine & Smelter Supply Company. More than three 
hours were spent in inspecting and trying out electric 
screw drivers, drills, grinders and portable wood work- 


ing machines of the latest types. Mr. Gates, assisted by 
J. A. Latner, Walter Gavin and other salesmen of the 
Mine & Smelter Supply Company, conducted the demon- 
stration, answered questions and distributed folders and 
printed matter pertaining to the tools. 

Of course, the manual training instructor himself 
usually has not the authority to buy, but he often has 
the prerogative of specifying the make of tool his de- 
partment wants. He also sends in requisitions for his 
department to the school board and urges them to put 
them through. 

The demonstration naturalls 
sult in sales on the spot, but inside a month it had re- 
sulted in about $5,000 worth of these tools 
besides many inquiries for other materials. 


was not expected to re- 
business in 


The convention of the educational association is only 
one of numerous conventions held in the state during 
the fall and winter. Many of the delegates to these con- 
ventions are prospective customers who might be invited 
to a demonstration, which would result in a benefit to 
them and to the firm. “Our experience has been that it 
pays to demonstrate and get acquainted with prospective 
customers even if there is no prospect of an immediate 
sale,” says Mr. Gates. 

Here is a copy of the letter of invitation sent out by 
the Mine and Smelter Supply Company, addressed to the 
supervisors of mechanic arts, and signed by A. O. Gates, 
manager of the machinery department: 

“On October 22, 23 and 24, the Utah Educational As- 
sociation meets in Salt Lake City and we are advised that 
the Mechanic Arts Section will hold a session on Friday 
afternoon, October 23rd. 

“We will have on exhibition and demonstration at that 
time the Wallace portable woodworking machines shown 
in the attached circular, together with other tools and 
equipment which will be of interest to instructors of 
mechanics arts. We will devote a special part of our 
store building for this purpose unless a special place 
nearer to your sessions will be found more convenient. 

“These machines will be arranged as far as possible 
so that you may do your own demonstrating. In other 
words, there will be a good opportunity for you to satisfy 
yourselves as to the value of the Wallace and other ma- 
chines for your school work, and possibly you will have 
an opportunity to work out some special problems. We 
will arrange for special demonstrations out of business 
hours if requested.” 


o—¢ 


Plans for Consolidation 

Orgill Brothers & Co., Memphis, Tenn., hardware and 
mill supply jobbers, which last summer purchased the 
Addkison & Bauer Company, of Jackson, Miss., plans to 
consolidate the latter organization with that of the T. 
McCleland Hardware Co., of Jackson, and operate the 
business as the Jackson branch of the parent company. 
The McCleland company was acquired by Orgill Brothers 
& Co. approximately three years ago. The business under 
the consolidation will be continued along the same gen- 
eral lines as heretofore, with very little change in policy 
or personnel. The consolidated business will be under 
the management of J. H. Witt, who has been manager of 
the T. McCleland Hardware Company. 
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@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? = 
@ Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

{1 OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from stock! 


| Mv P re ‘N 7 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
Offices 
PHILADELPHIA NEW YORK PITTSBURGH 


Bearings, Bearing Supports, 
Steel Rim Pulleys, Gearing, Sprock 
Sheaves, Rope Drives, Belt Tighteners, etc. 


; i AR i ( 


CHICAGO 

Shafting, Couplings 

Friction Clutches 
ets, Chain, 


Collars, Hangers, 
Iron Pulleys, 


Rope 











LMR AML 
Get the Right Start—Equip with 7MfFEDARTF- 
ee 

















ALLEN’ 


the 30% stronger hollow screw 








30% extra strength over broached hollow screws— i} 
the only other kind made. Cold-drawn by a pat- | 
ented process which increases the density of the 

steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%” diameter; any length, point or thread. Also Socket 


Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
prices, will make ttself useful to every mill sup- 
tly dealer who sends for tt. 


The Allen Mfg. Co. 


Hartford, Conn. | 


| 
| 
wy | 


=|) | =». 143 Sheldon St. 
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BELT DRESSINGS 


leather helt 
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SOLID BELT DRESSING 
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achinery. It mav be sately 
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tear away a small portion of 
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the paper 
the pulley 
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PASTE DRESSING 


on Belt 
fibre and restores the vitality 
spattering 


Dressing is for leather belting only. 


It is especially 
water, dust 


Its exposed to steam, 


manila transmission rope 


Write for dealer prices, 71-0. 





COMPANY 


Jersey City, N. J. 


Iestablished 1827 











When writing to Advertisers please 


mention Mitt Supp ies. 
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BANISTER & POLLARD MOVE 


Newark Company Will Occupy Larger Quarters and Will Become 
Strictly a Mill and Contractor Supply House 

Banister & Pollard Co., Newark, N. J., is moving from 
its old location, 206-208 Market street, into new and 
larger quarters at 416-420 Washington street. The com- 
pany is also changing its general business, and plans 
to build up a strictly mill, factory and contractor supply 
house. Frederick H. A. Oppel, manager, made the fol- 





lowing statement to MILL SUPPLIES relative to the 
change: 
“In moving overstock and discontinued lines, we 


naturally had to make a big reduction and disregarded 
costs. In fact, in most instances, we had to take a loss 
on the sale. We sold in bulk so that there was but one 
handling. At the new address we will have more com- 
modious quarters. The building has a frontage of 55 
feet, and a depth of 160 feet. It contains three floors, 
with ample room to build an annex 32 feet wide and 160 
feet long. The location is central and in a district where 
traffic conditions will not hinder us for a considerable 
time to come. We hoped that we might be fully moved 
and settled before Christmas, but we do not now expect 
to be entirely moved much before the first week of the 


vear. —- 


HAS TAKEN OVER OLD LINE 
Valves Formerly Made by MeNab & Harlin Mfg. 
Co. to Be Manufactured at Mount Morris 

The Mount Morris Valve Corporation, Mount Morris, 
N. Y., has purchased the patterns, trade-mark rights 
and all items of good will applying to the standard lines 
of the McNab & Harlin Mfg. Co., formerly of Paterson, 
N. J., and will continue to manufacture the principal 
brass valve lines of that company. In addition, it has 
purchased the better portion of the foundry and machine 
shop equipment formerly used by the old company, and 
has supplemented this by the purchase of new machinery. 

The company has erected a modern type fireproof 
foundry and shops buildings on a large tract of land 
located on the main line of the Lackawanna railroad. 
The Erie and Pennsylvania railroads also run through 
Mount Morris, and thus the company will have unusually 
fine shipping facilities. 

D. L. Bellinger, president of the corporation, states 
that there is in immediate prospect at Mount Morris 
a large hydroelectric development at the lower end of 
the river gorge about a mile away, and his 
company expects to be in position to take advantage 
of the resulting lower power rates to use electric fur- 
naces for producing brass and bronze castings. 

—S<e 
NEW OIL WELL SUPPLY HOUSE 
M. Woods Company, of Los Angeles, Has Been Acquired 
by Newly Organized Corporation 

The United Oil Well Supply Company of California, 
Los Angeles, has succeeded to the business of the Chas. 
M. Woods Company, dealer in oil well supplies, the 
change having become effective December 1, 1925. The 
new owner incorporated on October 16th with $1,000,000 
capital stock, with principal offices at 908 A. G. Bartlett 
building, 215 West 7th street, Los Angeles. Stocks will 
be carried at Los Angeles, Long Beach, Thenard and 
Athens. 

The officers of the newly organized company are: 
President, J. P. Cooney; vice-president and treasurer, 
J. A. Smith; secretary, W. W. Hyams; assistant secre- 
tary, H. C. Horsnell. Gene Brooks will be city salesman 
and C. Parcher purchasing agent. The Long Beach store 
will be under the management of E. S. Brooks, and the 
Athens store under the management of Charles Toll, Jr. 


Principal Brass 


Genesee 


Chas. 
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The stocks carried by the company at present include 
the Union Tool products, MacWhyte wire rope, D. & B. 
Pump & Supply Co., South Chester casing, Baker Casing 
Shoe products, Walsh & Weidner boilers, Walworth fit- 
tings, in addition to a general line of oil country mer- 
chandise, and a sizeable stock of used or second hand 
oil well casing, boilers and drilling tools, and the more 
commonly used fishing tools. 

ee 

NEW LOS ANGELES COMPANY 
Bucklein Engineering and Supply Company Has Opened for Busi- 
ness in Building at 228 South San Pedro Street 

Bucklein Engineering & Supply Company has been 
organized in Los Angeles by Frank P. Bucklein, and 
has opened for business at 228 South San Pedro street. 
Mr. Bucklein is sole owner. He was formerly western 
representative for the Gandy Belting Company, of Balti- 
more, covering all territory west of Salt Lake City, from 
Canada to. Mexico. He made the following statement to 
MILL SUPPLIES regarding his new venture: 

“We have acquired a long term lease on a new corner 
building at San Pedro and Azusa streets, centrally lo- 
cated in the jobbing district of Los Angeles, and with 
large display windows facing both streets. We will 
specialize in power plant supplies and material handling 
equipment and are carrying in stock a line of steam spe- 
cialties, refractory materials and material handling 
equipment. We are putting on four salesmen, who will 
cover all territory south of and including San Luis 
Obispo, Kern and San Bernardino counties. It is our 
intention to later put on a man to call on the mining 
districts of Arizona. We are planning to incorporate 
and to increase our capital in the near future.” 

o-oo 
NEW MOBILE SUPPLY HOUSE 
Paterson-MeCoy Hardware & Supply Co. Has Been Organized and 
Has Acquired Cunningham Hardware Co. 

Paterson-McCoy Hardware & Supply Co. has been 
organized at Mobile, Ala., and will distribute hardware, 
mill and marine supplies in Alabama, Mississippi, Florida 
and the southern portion of Georgia. W.B. McCoy, who 
has been in the mill supply field in that territory for the 
past 20 years, is president and treasurer of the new com- 
pany. The other officers are: Vice-President, W. B. 
Paterson, Jr.; secretary, Anson Arnold. The directors 
are: W. B. Paterson, W. B. McCoy and W. B. Paterson. 
Jr. The company has acquired the Cunningham Hard- 
ware Company. 

W. B. Paterson, one of the directors, is a widely known 
saw mill operator in Mississippi and Alabama. He is 
president of the Robinson Land & Lumber Co., of Chicora, 
Miss., the Bothwell Lumber Co., of Bothwell, Miss., and 
the W. B. Paterson Lumber Co., exporter, of Mobile. He 
also has interests in numerous other southern industries. 

In a statement relative to the new organization, Mr. 
McCoy said: “It is the aim of the company to carry a 
complete stock of hardware, mill and marine supplies. 
and we will cover the territory thoroughly and regularly 
with an experienced corps of road salesmen.” 





—_—_—_e— =e — 
Big Change at Little Rock 

Thos. Cox & Sons Machinery Co., Little Rock, Ark., has 
disposed of its entire assets to the Central Supply Com- 
pany, of that city, effective December 1. Practically the 
entire Cox organization will be taken over by the Central 
Supply Company. Hollis & Company, of Little Rock, 
purchased part of the merchandise stocks, the balance 
going to the Central Supply Company. The change was 
a surprise to the mill supply field as the Cox company has 
recently received from the compilers a new catalogue. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 
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Dumore products are ‘‘want- 
ed”? products because they 
have established a reputation 
for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. 

If you’re curious, just drop us 
a line and we'll tell you the 
whole story. 
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Wisconsin Electric Co. 
46-16th Street, Racine, Wis. Type-D Lathe 
Operates on A.C. or D.C, 
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New Products 








Peerless Machine Co., Racine, Wis., has placed on the 
market a new dry cut power metal sawing machine of 
11% by 4'%-inch capacity, designed primarily for main- 
tenance and general purpose work where a_ larger 
capacity or heavier saw would be unnecessary. Among the 





features claimed for this new machine are positive lift on 
the non-cutting stroke, conveniently adjustable feed pres- 
sure and provision for automatic stop at the completion of 
the cut. The frame remains in any position in 
which it is placed while setting the stock. Saw blades 
10 inches long are used, and a 14-horsepower 1,750 revo- 
lutions per minute motor furnishes the driving power. 
The machine may be operated at 100 strokes per minute 


saw 


when cutting low-carbon stock. The machine is 20 
inches high, and the floor space occupied is 16 by 30 
inches. The net weight is 165 pounds. 

Gustave Lidseen, 230 South Central 
avenue, Chicago, manufacturer of oil 
cans, dies, tools and other products, has 

> 5 announced a new handle on its one quart 
: 3 pump oilers. This new handle is said 
33 to have great advantages over the old 
"| s type. It has a special bend in it for the 
forefinger, which brings the thumb 
patenrs|f Creer «© Closer to the operating lever, giving 
ie a he e greater control over the oiler. With the 





old style handle, it was difficult to reach 
the operating lever with the thumb, par- 
ticularly for operators with small hands. 
This has been done away with in the 
new style, and the oiler may be held very 
and accurately. The new type handle is to be 
used on the company’s pump oilers Nos. 600, 601, 602, 
700, 701 and 702. 





steady 


Lovejoy Tool Works, 319 West Ohio street, Chicago, 
manufacturer of railroad and boiler-mak- 
ers tools, has placed on the market a new 
Mack rivet set clip, which was developed 
in connection with the company’s two-piece 
rivet set. It is claimed that on recent tests 
made under strenuous conditions, this new 
clip lasted for an average of approximately 11,000 rivets, 
which is said to be several times the life of the ordinary 
clip. 
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its products. The new wrenches will be made in three 
styles, the offset, the “‘T’’ handle and the brace types. 
They are of one-piece design, the sockets and shank being 
forged from one piece. A particularly interesting feature 
of the brace type wrenches is the use of a ball bearing 
handle. 


M. B. Skinner Co., Chicago, has placed on the market a 
new combined reseating tool, designed for all globe and 
angle valves, flat or taper seat, 14-inch to three inches, 
and all small reseating, flat, taper or oval seat, from 13- 


8 





inch to one-inch. 
of the company’s 


The new tool contains all the parts 
14-inch to three-inch valve reseating 
tool and also its utility reseater, packed in one box. The 
new tool is equipped with screw feed throughout. Op- 
erating spindles carry six adjustments for high and low 
valves and fixtures, and a three-inch extension is included 
for abnormally deep bathroom faucets and other unusual 
fixtures. The set, including the case, which is of Duco 
finished hardwood, weighs 14 pounds. 


The Pittsburgh Instrument & Machine Co., 1026 
Reedsdale street, N. S., Pittsburgh, has placed on the 
market a line of vise jaws with removable fibre facing, 














designed to be placed over the jaws of the ordinary types 
of vises for the purpose of protecting soft or finished 
work. The fibre is carried in a steel holder formed 
from 1/32-inch stock. 


The Goulds Manufacturing Company, Seneca Falls, 
N. Y., manufacturer of pumps, has recently placed upon 
the market a new type of cellar drainer, which consists 
of a Goulds No. 0 horizontal centrifugal pump direct 
connected to an electric motor, and equipped with a 
special priming chamber which makes the outfit self- 
priming. This new pumping unit is entirely automatic 
in operation and arranged for pumping out sumps not 
more than 3'% feet deep, measured from the base of 
the pump. When the sump is full, the float rises and 
actuates the switch, which in turn starts the motor. 
When the sump is drained, the float falls and the motor 
is stopped. Electric current is used only when the pump 
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Why not sell the best! 


HE New Badger represents the best 
I and latest developments in car movers. 
Its patented features have made it the 
most used mover on the market. 
workmanship and 1 


selected 
quality materials have kept it in that position. 


widely 
Careful painstaking 


The castings are of certified malleable, 


Rock Maple, 


treated steel. 


handle of selected Wisconsin 





Slip-proof spurs of specially 


onths service. Sold on 


money in advance. 


Warranted for six m 
30 days trial, no 


Our selling plan will interest vou. Write for it, 


THE ADVANCE CAR MOVER CO. 


Appleton, Wis. 
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to apply and _ that 
lengthening or “stays put.” 
shortening belt Ex ae ia 
by removing ten- oc ae 
sion and push- shown that the sec- 
ing out section- tional steel rocker 


hinge pin is indestruc- 
tible in service. 
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steel, the belt en increasing sales. Sa 
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pull. The Strongest 
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Flexible Steel Lacing Co. 

£04 a St., Chicago, Ill. 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 


Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 
Split Pulleys. 


The Mocre & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 















The » AI EX Sell Cleaning Rocking Grale 


(Kurnirhed with or without front) 
how rants in iho hor Boilenz Kilns, Still, Furnaces, efé, 
Throughout the World:~Frinted matfer yourr for arking. 
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shaft by a flexible coupling. 
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is running. The pump shaft is connected to the motor 


A double pole type switch 





mounted on a bracket on the suction pipe is used, all 
working parts being completely enclosed. A copper float 
and a brass rod actuate the automatic switch. 


Klingerit, Inc., 16 Hudson street, New York, recently 
placed on the market a new piston valve. Some of the 
features claimed for this new valve are ease of opening 
and closing, no regrinding necessary, no stuffing box, and 
can be tightened during operation. The valve is con- 
structed of bronze, steel and iron and in sizes from 
14-inch to four inches. All valves over two inches have 
rising stems. The company has also placed on the 
market a new high pressure valve disc for all types of 
disc valves, designed especially for high pressure, super- 
heated and saturated steam, hot oil and extremely hot 
water and chemicals. These discs are made in sizes from 
14-inch to 10 inches. 


The Upson-Walton Co., Cleveland, Ohio, announces that 


it is now placing on the market a new line of 


safety 
blocks, which the company has been per- 
fecting for many months. One of the 
features of the line is an elastic finish, 


which is said to have lasting qualities and 


furthermore to be a wood preservative, 
which means an increase in the life of the 
block shell. 
as a mark of identification for the line, as 


it is distinctive. 


In addition the new finish acts 


The color design in green 
is carried out in the complete line, includ- 
ing wood snatch blocks. block 


northern ash and 


The wood 
shells are made of No. 1 
all run full size. 





Davis Engineering Corporation, 90 West street, New 
York City, has placed on the market a new steam trap 
with but one moving part. This new trap was designed 
two years ago, and it is said that since that time it has 
been given laboratory and actual tests in plants before 
releasing it for the general industrial trade. The valve 
of the new trap works on the principle of a sphere, with 
a recess in it, rotating over the valve seat, and thus open- 
ing and closing the port. It is claimed that the sphere, 
wearing on the cylinder edge of the port, continues to 
make a perfect seat, and that long leverage and a large 
unbalanced float give the valve a powerful closing action 
and keep it from becoming sluggish. It is also said that 
the conical recess acts as a “gouger” to scoop out any 
foreign substance that might lodge in the valve seat. 
The float is of heavy spun copper, and designed to keep 


it from touching any part of the trap shell. The valve 
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itself is made of aluminum bronze and the ball is bronze. 
The body and the gasketed cover are of cast iron. Traps 
are designed for all pressures, with 30, 125 and 250 
pounds as stock sizes. 


The Chicago Pipethread Machine Company, 1615 Ra- 
cine street, Racine, Wis., a recently incorporated com- 
pany, has placed on the market a new 14 to 2-inch power 
pipe threading machine for production and portable use. 
The machine can also thread bolts % to 1% inches and 
drive hand stocks, with the addition of a universal drive 
shaft, up to and including 12-inch pipe. It is motor 
driven. Three speeds are obtained through sliding gears 
and lever control. A clutch for starting and stopping is 
located on the spindle. The die thread is said to embody 
novel features. The die slots can be replaced readily. 
The machine has a quick opening device and in the handle 
is a micrometer adjustment. The reaming tool is mounted 
on the cut off block and is actuated by turning the handle 
towards the center of the machine. On each end of the 
spindle are mounted chucks, the front chuck being 
equipped with pipe holding jaws, the rear one being only 





a centering device for holding long lengths of pipe. The 
machine is equipped with a centrifugal oil pump, a pedes- 
tal base and a tool and wrench cabinet. The company 
was incorporated by Charles Rasmussen and R. T. Ingalls. 
owners of the Wisconsin Machinery Company, of Racine; 
and L. H. Taylor, formerly with the Williams Tool Cor- 
poration, Erie, Pa. 


The Poole Engineering and Machine Company, Balti- 
more, has placed on the market a new patented flexible 
coupling. It is an all metal gear type, lubricated and 
self aligning without binding action at any point. It 
has no springs, bushings, pins or laminations. The 
coupling consists of six parts, two hubs having an ex- 





ternal gear on each, meshing with internal gears in 
two sleeves which are bolted together, and two aligning 
rings which are fitted in the two sleeves. The outer 
faces of the teeth on the hubs are formed spherically, 
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ATLANTIC Bar Belt Dressing 


- a 20 Years on the market without a Complaint 


Remember, “‘it’s the squeaky wheel that gets the grease." The Belt, 
the silent worker, seldom complains when neglected or overworked. 
Its life is a short one under these conditions as it soon rots and cracks. 
ATLANTIC BELT DRESSING will prevent this. Always made of 


high grade materials. Price reasonable. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 














ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 








THOMPSON'S 
HACK SAW BLADES 


@ MiLFoRD 





VPV PP vPry 


MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 


C er Coils 
For Heating, Cooling, Boiling and Special Purposes C8. 2. ee 
i ‘4 1 special THE WAVY SET BL ADE 
\in, tinned, or silver plated MIL FLEX Brand—The Wavy set blade Soft-back 


tsk for General Circular and Prices on your needs. tungsten steel practically unbreakable, for cutting 
pipe, BX, Sheets, Conduit, etc. 


\ 


ARTHUR HARRIS & CO. 


Established 1884 
210-218 N. Curtis St., Chicago, Ill. 


Enzineers, Coppersmiths, Brass Founders and Brass Workers 





THOMPSON'S Flexible Back Band Saws for cut- 
ting Metals. 


The above constitutes a fine line on which energetic distribu- 
tors are making handsome profits. Write for our dealer propo- 
sition, 


— Manufactured by — 
The H. G. Thompson & Son Company 


ESTABLISHED 1876 
New Haven, Conn. 
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which is said to provide a true self aligning bearing 
for the connecting sleeve, so that if the two shafts are 
out of alignment, the sleeve assumes a neutral posi- 
tion with a perfectly formed and lubricated bearing on 
the spherical surface of each shaft hub. 

provided in one side of the coupling flange. 


Oil holes are 


Bonney Forge & Tool Works, Allentown, Pa., has 


announced a new wrench kit, containing three sizes of 
double end chrome vanadium engineers’ wrenches. 
different 


Each 


of the wrenches has a opening on each end, 






a a = a Te coger 


and thus the kit provides three wrenches to take care 


of six sizes of nuts and bolts, as follows: 3/16-inch, 
14-inch, 5 16-inch, *g-inch, 42-inch and 9/16 inch. The 
wrenches are put up in a leatherette roll. 

The Bastian-Blessing Company, Chicago, has an- 


nounced a new fire extinguisher which contains several 
features. It is claimed that on tests made in the pres- 
ence of city fire prevention engineers, the new device put 
out a gasoline fire in approximately one-tenth the time 
required by a competitive machine. The fire stopper is 
composed of two main units; a cone shaped container 
which is full of dry powder, and a small tank which is 
filled with dioxide gas under pressure. To 
operate, the machine is turned upside down, the valve 


carbon 


on the gas tank opened, and the 
powder directed at the the flame. When the 
fire is extinguished, the valve is closed and the tank 
returned to an upright position. Only as much powder 
as is actually necessary to put out the flame is used. 
The principle upon which the new device works is that 
the powder when coming in contact with the flame gen- 
erates carbon dioxide gas which immediately blankets 


resulting stream ot 
base of 


na 81 





the flame. The use of carbon dioxide for power is 
said to give the machine an effective range of from 
25 to 30 feet. 
Hydraulic Press Manufacturing Company, Mount 
Gilead, Ohio, has placed on the market a new valve de- 
signed for high temperature and high pressure work. 
The new valve is of a straight way type and is con- 
structed of forged steel. The body is of uniform section 
throughout. Full opening is provided for the steam flow. 
The seat disc and stem are of non-corroding, acid resist- 
ing steel or monel metal. The valve is said to be tight 
after cooling even if it is shut while hot. The valve can 
be repacked in five minutes without disturbing operating 
conditions. The packing nut is of monel metal. The 
voke is of steel. A stem of extraordinary size and Acme 
threads are other features of the valve. 


Mason Regulator Company, Boston, has placed on the 


market a new household water - 
: : ‘ 
pressure regulator, designed for f 


domestic water systems where the 
city pressure is too great for eco- 
nomical and convenient household 
use. It is said that the new regu- 
lator will stop objectionable sing- 
ing in piping and bathroom fix- 
tures, and will prevent splashing 
from faucets, caused by excess 
pressure. The new regulator is 
made in '%-inch, *4-inch and l-inch pipe 
screw connections. It has a renewable valve disc of 
the same dimensions as standard bibb washers, and is 
equipped with a spring suitable for adjustment between 
10 and 60 pounds service pressure. 





with 


sizes, 





Trade Literature 








R. R. Donnelley & Sons Company, Chicago, has sup- 
plied the following list of mill supply houses, for which 
the company has published catalogues in recent months: 
South Bend Supply Company, South Bend, Ind., 416 
pages, bound in imitation leather cover; The National 
Supply Company, Toledo, 632 pages, imitation leather 
cover; Jennison Hardware Company, Bay City, Mich., 
822 pages, containing some hardware items but in the 
main a mill supply catalogue; Thomas Cox & Sons Ma- 
chinery Company, Little Rock, Ark., 324 pages; The 
Stambaugh-Thompson Company, Youngstown, Ohio, 368 
pages: James McGraw, Inc., Richmond, Va., 384 pages; 
R. B. McKim Company, 324 pages; Weed & 
Company, Buffalo, 1192 pages; Norvell-Wilder Hard- 
Co., Beaumont, Texas, 752 pages, showing hard- 
ware, tools, machinery, oil, mill and contractors’ sup- 


Boston, 


ware 


plies; Cutter & Wood Supply Company, Boston, handy 
size, 41, by 10'. inches, showing tools and supplies; 
W. K. Toole Company, Pawtucket, R. I., hardware and 


mill supplies; Monongahela Supply Company, Morgan- 
town, W. Va.; Factory Supply Company, Chicago; Ma- 
chinists’ Supply Company, Chicago; and Western Iron 
Stores Company, Milwaukee. 


Barrett-Cravens Company, Chicago, has issued a new 
16-page catalogue covering its Barrett lift trucks, and 
containing more than 50 illustrations of lift trucks in use 
in various industries, as well as complete information on 
the breadth of application and savings effected through 


the use of lift trucks. Copies will be sent upon request. 
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GROBET SWISS FILES 


Standard quality for more 
than a hundred years 


—— = —=== 






There is great satisfaction in selling 
a superior product that makes your 
customer satisfied. 


All over the world the Grobet Swiss Files 
are now serving the most critical tool- 
makers, die-makers, engravers and other 
workers in metal who require absolute 
accuracy. 





We have established a New York office 
to represent our factory in Switzerland 
and we wish to establish representation 
throughout the United States for our 
line of files. 











Write for our Catalogue “B” 


Grobet File Corp. of America 
64 Reade St., New York City 














LUBRICATOR 


a lubricator glass 


CPERTH D CUNIFIC 0 


for steam for steam 


pres pres 

sures up to 200 sures up to 400 that withstands 
Ibs. Ibs. steam pressure up 

to 400° Tbs. 

(BEACON REDD WHITE ENAMEL (J 

an enamelled glass a glass with whit« 

with red indicator cnamelled back 

line for steam for steam pres 

pressure up to 150 sures up to 150 

Ibs Ibs. 





A wide choice 


for your customers 


Your customers may select the type 
of Moncriett Genuine Scotch Gauge 
Glass best suited for their require- 
ments 


For over 50 years these fine gauge 
glasses of J Moncrieff, Perth, Scot- 
land, have been known for 
clearness and toughness 


thei 


JENKINS BROS. 


80 White St. New York, N. Y 
524 Atlantic Ave Boston, Mass 
133 No. 7th St.....Philadelphia, Pa 
646 Washington Blvd...Chicago, Ill 





MONCRIEFF GAUGE GLASSES 








Sole Agents for 














Acme Eye Shield 


Approved by the 

. Miz;, 

Underwriters’ Sy May, 
% 


Laboratories =| 


Patents 
Pending 





‘ Ly) ; 
_ Special Triplex Glass. Al- 
ways Ready for Use. Pro- 
tects Entire Head and Face 








Goggles are a protection only when they are worn and it’s easy to 
neglect them for a moment’s grinding. 3ut this new eye shield 
is attached to the grinder, wall or nearby post—always ready for 
use. The heavy flexible arm permits instant adjustment over grind- 
ing wheel Protects not only eyes but entire head and face. 
Equally good on saws, spot welders, lathes, planers and other ma- 
chines JOBBERS—If you're looking for new specialties for your 
salesmen to feature, do not overlook this. Weighs 7 pounds and is 
carried. Shield 7x9 inches. Write for folder. 


easily measures 


Chicago Eye Shield Company 
2300 Warren Ave., Chicago, IIl. 

















— 
Serves Every Industry 


ROM Petticoats to Pig- 
lron and from Thrash- 
ing Machines to Thim- 

bles, in every scattered 
industry, regardless of size, 
you will find power being 
efficiently transmitted to the 





most intricate mechanisms 
a by Falls Transmission Ma- 
chinery. 


The Falls Handbook is a 
valuable aid in the solution 
of every Transmission 
problem and should be on 


your desk at all times. 
Write now for this helpful 
book. 





{sk for Catalog 18D. 


The Falls Clutch & Machinery Company 
Cuyahoga Falls, Ohio 


New York, 206-208 Fulton St. Boston, Mass., 52-58 Purchase St. 











When writing to 


Advertisers please mention Mitr 


SUPPLIES. 
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WILL CONVENE IN ST. LOUIS 


Southern and American Associations Decide in Favor of Holding 
Joint Gathering Next May 

St. Louis has been selected as the scene of the next 
convention of both the American Supply and Machinery 
Manufacturers’ Association and the Southern Supply and 
Machinery Dealers’ Association. The gathering, which 
will be a joint affair, will be held on Monday, Tuesday 
and Wednesday, May 17th, 18th and 19th. Headquarters 
will be at the Statler Hotel. 

The decision to hold the convention of the manufac- 
turers’ association at the above time and place was 
reached at a meeting of the executive committee of the 
organization in New York City on December 18th. Fol- 
lowing the decision, Secretary-Treasurer Fred D. Mitchell 
communicated the decision by long distance telephone to 
Secretary-Treasurer Alvin M. Smith of the Southern 
Association. The decision proved satisfactory to the 
latter organization. 

In announcing the selection of St. Louis as the next 
convention city of the two associations, the two secre- 
taries wired MILL SUPPLIES that they would have further 
details regarding plans and hotel rates at an early date, 
and that they look forward to a very large attendance. 

At the time of the joint convention of the American 
and Southern associations in Atlanta last May, St. Louis 
was favorably mentioned as the probable choice for the 
next gathering, and it was hoped that the selection of this 
city would result in a return to the triple convention idea. 

A change of policy on the part of the National Supply 
and Machinery Distributors’ Association is announced 
elsewhere in this issue of MILL SUPPLIES, but as yet no 
announcement has been made as to whether this change 
will preclude the possibility of holding a joint convention 
with the other two associations. 

The joint convention in Atlanta last May was a real 
success, and from expressions of opinion by those who 
attended that gathering, there is an indication that the 
coming affair will be just as successful. 





-—- —_e 
OLD COMPANIES CONSOLIDATED 
Kent Machine Company Has Purchased Falls Clutch & Machinery 
Company and Will Have New Sales Policy 

The Kent Machine Company, Kent, Ohio, has pur- 
chased the Falls Clutch & Machinery Company, of 
Cuyahoga Falls, Ohio. The new owner announces that 
the business office of the Falls company will be removed 
to Kent, but that the present intention is to manufacture 
the old established line of transmission machinery at 
both plants, thereby greatly increasing production 
facilities and adding materially to the effectiveness of 
the company’s service. The company also announces 
that a new sales policy is to be inaugurated by which 
their products are to be sold through mill supply houses 
and factory representatives in the various trade centers. 

The officers of the Kent Machine Company are: 
President, M. G. Garrison; vice-president, J. G. Getz; 
treasurer, R. H. Smith; secretary and general manager, 
S. B. Beck. All these officers are residents of Kent. 
The board of directors consists of the officers and J. W. 
Salter, of Kent, and T. King and D. King, both of Quincy, 
Mass. 


i ee — 


Warren C. Bogue 
Warren C. Bogue, formerly manager of the Bogue 
Supply Company, Salt Lake City, died in Denver on 
November 4th. Mr. Bogue had been in the supply busi- 
ness off and on for many years, having at one time been 
manager of the Salt Lake City branch of the Mine & 
Smelter Supply Company. 
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The Recognized Standard 








Steel 


Steel 
Nuts 
Maple 


Jaws 





12 Sizes Adjustable 
10 Sizes Non-Adjustable 


Write for our catalog 


Adjustable Clamp Co. 


213 North Jefferson St., Chicago, Ill. 
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That’s a question that must be answered by 
the salesman who sells packing by the pound, 
—for, the engineer uses packing “by the foot” 
and figures his packing requirements in feet 
and inches. From the consumers’ standpoint 
there is absolutely no good reason for buying 
packing by the pound and the only reason 
the manufacturer has is that it enables him to 
load it with cheap lubricants and sell it at a 
lower pound price. 


The weight of two boxes of 34” packing will 
sometimes vary a full pound per box. Each 
box may contain the same number of feet, but 
one box weighs a pound more than the other. 
When sold by the pound, the customer who 
buys the heavier box, pays for the extra 
pound but gets no more packing than the man 
who buys the lighter box. This difference in 
weight is usually caused by one box being 
lubricated heavier than the other. When the 
customer orders a certain number of feet of 
packing and it is sold to him by the pound, he 
never knows what it is going to cost until he 
receives the invoice or sees the weight 
marked on the box. 


OVALHOLE Hollow Center Packing is sold 
“by the foot” from a standard list price for 
all styles and sizes just the same as belting 
or hose. You can readily see why this is a 
distinct selling advantage as it appeals to the 
consumer as the only fair way to sell packing. 
The buyer can figure what a box of 
OVALHOLE Packing will cost before he 
places the order. It is boxed in standard size 
boxes and every box of the same size and 
style costs exactly the same regardless of the 
weight. The customer likes to buy OVAL- 
HOLE Packing the way it is sold—“by the 


foot.” 


THE HOLLOW CENTER PACKING Co. 
6523 Euciio Avenue 


CLEVELAND, OnI0. 





ovALHOLE 


HVLLUW CENTER 


sell OVALHOLE. 
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That’s the way you use packing. Be- 
fore packing a stuffing box, have you 
ever placed a spiral of packing on 
the scales to weigh off enough to 
pack with? Of course not! You 
measure off the packing you require 
in feet or inches if you cut your own 
rings. If you order ring already cut, 
the same thing applies. 


There is no more excuse tor selling 
packing by the pound than there 
would be for selling belting or rub- 
ber hose that way. If a salesman 
tried to sell you a length of steam 
hose at a price per pound you’d think 
there was something “fishy” about it, 
wouldn’t you? Then, WHY should 
you buy packing by the pound? You 
don’t have to because— 


OVALHOLE Hollow Center Packing 
is sold “by the foot” from a standard 
list price applying to all sizes. Write 
for the new OVALHOLE catalog 
containing list prices or ask the sales- 
man who sells OVALHOLE PACK- 
ING. 


This Advertisement has appeared in all 
the engineers’ magazines. It helps you 
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THe Mitt Supprty SALesMAN Was Founded by Ernest H. Smith in 22 
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ERNEST H. SMITH, Associate Edstor 





and Dedicated to the Practical Application of Correct Sales Principles in the 





Observations of an Inside Salesman 


It is Possible to Increase Business Considerably by Giving 


Greater Attention to Close Correlation of Store 


Mill supply sales may be divided 
into two classes, store and outside 
sales. It is the proper correlation of 
the two which tells the final story of 
success or failure of the average mill 
supply house, and while the writer 
may not be particularly well qualified 
to rush into print, he believes that 
his experiences may be of some value 
to others in the mill supply field, who 
may not have had the opportunity to 
give this important 
proper consideration. 


subject the 


The inside or store sales end of the 
business does not generally get the 
consideration which it deserves. 
From the training school standpoint 
alone, it is very important. In addi- 
tion, it has the added advantage of 
being an important connecting link 
in the cooperation of the house with 
the boys on the road. Many a good 
order for the territory salesman has 
its start in the fact that some fellow 
in the store interested the customer 
or the latter’s foreman in some 
goods, and then put it up to the sales 
manager, or one of the outside men 
to follow up. It is possible to in- 
crease considerably both cash and 
charge sales by giving this matter a 
little special consideration. 

Some sort of contest to see who 
can increase his sales the most, or 
make the most sales of some chosen 
specialties, similar to the contest de- 
scribed in the December issue of 
“The Mill Supply Salesman” Section, 
generally helps to awaken the boys 
a little. There need not be a large 
prize offered; the spirit of the con- 
test is after all the important thing, 
and a large prize might spoil that. 

About the first thing for the inside 
salesman to learn is to get the cus- 


and Outside Sales Efforts 
JOHN A SHEPLEY 


tomer’s point of view, and to en- 
deavor to fill his requirements to his 
best interests at a profit to the store. 

If a customer comes in and asks 
the price of a four-inch belt, and you 





John 


A. Shepley and His Pal 

Mr. Shepley is store service man for 
the Erie Mfg. & Supply Co., of Erie, 
Pa. He 


tion 


was with the latter organiza- 
1914, when he went to 
Detroit and entered the employ of the 
Chas. A. Strelinger Co. In the spring 
of 1920 he returned to the Erie com- 
pany and has been with it ever since. 


prior to 


have in stock several kinds, do not 
shoot the question back at him, 
“What kind of a belt?” Instead find 
out what kind is best suited to his 
requirements. Go at him from his 
point of view. Find out what kind 
of service is expected of the belt so 
that he can picture that particular 


belt on his machine, giving him sat- 
isfactory service. If you succeed in 
doing this, price consideration be- 
comes secondary. The next step is to 
find out how much is needed and 
complete the transaction. 

By this time, your customer is 
working with you, that is, your mind 
and his have come to an agreement 
to your mutual profit. Now, don’t 
kill it all by saving, ‘““Anything else?” 
or worse still, “Will that be all?” The 
first question invites the answer. 
“No, I guess that will be all today.” 
and the second is a direct invitation 
to the customer not to ask for any- 
thing else. 

While you were discussing the 
belt, without doubt you found out 
what kind of a plant your customer 
operates, providing you did not know 
before. Then, before you get the 
belt wrapped up, instead of “Any- 
thing else?” try “How is your supply 
of files?’’ All saw mill men use them, 
and machinists and mechanics are all 
prospects, so you might hit it just 
right by mentioning them. 

Whether your customer takes any 
files or not, you might mention two 
or three other items that they use 
around a saw mill, and then as an 
afterthought as you start to wrap up 
the belt, suggest belt lacings or 
dressing. In doing this you must not 
make the customer angry by seem- 
ing to recite a list of everything in 
the place. Learn to do it naturally 
as though you were helping him to 
make his shopping complete. 

A good practice is to have things 
handy to show customers. If you 
have a new reamer, have one handy 
to exhibit to garage men. Likewise 
with other products, particularly ap- 
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pealing to men in various lines of 
work. 

The outside salesman is the front 
line of contact between the mill sup- 
ply house and the trade. Of course, 
every department should conduct its 
work with the thought in mind of 
how it will influence sales. The 
buyer purchases goods to sell again; 
the credit man sometimes has it in 
his power to build good will that no 
competitor can take away from his 
company, provided it is kept alive; 
the shipping clerk certainly helps or 
hinders sales to a large extent. The 
main idea is to sell goods and service 
at a profit. Anyone within the or- 
ganization who is not doing his or 
her work with this idea in mind 
should be weeded out at once. The 
outside salesman gets the business. 
With the backing of his organiza- 
tion, it is up to him to bring in the 
bacon. Staple goods, or specialties, 
piled on the shelves are dead timber, 
tied up capital that the live wire man 
must keep moving. 

Some fellows take to selling goods 
more easily than others, but some 
scientific education helps improve 
the gifted fellows, as well as to equip 
the average salesman for his work. 
A plumber or boilermaker has to 
learn his trade; so does a salesman. 
It is poor business to turn a raw fel- 
low out into the trade, poor business 
for the house and for the recruit. 

The first lessons in supply sales- 
manship should be in the store, 
learning the goods, the vocabulary 
and getting some “know how.” The 
prospective outside salesman should 
spend some time in the office, learn- 
ing prices and other important in- 
formation. He should not be sent 
out without a thorough ground work 
and some knowledge of the trade 
methods of his house. 


STARTING THE NEW MAN 


It seems to the writer that a good 
way to start a new man out is with 
some factory missionary man who is 
introducing a new line or making a 
special drive on a particular line. 
Another method is to have him start 
selling some specialty to garages, 
contractors or other prospects, grad- 
ually working into the factory trade 
with the missionary man or with 
older salesmen. 

As in store salesmanship, the first 
thing to learn is to see the other fel- 
low’s viewpoint. The second is to 
have something to talk about to a 
man when making acall. Just ‘““How 
do you do today, Mr. Smith. Any- 
thing today? All right, good bye,” 
does not bring in the bacon. Put it 
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like this for instance: “Good morn- 
ing, Mr. Smith. I brought along the 
credit for that mistake in discount 
on your last drill order,” or “How 
did your foreman like that new 
abrasive cloth,” or “Well, I got that 
bar of three-inch shaft out to you 
earlier than I promised.” The idea 
is that vou are calling on him for 
business. Then talk business specif- 
ically. Get down to brass tacks. A 
pleasant reminder of business done 
sometimes is a good forerunner of 
business to be done. By this, you 
should have his favorable attention. 
Then turn it to something that may 
be profitable to his company and to 
yours. That is why you are there. 
Try this if it fits the case: “There 
is one line of service which we are 
not giving you, Mr. Smith, which I 
know would be a saving to you of 
time and money. I know that you 
are well served on the leather belt 
question, but there are a great many 
drives in every shop where some 
other form of belt answers the pur- 
pose just as well, and in some cases 
better. We have made a study of 
the proposition, and have been plac- 
ing XX textile belt on a great many 
drives with excellent results. We do 
not claim that it is a cure all for belt 
trouble, or that it is better than any 


other belt at half the price, but that 
in most ordinary shop work it gives 
excellent service and cuts down belt- 
ing expense considerably.” 

By this time you should have 
ripened his favorable attention to 
yourself into interest in your propo- 
sition. You are on the ground, not I. 
You should know the next move, 
whether to suggest that you take the 
matter up with the foreman or go on 
with the discussion with him. Your 
job is to make somebody in that plant 
want to try that belt on some par- 
ticular drive. It is up to you to lead 
the proceedings to the point of assent 
right there on the spot if you can, 
or at least to see the matter is still 
open for future discussion. 

A good plan for the individual, or 
for the organization for that matter, 
is to have special drive weeks. For 
instance, one week make a drive for 
chain hoists and repair parts. Talk 
chain hoists to everybody who might 
possibly need one. If they have one, 
find out if they need repairs. Next 
week work grinding wheels. Aside 
from the commodity you are push- 
ing, you will run into other business. 
The main idea is that if you go after 
something definite, and go after it 
hard enough, you have a good chance 
in the law of averages to get results. 


Saving Salesmen’s Time 


National Association of Purchasing Agents Is Trying to 
Devise Some Way of Reducing the Number 
of Calls of Solicitors 


The National Association of Pur- 
chasing Agents is endeavoring to 
work out some plan by which the 
number of calls of salesmen upon 
individual purchasing agents may be 
reduced. 

It appears that one of the affiliated 
associations of the national organiza- 
tion of purchasing agents has im- 
pressed the executive committee of 
the latter with the growing need of 
doing something about this problem 
of interviewing salesmen. 

So impressed with the importance 
of reducing the number of calls of 
salesmen have the purchasing agents 
become, that W. L. Chandler, secre- 
tary of their national association, re- 
cently communicated with B. H. 
Ackles, president of the National 
Supply and Machinery Distributors’ 
Association, and has asked the mill 
supply field to see what it can do 
toward helping to solve the problem. 


As a result, the National Supply & 
Machinery Distributors’ Association 
last month sent out a questionnaire 
to its members, asking the latter the 
following questions: 

1. How many calls per day on the 
average do your salesmen make? 

2. How frequently, on the average, 
do they call on their trade? 

3. Have you found the use of the 
telephone effective and efficient in de- 
creasing the number of ealls it is 
necessary for your. salesmen to 
make? 

There are two main reasons for 
trying to find some solution of this 
call problem. In the first place, it is 
realized that the cost of keeping 
salesmen on the road enters into the 
final cost of distributing goods, and 
when a salesman is kept “cooling his 
heels” in the outer office, waiting for 
the purchasing agent to accord him 
an interview, the time wasted in the 
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waiting room must be charged up to 
the cost of doing business. The sec- 
ond angle is that purchasing agents 
receive many unnecessary visits 
from salesmen, and this likewise 
adds an additional burden and a 
waste of time, both for the purchas- 
ing agents and the salesmen. 
Possibly, some conclusion may be 
reached by securing data relative to 
number of calls and averages, but 
because of the dissimilarity of terri- 
torial limits, requirements of the 
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trade and other important details 
that enter into the sales problem 
as a whole, it is difficult to foresee 
how any set number of calls can be 
established as a standard for any 
particular set of salesmen. 

A reduction of the waste in distri- 
bution from unnecessary waste of 
time of salesmen and of purchasing 
agents is, however, a very vital prob- 
lem, and the ultimate value of the 
present attempt of the associations 
of purchasing agents and supply men 
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is in bringing to the attention of 
those in charge of sales activities 
that this is an individual problem 
which requires immediate considera- 
tion. 

Mill supply house sales managers 
may very well make this subject the 
leading one at one of their early year 
sales conferences. It may pay to 
make an inquiry among customers as 
to their preference as to when and 
how often they would like to have 
the supply house salesmen eall. 


Let’s Shake Hands in the Proper Spirit 


Play Safe at All Times on the Gesture of Good Will 
But Don't Forget That the Proper Mental 


Happy New Year to all mill sup- 
ply salesmen. 

Ditto for their bosses, and there 
isn’t any particular reason in the 
world why the greeting shouldn’t be 
passed along to everybody else, re- 
yxardless of whether he’s a salesman, 
a boss, a customer or just a retired 
member of the idle rich 
society. 

And let’s all shake hands on it. 

Which makes us think that much 
has been said about this hand-shak- 
ing business on the part of salesmen. 
It seems from what we read in the 
business papers that some buyers 
don’t like the idea of being “thanded 
the mit.” There’s a danger that the 
latter may be a bit icy, and that the 
owner may counter by trying to slip 
something over in the next minute 
or two. 


and poor 


Then, there is always the danger 
that some of those big rough uncouth 
fellows, whose muscles have been so 
powerfully developed by the exercise 
attendant on writing reams upon 
reams of orders, may _ perchance 
crush out of the fingers of the good 
right hand of the prospective buyer, 
all ability to grasp the pen, or to 
sign on the dotted line. 

And again, there is always the pos- 
sibility that the proffered handclasp 
may leave in the mind of the receiver 
a clammy impression, with the result 
that, when the salesman has finished 
his opening speech, the buyer may be 
shut up tighter than the bi-valve 
shell-fish from whence the well 
known expression is derived. 

There’s another hand-shaking pic- 
ture which, however, might very well 
be hung in a conspicuous place in 
every mill supply house in the United 


Attitude Is of Real Value 


States, or 
business 


for that matter in every 
organization which has 
salesmen out on the road. 

It is a picture of a sales manager 
giving a real honest to goodness 
handshake to the fellow who has just 
come in after a trip, whether he has 
been a star salesman during his ab- 
sence or a dud. 

The writer discussed this very 
subject with a veteran of the road 
only the other day, and the “vet” 
said if there was anything that took 
the joy out of life, it was to come 
in from a long, hard trip, and to find 
that your return to the main office 
occasioned no more enthusiasm upon 
the part of the “powers that be” than 
if you had been working at a clerical 
desk and had returned from a half 
day’s holiday. 

“You can say what you want about 
all this so-called business of ‘bunk- 
ing’ a man,” said the veteran, “but 
believe me, we’re all human, that is, 
with possibly a few exceptions, and 
we like to be impressed with the fact 
that the boss is glad to see us when 
we return. It lets you sort of think 
that you are a part of the business 
family, and that the latter isn’t such 
a bad old family to belong to, after 
a.” 

At the moment that these lines are 
being written the newspapers of the 
United States are carrying front 
page stories about the passing of a 
great publisher. The thing that im- 
pressed the writer most about the 
life history of the deceased was the 
fact that he had landed in New York 
with but $40 and an idea, and he did 
not make a whale of a success at the 
start, nor for many years to come. 
He did, however, keep right at his 


chosen task, and no matter how 
many failures came his way, he re- 
fused to quit and tackle some other 
business. He wanted to be a pub- 
lisher and he entered into the busi- 
ness of being one, determined that 
he would make a success of it. 

There are plenty of mill supply 
salesmen, like other mortals, who 
after the big ‘night before” celebra- 
tion is over, and the effects of the 
horn blowing are beginning to ex- 
hibit themselves in parched throats 
and weary muscles, will look over 
their January first bills and think: 
“Oh, Lord, and twelve more months 
of nose to the grindstone. Wot a 
life, wot a life.” 

The late lamented publisher could 
not have made such a success of life 
if he had permitted himself to get 
into a rut, in which he could never 
see anything bright about the future, 
merely because he hadn’t been par- 
ticularly successful in the previous 
year. 

The mental attitude is a large de- 
termining factor in the life of any 
man, whether he is a mill supply 
salesman, a day laborer, a _ profes- 
sional man or a peanut merchant. 

If you make up your mind that 
you have a certain task to perform, 
and determine that you are going to 
perform that task to the best of your 
ability, regardless of how gloomy the 
outlook may be at the start, you are 
on the proper road to success. 

So, at the opening of this New 
Year, let us all get the proper mental 
attitude, pass around the hand where 
it will do the most good, help one 
another and throughout the year 
don’t lose faith in ourselves. 
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SILVER 
STEEL 


The and Branch House 


serving the trade successfully for over 68 





years. 


The enviable position we occupy, having our 
Main Factory at Indianapolis, the acknowl- 
edged center of distribution of the United 
States, and with Other Factories and Saw 








Supply Depots at important strategic distri- 





bution points, is assurance to Mill Supply 
Tobbers, who sell to mills, furni- 
ture and wood-working factories that we can 
serve them promptly and well with Saws, 
Saw Tools, Saw Specialties, Machine Knives, 
Feed Rolls and Grinding Wheels. If you 
have never sold our products place a trial 
order and we are sure you will find them 

ON EARTH” 

Write us for the following booklets, “Mill 
Saws,” ‘Saws in the Filing Room,” “Machine 
Knives,” “Grinding Wheels” “Feed 


Rolls.” 
“ATKINS 


Saw 


“THI mT. 


| | 
fil Vr 


and 


(Lu AYS AHEAD” 


E. C. ATKINS & CO. 


Established 1857 
INDIANAPOLIS, IND. 








Machine Knife Factory, 


Lancaster, N. Y. 








Home Office and Factory 
402 S. Illinois St., Indianapolis, Indiana 
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GROWTH and SERVICE 
A Business Grows 
Only as It Serves 
Atkins Factories 
Supply Depots illustrated on this page, indi- 
cate that this company has been growing and 
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Canadian Factory, Sherman Avenue, 





Hamilton, Ont., Canada. 
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When writing to Advertisers please mention MILL SupPLies. 
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“The Mill Supply Salesman” Section 


nA rere 


Pertinent Paragraphs for Salesmen 


Some Thoughts That Should Be Worth While Considering at 


the Opening of the New Year, a Proper Time for 


Exaggeration by 
guaranteed to 
from customers. 

The salesman owes it to his job 
to study the advertising of the house, 
and the house owes 


salesmen is 
produce complaints 


it to the sales- 
man to keep him informed about its 
advertising. 

When you talk about your line be- 
ing “just as good as” some other line, 
you establish that other line as a 
standard. You intimate that your 
line is a follower, perhaps an imita- 
tion. 

When the selling and the executive 
departments of the business do not 
pull together, both lose. 

The less money you lend to your 
triends, the better your friends will 
stick by you. Lend a friend money 
he cannot repay, and you stand a 
chance of losing his friendship. 

Instead of depending for new busi- 
ness entirely upon pulling it away 
from some competitor, work to de- 
velop new uses and new demand for 
your products. It pays better to cre- 
ate a new user than to steal an old 
one from a competitor. 

Don’t confine your practice of the 
square deal to your customers. 
tend it to your competitors. 

What did vou learn by last year’s 
experience in selling your line? What 
are you to do this vear better than 
you did last year? 


Ex- 


The only fellow who can profit by 
selling mill supplies on price alone, 


without regard to quality or satis- 
faction, is the salesman who never 


expects to see his customer a second 
time. 

When give a customer a 
special price or special terms, he 
knows you may give the next man 
still better offers. 

When you eall upon a customer 
who has proved to be slow pay, don’t 
encourage him to buy beyond his 
actual needs. Help him to keep his 
purchases down and to buy econom- 
ically. 

If you have been thinking that it 
might pay you to do a little studying 
along the line of salesmanship or 
about the production and 


you 


uses of 


Taking a Personal Inventory 
FRANK FARRINGTON 


the lines you handle, don’t postpone 
it longer. 

Regardless of what your income 
may be from salary or commission, 
there can be but one end if you per- 
sistently spend more than you get. 

Do you ever write letters to your 
customers between visits, just to 
keep you and your line in their 
minds? Don’t let your prospects for- 
get your existence. 

Plenty of salesmen have padded 
their expense accounts before now 
and have not been caught at it, and 
vet they have, in the long run, been 
losers by the expedient. 

It is good business for all con- 
cerned when the salesman tells the 
home office the reason, as he sees it, 
why the difficult prospect finally took 
his line. 

The salesman with no enthusiasm 
for his work or for his line is fore- 
doomed to failure. 

Help any man who needs help, if 
you can, but don’t lend your money 
just because you want to be thought 
a good fellow—not unless vou can af- 
ford to spare the money. 

Speaking of home brew and hootch 
and such like, haven’t you noticed 
that those fellows who can take it or 
leave it, always take it? 

There may sometimes be a reason 
for a salesman flattering others, but 
don’t waste time and delude vourself 
by flattering vourself. 

The salesman who loses his temper 
and condemns a buyer whom he ¢an- 
not bring to his way of thinking, is 
about in the class with the baseball 
player who throws down his glove 
and jumps on it when he muffs the 
ball. 

The successful salesman works to 
get the best out of himself instead of 
working to get the best of somebody 
else. 

The salesman who thinks in terms 
of small sales, whose ambitions are 
for small gains, will make a small 
success. We do not accomplish more 
than we aim to accomplish. 
men fail in bad 
those who overbuy, thinking 
caution is unnecessary, and 


Two classes of 
times: 


that 


those who underbuy, thinking they 
might as well quit trying until the 
panic is over. Avoid encouraging 
either class in its mistake. 

The wise buyer knows enough, 
when you offer him special figures on 
one line, to watch you closely to see 
that you don’t make it up on another 
line. 

The salesman who refuses or 
neglects to try to improve his ability 
and become worth more, is on his 
way to the discard. 

Age will not of itself lose you your 
position, not if you keep trying to 
become more efficient in your work. 

Pep is a valuable thing in your 
work, but if you put no brains back 
of your pep it will be nothing but 
pop. 

Don’t degenerate into a Grand- 
father Man, a man who is satisfied to 
do things the way his father and 
grandfather did them before him. 
Your grandfather himself was not 
like that. He was up to date in his 
time. You want to be as good a busi- 
ness man as vour grandfather. 

Looking for a snap? Well, a gin- 
ger-snap is made of ginger and 
dough, and just remember that if 
vou have the ginger you can get the 
dough, and then you will have a snap. 

The salesman who thinks he is be- 
ing discharged because of his age is 
mistaken. He is being discharged 
because he fails to make sales enough 
to return a profit to the business. 

If vou do not think about your 
work, you will be no better than a 
machine, and where brains are not 
needed, a machine will usually do 
better work than a man. 

A salesman’s statements about his 
goods will be either honest or dis- 
honest. I know of no way in which 
they can be halfway between. 

The man who wishes he knew how 
to do this or that will not be able to 
compete with the man who, instead 
of merely wishing, sets about finding 
out how to do it. 

A man may be successful in selling 
mill supplies while paying no atten- 
tion to the journals published in con- 
nection with his kind of work, but he 
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will succeed better if he reads some- 
thing of that kind regularly. 

The man who plans for tomorrow 
is wise, but the man who never acts 
until tomorrow is foolish. 

Some men think that theory has 
no place in practical selling work, 
forgetting that all good practice is 
based on right theory. 

This is that future to which you 
were looking forward ten years ago. 
Have you accomplished the things 
you thought you would have accom- 
plished by this time? If not, why 
not? Be honest in placing the blame 
where it belongs. 

When a buyer tells you about some 
house that is underselling you, don’t 
swallow the story whole. Do a little 
investigating before you set out to 
match that lower quotation. 

The man who scorns the little 
economies will soon reach a_ point 
where he gives no attention to the 
bigger ones. 

There are more games won by sac- 
rifice hits than by home runs, Babe 
Ruth to the contrary notwithstand- 
ing. Business success is the result 
of co-operation more than of star in- 
dividual effort. 

If you handle your work on the 
hit-or-miss plan, without system, you 
will undoubtedly score more misses 
than hits. 

A business man who is as elastic 
in his promises as a rubber band, can 
find no fault if, like the stretched 
band, they hurt when they snap back. 

The most important thing in get- 
ting a customer to stick to your line, 
is to give him satisfaction. The sat- 
isfied customer is the hardest one for 
your competitor to lure away 

Sure, fight to make the income 
equal the outgo in the case of ad- 
vanced family costs, but also do a 
little fighting to keep the outgo un- 
der the income. 

As a salesman, exert yourself to 
develop a harmonious family rela- 
tionship in order that your work on 
the road may not be hampered by a 
knowledge of disordered 
conditions at home. 


domestic 


Only the quitter yields to discour- 
agement when competition gets the 
best of him for a run of several days 
or weeks. Buck up and fight it out. 
You never know how near the other 
fellow may be to the 
of luck. 

The cheapest thing the salesman 
can offer his prospective buyers is 
courtesy, the cheapest and one of the 
most valuable. 


end of his run 


General Grant had always felt a 


fear of his enemy until after he dis- 
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Let Us Resolve 
We stand as on a parting of the way, 
The Old Year all behind, the New 
ahead, 
A time to ask: Do resolutions pay 
Or shall we travel blindly on instead? 


Mistakes we’ve made; it’s human after 
all, 
And others, too, we’ll make in coming 
days; 
But not the same, if only we’ll recall 
Why we have erred, and strive to 
mend our ways. 


And so let’s pause and take ourselves 
to task, 
To retrospect a bit and try to learn. 
Think over where we've failed, and 
then let’s ask 
How best we can increase our power 
to earn. 


Let us resolve that through the entire 

year 
The slogan, “Sales For Profit” we’ll 

remember. 

Make “Volume Without Profit” disap- 

pear; 

then we’ll all be 

December. 


And happier next 


covered that the enemy feared him 
as much as he feared. From 
that time he ceased to give any 
thought to that phase of the matter. 

You may keep a hundred promises 
without noticing any appreciable re- 
sults, but just break one and you will 
discover what the value is of prom- 
ises kept. 

When the cranky buyer is finally 
pleased, you have made a 


was 


lasting 


and aé_ profitable friend for the 
house. 

Before assuming that the cus- 
tomer knows certain things about 


your line and its reputation and its 
uses, make sure the knowledge is 
really there. It may unexpectedy be 
necessary for you to explain every- 
thing from the ground up. 

Somebody has said that salesman- 
ship comprises the ability to treat 
every buyer a little different but just 
right. 

Don’t discuss with a chance road 
acquaintance the plans your house 
has for the future. You may play 
right into some competitor’s hand. 

Even if all the mean things you 
could think of to tell about your com- 
petitor were true, it would still be 
the worst kind of policy to tell them. 

There is only one kind of bone that 
counts in salesmanship—not jaw- 
bone, wishbone or bonehead, but 
backbone. 

Though it may be by mistake that 
you overcharged a customer, or got 
something in the order that was not 
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ordered, how are you going to make 
the customer believe it? Avoid the 
mistake and save having to try to 
correct it. 

You cannot add to the number of 
your customers by wishing. Trade 
does not follow the rabbit’s foot or 


the horseshoe. It goes to the go- 
getter. 
The best salesman is not neces- 


sarily he who sells the customer the 
most goods. It may be he who sells 
the least goods while creating the 
greatest satisfaction on the buyer’s 
part. 

There is no great secret about 
salesmanship. It is merely making 
the customer think as you do about 
the goods. 

A sliding scale of prices, one price 
to one buyer and another to another 
is not so unusual as not to be sus- 
pected by most buyers nowadays. If 
you try that plan, you will get caught 
and your. business will be 
cooked. 


yoose 


The salesman who is a good arguer 
may win some arguments but he will 
win few customers. 

When your prospect insists upon 
haggling over the price, use all your 
tact and persuasiveness to lead the 
conversation into a consideration of 
quality and other advantages. 


Means New Prospects 


Mill supply salesmen in almost 
every section of the United States 
will find new prospects within their 
territories during the coming year. 
According to the annual building 
forecast of the Architectural Forum, 
it is predicted that during 1926 there 
will be constructed in this country 
approximately 9,872 industrial build- 
ings, with an estimated value of 
$483,392,500. 

The division of this new industrial 
building activity among the various 
sections of the United States is pre- 
dicted as follows: northeastern 


states, $42,632,500; north Atlantic 
states, $248,917,500; southeastern 
states, $6,527,500; southwestern 
states, $29,810,000; middle states, 
$130,962,500; western states, $24,- 


542,500. 

It will also be of interest to sales- 
men to know that the prediction for 
1926 in the building field is that it 
will be another $6,000,000,000 vear, 
probably equal to the record-break- 
ing activity of 1925, during which it 
is estimated that approximately 
$6,500,000,000 were spent for new 
building construction throughout the 
United States. 
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Reon The Class in Salesmanship 


Pennsylvania ' 
Question—W here are Yost Vises made? 


Answer—Meadville, Pennsylvania. 





Question—By whom? 


Answer—The Yost Manufacturing Co., which manufactures vises for 
every trade and industry. 


Question—Name some of the trades and industries for which Yost 
Vises are made? 


Answer—Machinists, blacksmiths, woodworkers, patternmakers, coach- 
makers, plumbers, steamfitters, machine tool operators, manual 
training schools, garages, in all there are 24 different styles. 


Question—W hy is a line Itke the Yost of special interest to the mill 
supply trade? 


Answer—Because the distributor can buy his entire line of vises from 
one manufacturer instead of placing his orders with various 
manufacturers who specialize in one or more styles. The 24 
styles are made in 109 different sizes. 





Question—W hat can you say about the quality or real worth of Yost 
vises? 

Answer—All Yost Vises are sturdily built and correctly balanced. A 
Yost Vise is strongest where the strain is greatest. Only metal 
of finest quality, tested constantly, is used. It is carefully dis- 
tributed to give utmost strength, endurance and efficiency, 
relieve excessive strains and reduce wear to a minimum. Work 
held in a Yost vise is absolutely rigid. 





Question—Is a distributor protected in selling Yost vises? 


Answer—Yes. Yost vises are sold only through distributors. All in- 
quiries from users are referred to the distributor in that 
territory. 

Question—Are Yost Vises guaranteed? 


Answer—Yes. Yost Vises are guaranteed against defects in workman- 
ship and material. 


Question—Is there any advantage to the sales force in selling a full 
line such as Yost Vises? 


Answer—In many ways the full line is preferable. It is easier for the 
busy mill supply salesman to learn its selling points. There is 
a suitable vise in the correct size for every need. The manufac- 
turer's catalog becomes the supply salesman’s catalog, and the 
manufacturer's sales force is always ready to instruct and to 
assist. 





For complete catalog of Yost Vises, address the Yost Mfg. Co., Meadville, Pa. 
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Cp Distributors Wanted! 
SS, A product of exceptional merit—an unusual 
ect opportunity to increase your business 
A belt must be good A hand truck of all- 
e e steel construction— 
to stand this drive built by the makers of 
; pe hich 1 Bell the well-known Anchor 
Onxr « the ! hard drives on — ad “ <> Fences. 
! ivit ne-term service uses a 30-1nc adew belt i 
lb a aaa ae te serial os wee f ht igh ies Remarkably strong. Light 
cide Cte nh gaeceint a, eel ee eee $2 in weight. Easy to 
nis, hi speed, contac n h sides and revers¢ 
handle. 
uninterrupted transmission on a Although this truck has 
‘ nt testimony to the fine leather, been on the market but a 
curry1 ind fine cement that ex into all comparatively short time, 
lew Belts. They'll cut the belting cost in vour plant some hundreds of trucks 
; , “hee Reimi mbites cell are now in use and repeat 
Se ; orders have been re- 
Ml tl ge rn ee em ceived. 
> Ww ! I information that t he Made in a wide variety of types 
S t cout for y r copy and sizes. 
; r . Write for Bulletin No. 101 and 
epbw.k. [| ADE W CO., Inc. oS 
BELTING AND OTHER LEATHER PRODUCTS ANCHOR POST IRON 
Since 1835 29 Murray Street, New York City WORKS 
Branches: Atlanta, Ga.; Boston, Mass.; Chicago, II1.; 50 Church St., New York, N. Y. 
Glen Cove, N. Y.; Newark, N. J.; Philadelphia, Pa.; RB h Offices in Principal Cities 
Pittsburgh, Pa.; San Francisco, Cal. 
----------- MAIL TODAY----------- i 
EDW. R. LADEW CO.., Inc. 102-E 
29 Murray St., New York, U.S. A. 
Please send me a copy of “The Proof Book” 
ind full information about Ladew Leather Pelting. 
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Why do so many of the promi- 
nent mill supply houses sell 


Monarch Metal ? 


The answer is in the metal itself— 
the only bearing metal with a flux. 
\fter selling it for 20 years, a Mich 
igan jobber said this about it: 


Ask for a book of -letters from 
rs and then judge for 
hether you, too, 
unusual bearing 





MONARCH METAL CO. 
119 South Lincoln St. Chicago, Ill. 
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An Appreciation 


T the beginning of the New Year, we 
desire to express to all our friends 
in the distributing field our appreciation 
of the cooperation and support which has 
been a vital factor in our last year’s work 
© We are more convinced than ever that 
profit and healthy growth lie in close co 
operation between manufacturer and dis 
tributor. @QOur aim during 1926 will be 
to keep BLUE GRASS Wiping Cloths 
always to the high standard of quality that 
has been set for them, and to add a few 
more distributors to those who are now 
cooperating with us 


LOUISVILLE SANITARY WIPERS CO., Inc. 


Louisville, Kentucky 











WIPERS 


Can be one of your Best Sellers 
































When writing to Advertisers please mention Mitt Suppties. 
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Personals 
Alfred F. Howe has resigned as vice-president, sales and 
factory manager of the Borden Company, Warren, Ohio, 


the resignation having become effective on November 1st. 


Mr. Howe is better known throughout the mill supply field 
Fred Howe. He 


has been with the Borden Company prac- 
tically 


since the latter’s organization, and in point of service 





Alfred F. Howe 
was the senior man among the executives and personnel. 
In the early days of the business, Mr. Howe devoted most 
of his time to eastern sales and to annual trips to Europe, 
establishing the export connections of his company. In 1913, 
he was appointed general sales manager, and since 1920 has 
also been factory manager. Although known to the mill 
supply field chiefly in his sales capacity, Mr. Howe is the 


inventor of the 
his home in 


3eaver pipe cutter. He is at present making 
Oakland, Calif., and states in a letter to 
MILL SUPPLIES that he will spend the winter there with his 
family. He also writes that after 25 years with one company 
he thought it would be a good time to take a vacation. He 
does not announce how long it will be before he again renews 
his connection with the pipe tool industry. 

C. Atkinson, formerly 
lumbia Supply Company, 
and treasurer of 

D. MecKoll, oO 
States Electrical 
district manager, 


secretary and treasurer of 
Columbia, S. C., is now 
the company. 


the Co- 
president 


f Forest, Ontario, will represent the United 
Tool Company, Cincinnati, as its Canadian 
with offices in the City of Toronto. 


H. A. Watkins has been appointed by the Bridgeport Brass 


»., Bridgeport, Conn., as its metropolitan district sales man- 
ager with headquarters in the Pershing Square building, 
New York. 

R. R. Cuthbertson has joined the sales force of Stocker- 


Rumely-Wachs Co., Chicago, machine tool dealer. He was 


formerly manager of the Chicago office of Manning, Maxwell 
& Moore, Inc. 

Dixon C. Williams, president of the Chicago Nipple Manu- 
facturing Company, Chicago, returned home just before the 
Christmas holidays after an extended business trip through 
the southeastern states and Cuba. 

William S. Kerr, manager of the tackle block department 

The Upson-Walton Co., Cleveland, plans to leave on Jan- 
uary 5th for a business trip to the West Coast. He plans to 
stop over for two days in Chicago. 


Fred S. Snyder, assistant sales manager, Crescent Belt 
Fastener Co., New York, was in Chicago during the first 


week of December on a business trip. 


He also visited St. 
Louis before returning 


to the home oflices. 

Jr., treasurer, Henry Disston & Sons, Ince., 
Philadelphia, and George Satterthwaite, vice-president of the 
same company, have been nominated councillors of the Ameri- 
can Management Association for 1926 and 1927 


Jacob Disston, 


George Puchta, president, The Queen City Supply Com- 
pany, Cincinnati, was confined to his home recently with a 
severe attack of grippe, and during the past fortnight has 


been permitted to resume his business activities for a few 
hours a day. 

H. Willoughby the late W. W. Ross as 
president of the Ross-Willoughby Company, Columbus, Ohio, 
and also as manager of the Scioto Valley Supply Company, 
that city. He was formerly vice-president of the former 
company and assistant manager of the latter. 


has succeeded 





Donald S. Whidden has been elected president and treas- 
urer of A. H. Whidden & Son, Inc., Peabody, Mass., dealer 
in hardware and mill supplies, to succeed his father, the late 
H. F. Whidden, who passed away on October 27th. I. S. 
Whidden is clerk of the and A. G. Kimball 
buyer. 


now company 


John J. Hopkins, formerly purchasing agent of the Heck 
Supply Co., New York, dealer in hardware and tools, on No- 
vember Ist became sales manager of the Brodhead-Murphy 
Co., Elizabeth, N. J., mill supply house. Mr. Hopkins had 
been with the Heck Supply Co. since the latter was organized 
six years ago. 

Joseph Wainwright, the new general sales manager of 
the machinery department of Manning, Maxwell & Moore, 
Inc., New York, has been associated with the company for 
the past 18 years. He has served as manager at the Detroit, 
Boston and Philadelphia offices at various times, and for the 
past year has been eastern sales manager of the machinery 
department. 

F. A. Morrison, Sr., secretary, Mason Regulator Company, 
recently returned to the home offices at Boston from a busi- 
trip to the Pacific Coast, where he visited the com- 
pany’s San Francisco office at 606 Howard street, and con- 
ferred with George B. Allen, Pacific coast manager of the 
company. Mr. Morrison reports business good on the coast. 
On his way home he stopped for several days at the Power 


ness 


Show in New York, where the Mason Regulator Company 
had an exhibit. 
Oliver Stangland, formerly sales manager of the Colonial 


Supply Company, Pittsburgh, spent the Christmas holidays 
in Chicago. Mr. Stangland is now with the Bond organiza- 
tion, establishing and developing distributors for the new line 

standard stock gears for the Charles Bond Company, of 
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A Rare Combination 
of Salable Features— 


All products boast of some one 

or two exclusive features; few, 
however, combine the good fea- 
tures of all. 
The Wright Improved High 
Speed Hoist is an assembly of 
every good and highly salable fea- 
ture known to hoist manufactur- 
ing and designing. It is the ex- 
ceptional hoist from a sales stand- 
point for the dealer, and from the 
service standpoint for the user. 

A ball bearing detachable lower 
swivel hook, a ball bearing steel 
driving pinion of S. A. E. steel, 
and a special chain guide which 
is a positive protection against ac- 
cidents are only a few of its 
21 points of engineering  su- 
premacy. 








Why not profit by the greater pop- 
ularity enjoved by the Wright Hoist? 
Literature? 





IMPROVED HIGH SPEED HOIST 


Light Duty Line Shaft 
Self-Oiling Friction Clutch Pulley 





This Edgemont Clutch has an improved 

expanding type friction with metal to 

metal contact and simple adjustment for wear. The 
value of this clutch pulley in line shaft duty has been 
so widely acknowledged by mill, factory and machine 
shop operators that the old system of tight and loose 
pulleys and belt shifting has become almost obsolete. 
Stock sizes range from 10” to 24’’ diameter. 

For a more complete description and other types of 
Edgemont Clutches, ask for our complete catalog. 


The Edgemont Machine Co., Inc., Dayton, O. 


agemont 


Friction Clutches 




















/ VICTOR SPECIAL 
FLEXIBLE BLADE 


When an automobile mechanic needs a cut- 
ting done in close quarters, as is usually the 
case on motor car work, the Victor Special 
Flexible Blade renders invaluable service. 
This blade is practically unbreakable and 
affords cutting of tough materials at awkward 
angles. 


Write Us for Free Sample of this 
“Wonder Blade” 


VICTOR SAW WORKS, INc. 


MIDDLETOWN, N. Y. 























CRESCENT WOOD WORKING 
MACHINES 


are efficient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 
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Philadelphia, and for truck casters and roller bearings for 
the Bond Foundry & Machine Company, of Manheim, Pa. 
His territory comprises all of Ohio, most of Indiana, western 
Pennsylvania and the Ohio river sections of Kentucky and 
West Virginia. 

Thomas J. Williams, president of the recently organized 
Williams & Janney Company, Muncie, Ind., is an alumnus 
of the Carnegie Institute of Technology and formerly was 
master mechanic of the Indiana Steel & Wire Company. His 
partner, H. Lester Janney, secretary and treasurer of the 
company, is a graduate of Purdue University and was en- 
gaged in the contracting business prior to becoming county 
surveyor in his home county eight years ago. The company 
has incorporated with $10,000 capital stock, and has opened 
its warehouse with a line of mill supplies and contractors 
equipment. 





Factory Additions 











The Kuhlman Electric Co., Bay City, Mich., will build a 
factory addition at an estimated cost of $90,000. 

The Illinois Nail Co., 826 Dix street, Chicago, will build 
a factory addition at an estimated cost of $60,000. 

The W. H. Daugherty & Son Refining Co., Petrolia, Pa., 
plans to build an addition to its refinery at an estimated cost 
of $50,000. 

Newark School, Newark, N. J., is considering 
plans for an engineering school addition at an estimated cost 
of $150,000. 

The Hamilton Autographic Register Co., 416 Ross avenue, 
Hamilton, Ohio, is building a factory addition at an estimated 
cost of $50,000. 


Technical 


The Shelbyville Desk Co., Shelbyville, Ind., is considering 
plans for a factory addition to be erected at an estimated 
cost of $60,000. 


The Milwaukee Die Casting Co., 295 Fourth street, Milwau- 


kee, plans to build an addition to its plant at an estimated 
cost of $100,000. 
The Brooklyn Union Gas Co., Brooklyn, plans to build a 


new artificial gas works in Long Island City at an estimated 
cost of $1,700,000. 


American Brown Boveri Electric Corporation, New York 
City, plans additions to its St. Louis works at an estimated 
cost of $1,500,000. 


Bonney Forge & Tool Works, Allentown, Pa., has broken 


ground for an addition to its plant. 


The new building will 
be 110 by 200 feet. 


The Dempster Equipment Co., 712 Walnut Street, Knox- 
ville, Tenn., will build a locomotive repair shop at an esti- 
mated cost of $70,000. 

Standard Underground Cable Co., Arcade building, St. 
Louis, is building a two-story factory addition at an esti- 
mated cost of $40,000. 

The Cincinnati Manufacturing Co., 1900 Gest Street, Cin- 
cinnati, plans to build an addition to its plant at an esti- 
mated cost of $100,000. 

The Wisconsin Public Service Co., Green Bay, Wis., will 
build a new power plant and transmission system at an esti- 
mated cost of $1,500,000. 

The board of education, Philadelphia, is considering plans 
for the erection of a manual training high school at an esti- 
mated cost of $1,000,000. 

The Bishopric Mfg. Co., Cincinnati, manufacturer of wall- 
board products, is building an addition to its factory at an 
estimated cost of $60,000. 

The Brake Co., 401 North Anthony street, Ham- 
mond, Ind., will begin work on two new plant additions at an 
estimated cost of $100,000. 


Jendix 


The Kimball-Tyler Co., 261 South Eighth street, Baltimore, 
cooper, has awarded contract for additions to its plant at an 
estimated cost of $200,000. 





The W. M. Ritter Lumber Co., Columbus, Ohio, plans addi- 
tions to recently acquired mills at Barrett, W. Va., at an 
estimated cost of $200,000. 


The Inland Empire Paper Co., Millwood, Wash., plans to 
build mill additions and to make other improvements at an 
estimated cost of $2,500,000. 


Brown Brothers, Inc., Gardner, Mass., manufacturer of fur- 
niture, recently awarded contracts for a factory addition at 
an estimated cost of $80,000. 


The Cannon Manufacturing Co., Kannapolis, N. C., plans 
to build an addition and power house at its cotton mills at an 
estimated cost of $2,000,000. 

Erie Lithographing Co., Erie, Pa., is considering plans for 
rebuilding the portion of its plant recently destroyed by fire 
with loss estimated at $85,000. 

The Philadelphia Rubber Works, Inc., Land Title Building, 
Philadelphia, will build a new factory near Norristown, Pa., 
at an estimated cost of $375,000. 

The Ted Toy-Lers, Inc., 55 South Water street, New Bed- 
ford, Mass., toy manufacturer, will build a factory addition 
with loss estimated at $200,000. 

The American Sugar Refining Co., New York, is said to be 
planning to build additions near its refinery in Brooklyn at 
an estimated cost of $2,000,000. 

Flynn & Emrich Co., 205 North Holliday street. Balti- 
more, stoker manufacturer, will build a one-story foundry 
at the estimated cost of $55,000. 

The Fertilizer Co., Stock Exchange building, 
Baltimore, will build a new works to replace the portion of 
its old plant destroyed by fire recently, the estimated cost be- 
ing $175,000. 

The West Coast Fertilizer Co., Tampa, Fla., is considering 
rebuilding the portion of its works recently destroyed by fire 
at an estimated cost of $100,000. 

The Long Mfg. Co., East Grand boulevard, Detroit, manu- 
facturer of automobile radiators, is building a factory addi- 
tion at an estimated cost of $50,000. 

The Cold Spring Granite Co., Cold Spring, Minn., may 
rebuild its power house and machine shop, recently damaged 
by fire, with loss estimated at $100,000. 

The Northern States Power Co., Minneapolis, will build 
additions and extend its system, using portion of a recent 
$8,500,000 bond issue for the purpose. 


Summers 


The Fort Worth & Rio Grande Railway Co., St. Louis, will 
rebuild the portion of its locomotive works at West Tulsa, 
Okla., at an estimated cost of $60,000. 

The Bell & Howell Co., 1803 Larchmont avenue, Chicago, 
will build a six-story addition to manufacture moving picture 
machines, the estimated cost being $300,000. 

The General Tire & Rubber Co., East Market street, Akron, 
Ohio, plans to build additions to its branch plant at Fort 
Worth, Texas, at an estimated cost of $90,000. 

The Southern Fertilizer & Chemical Co., Savannah, Ga., is 
considering plans for rebuilding its plant which was destroyed 
by fire recently with loss estimated at $800,000. 

Oneida Machinery Company, Oneida, Tenn., has awarded 
a contract for a new machine shop to The Austin Company, 
Cleveland, Ohio, the building to be 75 by 142 feet. 

Empire Cotton Oil Mill Co., Valdosta, Ga., is considering 
plans for rebuilding the portion of its plant destroyed by 
fire November 28th with loss estimated at $100,000. 

The S. M. Parker Lumber Co., Cordesville, S. C., plans to 
rebuild the portion of its sawmill and cooperage plant which 
was destroyed by fire with loss estimated at $200,000. 

The Alexandria Ice & Cold Storage Co., Alexandria, La., 
plans additions to its plants and the erection of a new ice- 
manufacturing plant at a total estimated cost of $250,000. 

The Red Star Yeast & Products Co., 79 Buffalo Street, 
Milwaukee, will build an addition to its power plant and 
make other improvements at an estimated cost of $75,000. 


The Southwestern Sash & Door Co., Maiden Lane, Joplin, 
Mo., is rebuilding the portion of its mill destroyed by re- 
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ELECTRICAL TOOLS & EQUIPMENT 


preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 


small, hig 
25 to 50 per cent below th 


best investment of th the 
purchase of a Marathon and 


Buffer.. Write for Bulletin. 
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SOLD BY MILL SUPPLY JOBBERS 


MARATHON 
Grinder and Buffer 


This outfit is ideal for grinding tools, 


Our specialization in the production of 










aKeS OUr prices 


. Your 





We fully co-operate with mill supply houses. 


MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 





GtrandD 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 


Several sizes 





Catalog Upon Request 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lineoln St. 
Chicago, Ul. 
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Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Meotor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


PIONEER frctuc DRILL 
ELECTRIC 

Light weight, yet sturdy. Heat } 

treated alloy steel gears. Every 

tool inspected and tested. New 

type of ventilating fan. Rugged 
motors Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 

The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 


Louisville Electric Mfg. Co 


Louisville, Kentucky 








i 
Ball Bearing Lyuipped, but cost 
no more than the plain bearing 
tools now on the market. 








1525 Freeman Avenue 


Built for the Work! 
‘$20.00 She Cincinnaly 


15” Size 
$58.00 ( ? line of portable 


drills, grinders and buffers 
is complete, including all 





electric 


types, sizes and prices for 
every purpose. 

Write for complete catalog 
and Jobbers’ proposition. 





The Cincinnati Electrical Tool Company 


Cincinnati, Ohio 
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2256 West Ohio St. 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 


more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable — Electric 


soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 

The Bodine is made in % H.P. 
and %H.P. Equipped with bail 
bearings, heavy wheel guards, ad- 
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justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving 


The price is reasonable. 


We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 





Chicago, Ill. 
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Ball Bearing Portable Blower 


—— 
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6 1, lb. 

Air 

Cooled 

BALL \ 
BEARING 
Motor 


$40.00 
Net jonas 


Retail 
Soft Rubber Nozzle 

This “MARVEL” Portable Blower is designed for blowing 
dust and dirt out of MOTORS, GENERATORS, SWITCH 
BOARDS, LOOMS, KNITTING and other TEXTILE 
MACHINERY, as well for GAS BLOW PIPES, GAS _ FUR- 
NACES, etc fas 20 feet high grade cable and armored plug. 
Perfectly balanced Has TOGGLE SWITCH in handle, oper- 
ated by thumb. Gives 16” water column pressure. 

Note the Metal Conduit carrying wires from motor to handle. 

Motor operates at 10000 R.P.M. on BALL BEARINGS. This 
Blower is a great time and labor saver, and its mechanical and 
electrical design gives assurance of a very long life, with a min- 
imum of attention 

Made with UNIVERSAL motors 
(A.C. & D.C.) for both 110 volt 
and 22( volts. SHIPPING 
WEIGHT 18 lbs Shipped on 10 
days’ trial, ANYWHERE. 


Sell them to your customers. Write 
for Dealers’ Discount, mentioning 
this advertisement. 
MANUFACTURED BY 
ELECTRIC BLOWER 
COMPANY 
352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 
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cent fire, the estimated cost of the new structure being 
$65,000. 

The Russell-Burdsall-Ward Company, Port Chester, N. Y., 
manufacturer of nuts and bolts, has awarded a contract for a 
wire mill at its Rock Falls, Ill., plant to the Austin Company, 
Cleveland. 

The Alpha Portland Cement Co., Easton, Pa., is reported 
to be planning to build a new power plant and to make 
other additions to its plant at Ironton, Ohio, at an estimated 
cost of $900,000. 

The Jenkins Township School 
Pa., may install a manual training 
school, plans for which are being 
cost being $115,000. 


District, Port Blanchard, 
department in a new high 
considered, the estimated 


The United Light & Power Co., 120 Broadway, New York, 
plans to make improvements in some of its plants and struc- 
tures, using portion of the proceeds of a bond issue of $12,- 
500,000 for the purpose. 


The International Harvester Company, Chicago, has 
awarded a contract to The Austin Company, Cleveland, for 
a new unit at its Milwaukee plant to cost approximately 
$125,000. The Austin Company has agreed to have the work 
completed by January 15th. 

The Mt. Hope Finishing Company, North Dighton, Mass., 
dyer of cotton and silk goods, is building an addition to in- 
crease its floor space by 35,000 square feet. The Austin 
Company, Cleveland, has the contract and has agreed to com- 
plete the building in 55 working days. 





New Factories 
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The Purity Ice Cream Co., 


504 West First street, St. Louis, 
will build a new plant at 


an estimated cost of $250,000. 


The Seyler Lumber Co., Bluefield, W. Va., plans to build a 
new woodworking plant at an estimated cost of $75,000. 

Princeton University, Princeton, N. J., plans to build a 
new engineering laboratory at an estimated cost of $500,000. 

Klectric Storage Battery Co., 1536 Bush street, San Fran- 
cisco, Will build a new factory at an estimated cost of $125,- 
000. 

The Crucible Steel Castine Co., 612 Clinton street, Milwau- 
kee, will build a new factory at an estimated cost of $350,- 
O00. 

The Piedmont Ice & Coal Co., Greensboro, N. C., plans to 
build a new ice-manufacturing plant at an estimated cost of 
855,000. 


The Michigan Clay Products Co., Lansing, Mich., will build 
a new plant at Williamson, Mich., at an estimated 
$75,000. 


cost of 


The Colorado Ice Company, Colorado, Texas, will build 
a new ice-manufacturing plant at an estimated cost of 
$85,000. 


The Cummins Engine Co., Sixth and Jackson streets, Co- 


lumbus, Ind., will build a new factory at an estimated cost of 
£100,000. 


The G. N. Easton Corporation, San Francisco, manufac- 
turer of cans, will build a new plant at an estimated cost of 
$1,000,000. 

The Prentice Packing & Cold Storage Co., Yakima, Wash., 
will build a new refrigerating plant at an estimated 
of $65,000. 


cost 


The Crystal Ice Co., 908 Fifth avenue, St. Petersburg, Fla., 
plans to build a new ice-manufacturing plant at an estimated 
cost of $175,000. 

Jacob E. Decker & Sons, Mason City, Iowa, will build 
a new refrigeration plant and cold storage at an estimated 
cost of $100,000. 

The McIntosh Mills,, Inc., Newman, Ga., plans to build 
a new cotton yarn mill and power house at an estimated 
cost of $100,000. 
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J. J. Williams, Cordele, Ga., is heading a company to build 
a new hydroelectric plant on the Flint river at an estimated 
cost of $300,000. 

The Republic Tool Products Co., Brandt and Valley streets, 
Dayton, Ohio, is building a new four-story factory at an esti- 
mated cost of $60,000. 

The Richard R. Lloyd Co., 105 North Twenty-second street, 
Philadelphia, will build a new woodworking factory at an 
estimated cost of $70,000. 

The Massachusetts Wharf Coal Co., 30 Kilby street, Bos- 
ton, plans to build a service, machine shop and garage at an 
estimated cost of $60,000. 

The Vernon Electric & Ice Co., Vernon, Texas, is reported 
to be planning to build a new ice-manufacturing plant at 
an estimated cost of $200,000. 

The Philadelphia Rapid Transit Co., Philadelphia, has 
plans for a new car construction and repair shop to be built 
at an estimated cost of $1,750,000. 


The Bennet Lumber & Mfg. Co., Sedgwick street, Mill- 
vale, Pa., is building a new woodworking plant and planing 


mill at an estimated cost of $50,000. 

The Standard Oil Co., Mason City, Iowa, will build a new 
machine and repair shop in connection with an oil storage 
plant at an estimated cost of $85,000. 

The Department of Transit, Philadelphia, will build a ter- 
minal yard and repair shops for its Broad street subway 
system at an estimated cost of $1,250,000. 

Motor Improvements, Inc., 365 Frelinghuysen avenue, New- 
ark, N. J., will build a new factory at the corner of Freling- 
huysen avenue and Empire street at an estimated cost of 
$200,000. 

The Witherspoon Co., 104 Barwise street, Wichita Falls, 
Texas, is considering plans for building a new cold storage 
and refrigeration plant at an estimated cost of $65,000. 

The Monticello Cold Storage Co., 33 Watkins avenue, Mid- 
dletown, N. Y., may build a new cold storage and refrigera- 
tion plant at Monticello at an estimated cost of $50,000. 

The St. Louis Trunk Hardware Mfg. Co., 
st. 


609 Chouteau ave- 
nue, Louis, is considering plans for building a new fac- 
tory on the Union boulevard at an estimated cost of $170,000. 

The Parker-Young Co., 131 State street, Boston, has tenta- 
tive plans for a power house, 


tures near Waterville, 


machine shop and other struc- 
N. H., at an estimated cost of $50,000. 

The Old Dominion Distillers Corporation, National Bank 
of Commerce building, Norfolk, Va., plans to build new works, 
to include a power house and machine shop, at an estimated 
cost of $250,000. 

The Anderson Manufacturing Company, 803 North Con- 
gress street, Jackson, Miss., will build a new furniture fac- 
tory at an estimated cost of $100,000. The company 
recently organized. 


Was 


International Rayon Corporation, 171 Madison avenue, New 
York, will build a power house and machine shop at a new 
silk mill to be erected at Elmira Heights, N. Y., at an esti- 
mated cost of $1,200,000. 

The Standard Oil Co. of Indiana, Indianapolis, has awarded 
contracts for a new distributing plant to include a machine 
shop, forge shop and other repair departments, the estimated 
cost of the project being $150,000. 





Increased Capital 











Inland White Lead Co., Chicago, has increased its capital 
stock from $150,000 to $450,000. 

Flexible Steel Lacing Company, Chicago, manufacturer 
of belt fasteners and other products, recently increased its 


capitalization from $25,000 to $500,000. 

M. & V. Tank Co., Wichita Falls, Texas, has increased 
its capital stock from $50,000 to $150,000, and will use por- 
tion of the proceeds for plant expansion. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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will increase your 
a vise sales 
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SONY TIOH 


Send for 
Catalog and 


Terms 


HOLLANDS MFG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


\ WIZARE=Sy | 
pl ty \szee | 
Gaasettieall to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Keyless 
Ball 
Bearing 


Drill Chuck 


Drop us a line requesting de- 
tails of our cooperative adver- 


tising. It will pay. 


Eastern Tube & Tool Co., Inc 


Hand 594 Johnson Ave. Brooklyn, N. Y. 


Operated No Key 


The “Blakeslee” Non-Auto- 
matic Water Jet Pump 


A simple and cheap apparatus for removing 
water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 
No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 


Blakeslee Makes and Guarantees It. Wise 
4 om Dealers Sell It. Shrewd Men Buy It. 
y Write for Bulletin No. 28 with full information. 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, Ill. 








MASON 


Reducing Valves 
Are Standard 


Do You Carry Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of new pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 








Sell "al Clutches in 1926 


Improved business conditions will mean more machinery and 
replacements sold. We have specialized on clutches for 29 
years and can offer you a profitable sales proposition on a re- 
liable, well known friction clutch that will satisfy every cus- 
tomer who buys one or more. And our engineering service 
will help you sell. Write now. 


A. L. Schultz & Son, 1675 Elston Ave., Chicago 


Every mill supply house 
should stock and catalog— 
DAVIS VALYPE 


STEAM SAVERS SINCE 1875 


SPECLAILTLES 


Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 

Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 


Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 
408 Milwaukee Ave., Chicago 


A slater Line for Supply Houses 


Every supply house that sells 
valves can have a profitable 
business in METALLO 
Valve Discs. They are heavy 
copper shells filled with com- 
pressed asbestos—an elastic, 
resilient cushion that closes 
tightly on the valve seat. 
Used on high pressure steam, 


Made with 


Square or 


Round Hole. 5 m hot and cold water, gas, air, 
* ¥ y 6Coil, etc. Best for all disc 
Free Sample renewals. 

to Jobbers. 


S nd for fine new cataloy 
howing our complete ling 
METALLO GASKET CO. 
New Brunswick, N. J. 
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New Corporations 











The Carpenter Mfg. Co., Medford, Mass., $50,000, to manu- 
facture electrical appliances; incorporators: Guy C. Carpen- 
ter and others. 

Rawlins Boiler & Tank Works, Rawlins, Wyo., $50,000, to 
manufacture boilers and tanks; incorporators: F. F. Shree- 
man, H. C. Orville and P. L. Withers. 

The Screw Products Corporation of America, Taunton, 
Mass., $2,000,000, to manufacture screw machine products; 
incorporators: Bion C. Pierce and others. 

LeCompte Gravity Lock Lifter Co., Oklahoma City, Okla., 
$50,000, to manufacture lock appliances; incorporators: E. J. 
LeCompte, 226 West Fourteenth street, Oklahoma City, ani 
others. 

Wright Mfg. Co., 231 LaSalle street, Chicago, $100,000, to 
manufacture flush valves, faucets and other plumbing prod- 
ucts; ineorporators: D. L. 


Johnson, Warren C. Wright and 
John M. Campbell. 
The Frank Mossberg Corporation, Attleboro, Mass., $94 - 


250, to take over the Frank Mossberg Co., manufacturer of 





wrenches and tools; incorporators: Edward C. Mack, Jr., 
Salem, Mass., Charles C. Gammons, Cohasset, Mass., and 
others. 

; Field Notes ' 
’ ( 








E. W. Reid Supply Company, Adams, Mass., dealer in mill 
supplies, has discontinued business. 


Reading Engineering Works, Reading, Pa., has removed 


from 116 Washington street to a new location at 32 North 
Second street. 
F. E. Taylor, president, Merrill Machinery & Supply Co., 


Merrill, Wis., announces that Gustav F. 


Fandre is now buyer 
for his company. 


Gilreath-Dodgen Hardware Co., Ine., has succeeded the 
Lumpkin Hardware Co., Cartersville, Ga., dealer in hardware 
and mill supplies. 

Clifton B. Drake, Philadelphia, dealer in tools, mill and 
mine supplies, has moved from 23 North 10th street to 507- 
513 Cherry street. 

The American Oil Burner Association will hold its third 
annual convention and exposition at the Book Cadillac hotel, 
Detroit, April 6, 7 and 8, 1926. 

C. T. Patterson Company, New Orleans, mill supply house, 
has moved from its former location, 801 Tchoupitoulas Street, 
to larger quarters at 800 South Peters Street. 

McWane Cast Iron Pipe Co., Birmingham, recently opened 
a Chicago sales office in the Continental-Commercial Bank 
building, Chicago, with Shirley Harris as manager. 

The Power Equipment Company, Minneapolis, has been 
appointed representative in Minneapolis territory for the 
Foote Brothers Gear & Machine Company, Chicago. 

The Wheeling Machine Products Co., Wheeling, W. Va., 
has purchased the old city water works property and plans 
to utilize it for the production of steel pipe couplings. 

The H. M. Myers Shovel Co., Beaver Falls, Pa., has 
been acquired by the Ames Shovel & Tool Co. and will be 
consolidated with the latter company’s Anderson, Ind., plant. 

Van Deren-Bain Hardware & Supply Co., Ine., has  sue- 
ceeded the Lexington Mine & Mill Supply Co., Lexington, 
Ky. The company stocks hardware, mine, mill and electrical 
supplies. 

Dodge-Haley Co., 14 Hurley street, Cambridge, Mass., is 
extending and featuring its lines of tools, according to an 
announcement from Charles L. 
the company. 


Ray manager of gas plants, Air Reduction 
Sales Company, New York, was elected president of the in- 


Fellows, general manager of 


A. Sossong, 
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ternational Acetylene Association at its recent annual meet- 
ing in Chicago. 

Walworth Company, Boston, has changed its Chicago 
branch headquarters from its former Desplaines street quar- 
ters to 2436 West 15th street, the Kelly & Jones Company’s 
branch location. 

The Norton Company, Worcester, Mass., has purchased 
the two-story building at 9-11 North Jefferson street, Chi- 
cago, part of which the company has been occupying as 
its Chicago sales branch. 

Harron, Rickard & McCone, South San Pedro street. 
los Angeles, branch of the San Francisco company, now has 
10 salesmen covering its territory, according to a report from 
A. B. Todd, branch manager. 


995 
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Georgia Supply Company, Savannah, Ga., reports that the 
following is now the correct list of its officers: President, W. 
S. Blun; vice-president and manager, J. H. Haslam, Jr.; sec- 
retary, John T. Evans; treasurer, J. F. Sullivan. 

The Walraven Co., 36-38 West Alabama street, Atlanta, 
reports that it has added a line of builders’ hardware and 
contractors’ supplies, and has increased its capital to $64,000. 
J. H. Franklin is buyer for the builders’ hardware depart- 
ment. 

Poughkeepsie Mill Supply Co., Poughkeepsie, N. Y., re- 
cently removed from its old quarters at 16 Cannon street to 
a new location, 362 Main street. The company, which was 
organized in 1921, stocks mill and electrical supplies and ma- 
chinery. 

Emanuel M. Katz, formerly with the Dimock & Fink 
Company, New York City, has resigned his position to enter 
business for himself as a jobber of plumbing, heating, 
engineers’ and mill supplies, with headquarters at 2313 
Third avenue, New York City. 

The Philadelphia Shovel Company has been organized to 
manufacture hand shovels and 


scoops and will have a fac- 
tory at Tacony and Sanger streets, Philadelphia. The of- 
ficers of the company are: President and treasurer, Lyn- 
ford Rowland, Jr.; secretary, A. M. Stearne. 


L. H. Gilmer Co., Philadelphia, manufacturer of belts, re- 
cently announced that it is installing new equipment for the 
manufacture of rubber belts, in order that all processes from 
the raw materials to the finished belts may be carried out 
in its own plant, and also to provide for increased capacity. 

The Johns-Manville, Inc., New York, has purchased part 
of the Pollak Steel Company’s plant in Cincinnati, including 
two manufacturing buildings and an office building, and will 
establish a Cincinnati branch factory. It is the intention of 
the company to later add three additional units, to include a 
paper mili, pipe covering plant and roofing plant. 

The firm of Green & Patterson was recently organized 
with headquarters in the Monadnock building, San Francisco, 
to represent a number of manufacturers, including the Gra- 
ham Bolt & Nut Co. The members of the firm are P. J. 
Patterson and H. B. Green. The latter was formerly San 
Francisco sales agent for the Bethlehem Steel Co. 

Marine Specialty Co., Inc., New Orleans, has moved from 
208 South Peters Street to a new location at 403 South Front 
Street. Frank Viola, formerly vice-president and secretary 
of the company, has been elected president and general man- 
ager, succeeding R. F. Holbrook. 
company are: Vice-president, F. 
M. Myatt. 


the first 10 1925, leather belting ex- 
ports from the United States amounted to 1,088,295 pounds, 
valued at $1,583,517. This increase of 20.8 
per cent in quantity and 16.8 per cent in value over the trade 
of the corresponding 10 months of 1924. 
kets to which increased quantities were 
British India, Mexico and China. 


The other officers of the 
S. Renauld; secretary, A. J. 
Viola; treasurer, J. 

During months of 
represents an 


The principal mar- 
shipped are Canada, 


The United States Electrical Tool Company, Cincinnati, has 


opened a New England office at 514 Atlantic avenue, Boston. 
Ralph E. Bell has been appointed district mangazer for New 
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SPECIALTIES FOR MILL SUPPLY JOBBERS]| | 
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Wh Seeking O ities f l i 
o are Seeking Opportunities for Sales and Profit | | 
| 
} 
ee The ini 
Our Practical Force-Feed | SANDUSKY TOOL CO. FH 
M4 142 Meigs St. 
Lubricators - 
~2) Sandusky, Ohio 
: are universally applicable to steam engines Sascha 
of all types and sizes, steam pumps, air and atabilened 1868 
ammonia compressors. They are easily in- Manufacturers of 
: stalled and adjusted, and feed any grade of i SELF-ALIGNING, STEEL- 
' »il with clock-work regularity. f SPINDLE HAND SCREWS; 
: , { WOOD HAND SCREWS; 
ne o he fastest selling and bes paying ; 
oO Se f “ : oy - = i - = \ Sniitra IRON & WOOD BENCH 
power plant specialties on the market today. , v ie oo 
: ' SCREWS; SEMI-STEEL & 
They are now stocked and sold by hundreds j WOOD PLANES; PLANE 
of Mill Supply Jobbers. If you are not one | IRONS & MACHINE 
' of the number, let us mail catalog and sub- ‘ KNIVES; WOOD MAL- 
: mit our proposition for 1926. LETS; COOPERS’ WOOD 
the : TOOLS; AND EYE, SHANK, 
Sure-Shot Write today. Mention Mill Supplies. & GOOSE-NECK HOES 
Lubricator 7 “ LS. } 
cccsneennaenansiasnona MFG. CO., viii Minn. Write for Catalog " | 
i 
. . — a a } 
The “Economy” Thumb Screw is similar to 
ar aa ee ad machine screw, threaded up to the one belt sale> Re speat 
j ea steel key is forced into the slot of the orders are the ones that 
snail . ‘he re. 
; re ressure and oe t | a Bin nt make money for you. 
| t l 4 ith wide Dinding sur- . 7 ’ . % 
rz roe reads ond bright tacthle Saleh. AMERICAN belting de 
; = x Ple schanic who has i to work ' livers complete satisfac 
== vit ind malleable thumb screws. { tion and = our prices 
| a= N delat pr ylete stocks of all f leave yee as ood mar 
i = A 4 ir br A good j gin of profit. 
H ~= Ser Dea Sa le i 
i Ss AMERICAN LEATHER 
| f 
ECONOMY SCREW CORPORATION cum BELTING Co. 
ee ae P ter 1 } 1 Iron | itn Manufacturer Leat 
’ Va reu Washes i Idering erminals f Beltit 
| ° | 1455 West Congress St. 
5215 Ravenswood Ave., Chicago, Ill. | CHICAGO 
= = j 
i 5 
| 2 Pre Pipe MACK . 
i ’ , 
ici sible Sati M M 1pS 
| A A 
Cc L 
K K for 
MAC K 
Good for 10,000 or more rivets 
Price Now 40 cents each 
Send for free trial clip 
LBEOS FERCO- =< Lovejoy Tool Works, 328 W. Ohio St., Chicago 
j 
‘ ° *,° NV 
Champion Motor Driven Sensitive Bench J) 19 -_ 
a A =o: 
7 Drill No. 50E Gla nee AC } hey 
| | WAS ¢ 
ly compact and stocky Drill, fo Pa 
j illy useful in garages, pattern and AN 3 r 
i or where light and rapid ) 
t ng ag done T aciaieath yon 5 oh DEGASS 
{-H.P. Motor at 1750 R.P.M., driving oa 
| tw pe Thee ame y; giving two speeds Ves! the $4 1 GOOD TORCH 
i re arirvig ° Pt pabed oe, : By In fact we believe it is better than the best 
| - ie te kee Snr Senaeny. Gs bat forch made by our competitors. A glance 
5 Furnished as a complete pace will show you that skilled mechanics built 
/ : : pBie preie> : tig: baa site ind we guarantee it in every way. If 
i Dr All narte aecuratels machined and cual your needs do not warrant the little extra 
unteed cost of the No. 208 or the No. 32, buy the 
Write for catalog No. 144 You can depend upon it to do 
itisfactory work ; 
Champion Blower & Forge Co. Jobbers supply at factory price 
) Lancaster, Penna. No, 144 Torch CLAYTON & LAMBERT MFG. eo. 
i Ask for latest price 6257 Beaubien St., DETROIT, MICH, 
When iting to Advert pl » mention Miii Supp ties. 
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England, and will have charge of this new office. The com- 
pany has also recently announced that the American Equip- 
ment Company, Detroit, has taken on its line of electrical 
drills, grinders and polishers for Detroit territory. L. F. 
Goodson is president of the American Equipment Company, 
and G. F. Goodson is secretary, treasurer and manager. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion Count nine words to a line 


JOBBERS WANTED 


LEATHER BELTING 
JOBBERS WANTED 


For an attractive co operative 
proposition with an established and 
highly rated Vanner 


Write 


Te 
Phe, 


and Manutac 
turer. No. 844, care Mini 


South Dearborn St., 


SALESMEN WANTED 
WANTE)) 


Salesmen calling regularly on mill and machin- 


ery supply dealers and jobbers to sell high grade line of 
grinding wheels as side line on commission basis. Have 
supplied largest distributors for over 30 years. Choice ter- 
ritory now open. Two small samples in case. Address <A. 


Goodrich, Inc., 1500 West Madison Street, Chicago. 


; SITUATIONS WANTED 


WANTED—Position by salesman with 20 years broad ex- 
perience in mill, mine, railroad, electrical, machine shop sup- 
plies and non-ferrous metals. 


training. 


Office experience, mechanical 
Dependable, capable, character habits correct. Long 
desirable acquaintance all classes of trade, middle western 
and southern territory. r.. @. 
764, St. Louis, Mo. 


Address Salesman, care s0X 


STORE MANAGER WANTED 


WANTED—Man to take charge of store for mill and 
plumbing supply in Western New York. Must know 
the lines. State experience, age and references. Address No. 
842, care MILL Suppiirs, 537 S. Dearborn St., Chicago. 


house 


BUSINESS OPPORTUNITY 


WANTED—FExperienced salesman with $10,000 to take 
half interest in business in middle South manufacturing saw 
mill accessories and selling through mill supply and hard- 
ware dealers. Address No. 843, care MILL SUPPLIES, 
South Dearborn St., Chicago. 


hed 
ood 


FOR SALE 


FOR SALE—Stock of Guenther Governors, for steam 
engines by Mid Western Jobber. A-1 condition; no sacrifice, 
write for list and prices. Address No. 841, care MILL Sup- 
PLIES, 5387 S. Dearborn St., Chicago. 





JESSEPH SAW TOOL 


Manufacturers of 


AAA Swedish BAND SAWS 


For Wood and Metal. Best on Earth. 
6919 E. Jefferson Ave. 


Write for Jobbers’ Discounts, 
Detroit, Mich. 
Od 























Write for 
proposition 


SUPPILUES - 
Skinner Utility Reseater 
_ The only com- 
ia plete bibb and 
small valve Re- 
seater. 


M. B. SKINNER CO., 562 Washington St., Chicago 
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1133 
Canal 1530 


Manufacturers of 


SANITARY WIPING RAGS 

NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 


2137-43 S. Loomis St. 


rome FY 


PPh gi 


Nothing Takes the Place 


of Good Performance 





Any product entering a field already consid- 
ered crowded must have unusual merit to e:tab- 
lish itself in a few years. 


This the record of STANLEY SOLID 
WOVEN COTTON BELTING. The path was 
not easy. STANLEY had to make good in places 
where other belts had failed. 


But STANLEY did it! 


place of good performance. 


A growing group of leading jobbers have 
offered the good performance of STANLEY to 


their trade. Complete data upon request. Write! 


is 


Nothing takes the 


, 


Stanley Belting 
Corporation 


15. N. Jefferson st., 
CHICAGO 


sed 


e 
‘ 


petrt: 


f 


320 Broadway, 
NEW YORK 


ePa terre 
reretes rive se ret 


PRESETS 


i 





pee pep Pe eer HS rpiy 


CrLeEPRE PEF ETE 


. re)? , 
PPKrh est ere 


The Chicago Sanitary Rag Co., Inc. 


Reps 


























DIENER FIRE EXTINGUISHER 


AND SAFETY FIRE APPLIANCES 
Approved and Labelled by 
Underwriters Laboratories, Inc. 

Reliability 
should be the first con- 
sideration in regard to 
fire fighting appliances. 
Diener Extinguishers 
are reliable. 
Soda-Acid Extinguish- 
ers. Pump- Tank Ex- 
tinguishers. Non-Freze 
Extinguishers. 





Write for Complete 
Catalog 

ving Fire Extinguish 

Oily Waste Cans, 

Ex S10 Cans, Safety 





Cans, Shop Cans, et 








RODUCTS ARE SOLD THROUGH JOBBERS 
GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. 








CHICAGO, ILL. 





The popularity of “Tor 
rid Blow Torches made 
by Diener was estab 
lished by super quality, 
right price and fair deal 


Jobbers selling t h em 
have our full coopera 
tion 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze body 
for 200 Ibs. pressure Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 





No. 780 














GENUINE 


A 





Self Lubricating - Anti-Frictional 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Sole Vanufacturers 

BRANCHES 
228 W. Fourth St., Los Angeles 
2428 Riverside Drive, Minneapolis 


3road St., New York 


19 
19 Broad St., Boston 


















A REGISTERED 
TRADE NAME 


LLDOZER 
POWER 








tinuous self-lubrication, en- 
closed working parts, extra 
large valves and other radi- 
cal departures in design 
and construction, provide 
exceptional power water 
facilities for mill, mine or fac- 
tory—for contractor or high- 
way builder—for oil or gas 
operator. There is a style and 
size for every requirement. 
Ask your jobber or supply 
house, or write us direct for 
catalog and information. 
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ABRASIVE PAPER AND CLOTH BELTING, COTTON, SOLID WOVEN BOILERS, TUBULAR AND WATER TUBE 
i ec ' Hl in Corp tio en Vout M hit 
ACCESSORIES, AUTOMOBILE I} & Textile Beltia BOLTS, NUTS AND SCREWS 
te ce ROnerts: Co BELTING, IMPREGNATED oP a. Stas 
Wi, | Co “s 
in BOXES, 'TOTE 
eee ae ! ea BELTING, LEATHER I Bauer 
ANVILS ee BRACKETS, SINK 
1 Anvil & ol ne C6 2 , N ple M Co, 
M SN BRACKETS, WALL 
APRONS, LEATHER Ril rou & Machine ¢ 
| Vhid Mr: Co, 4 Sc} ("¢ M 
| I. Liadew ' In ! He 1 HH itch M e | 
ARBORS Bb. M . a 1 
BE a TING, LINK — or 
BAnnEDe METALS \ ; > 
He. BEL ING, ROUND BRAKE LINING 
i \ ' } \i ! e 
la Belting ¢ 
I M M ‘ BRASS GOODS, STEAM 
BARRELS, SPREL \ ren +i. HkaReeet is 
l It lou 
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« BELTING, RUBBER | be 
BEARINGS, BRONZE \\ i & Rubber ce Wim. Pe , 
Iu 1 Is & B or ' ae vood Mfr. Ce 
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SS ARINGS, DRONEK, BABMTTED ve Packing « BRONZE BARS, CORED AND SOLID 
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IN i It ‘ Buntin BB BR & | ‘ 
SEARINGS, SHAFT, BABB D Ca 
a ican eae BELTING, THRESHER H « 
” catia © che | & Rubber ¢ BROOMS, FACTORY, WAREHOUSE AND 
M tu RAILROAD 
& Macl M ‘ I polis Brush & B M 
T i Clutel M ) & | I Ie bh i; Of 
i 1 I I ‘ BRUSHES, BENCH, FLOOR, ET 
M ‘ sitet re : napolis Brush & Broom Mfg. ¢ 
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! W BELTING, PRAC rOoR BUCKETS. ELEVATOR 
i. W ls 8 o & Textile B Ts, ELE 
\ { Wel « = hte, 
BEARINGS, SHAFT, BALL BELTING, PWINTE D . Belt ¢ pan 
s. gi i tit ‘ I lew Co Saler Mi Mis Kody ¢ ye t 
: a : I & Textile | nk BURNERS, G SSOLINE AND KEROSENE 
Sos eae as DERE BELTING, WATERPROOLE ton & L Oi 
Leather Belting | Bl ann ‘BRONZE 
BEARINGS, SHAPT, ROLLER Raw M isautina: savannas 
| ds Found ®& Machinery Cc , ; : é rel 
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a OURAN Se, eaecnsys has, A. Schiere CANS, OILY WASTE 
l It rob ring ¢ I \ I S n eh \W\ Tien: M ( 
BELT DRESSING 1 & Textile Belting i REE init ni 
\ Manufacturing BELTS, WELL DRILLING 
1 Belt W Ec. A ‘ I thes rede Meh tee on CANS, REFUSE 
sak blaee Coacee ee eet ee ce ee CANS, SAFETY, GASOLINE 
} Mixol il ‘ s ' ; 
aa. Canna , BENCHES (WORK), JEWELERS te. taaeane Se 
T Mechanical Fi ‘ n | ‘ ‘ 
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hmond | 1 M BENCH LEGS ; Re AR- MOVERS 
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\ } “o | & Ss} Bond Foundry & M hine 
BELT LACINGS, METALLIE M ne 4 : rounary xy 
“al a ame LIE PL a M ne & | CATALOG BINDERS, LOOSE LEAL 
' + I ‘ M ( \ l Heinn Company 
] ] MM pPAN | ) v & M ) \ ‘ Le . ] ‘ 
1 I t Loose ri 
3ELT SHEPTERS 1 ny ¢ 
R. Wood — A | is CATALOGS, SUPPLY HOUSI 
‘ Wi ) ‘ ‘ log S i ( 
BELT TIGHTENERS AS a cry a ee ( 
ods Manu turing Corporation ‘ onnelley & Sons 
Dive WON Chuneay Ae ks BLOWERS, FORGI [The B 1 Sharp Company 
nk-B Rlower & Forge ( CEMENT, ASBESTOS 
Mer ‘ ' I Mat ‘ Ine, 
R. MW BLOWERS, GAS AND OLL COMBUSTION CEMENT. LEATHER BELT 
BELTING, BALATA ' awor (us , ee 
Viet , ta. & Dox beltin 1 1. B. Wi cs 
BELTING, ¢ ANY AS STITCHED BLOWERS, PORTABLE, ELECTRIC ad R. Lad 1 
. ik & Textil Te ' saa 
at Has ted § Pool ee CEMENT, PIPE JOUNT 
ae BELTING, CONVEYOR BLOWERS, PRESSURE wets Diack Cee 
The Diamond Rubber Co. Tn seer CHAIN BELTS 
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CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 
CHEESE CLOTI 
Chicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
CHUCKS, AUTOMATIC 
Eastern Tube & Tool Co., Inc,, “Eastern 
CHUCKS, DRILL 
Eastern Tube & Tool Co., Inc,, ‘“‘Ettco.” 
Morse Twist Drill & Machine Co. 
LAMP FINTURES 
Adjust e Clamp Company 
CLAMPS, BAK 
Adijus ile Clamp Companys 
CLAMPS, BEAM, ADJUSTABLE 
Chicago Nipple Mfg, Co 
CLAMPS, BEL! 
T. B. Wood's Sons Co. 
CLAMPs, “C” 
Armstrong Bros. Tow! Co, 
Brownie Mfg. Co 
The Eberhard Mfg. Co 
J. H, Williams & Co 
ck AMPS, PIPE, 


Co 





EXTENSION 
Chicag Nippl iB 
ces AMPS » PIPE REPAIR 
M. B. Skinne Co 
‘CLEANERS, FLUE 
Sherwood Mfg. Co. 
CLIPS FOR PNEUMATIC sSkTs 
, Ts Wo 
( se ering TS, FROST PROOF 
Jos. A Vogel Co. 
¢ em, ABRASIVE 
CLOTHS, WIPING 
Chicago Sanitary Rag Co., Inc, 


Louisville Sanitary — Co., Inc, 
FRICTION 
ne Ce 
ng Co 
ort r tion 





Fall itch & hinery 0 

The Hill Clutch, Machine & Foundry Co. 
Link-Belt Compan 

The Medart Compan 

The Moore & White Co. 

“The Reeves’’—Reeves Pulley Co. 

A. L. Gebutts & Son 

Valley Ire Wo . 

T. B. Wood's Sons Co. 


COCKs, AIR 





cOocKs, BALI 
ator Co, 
erts Co. 


COCKS, BATH 

Chicago Nipple Mfg. Co. 
COCKS, CORPORATION 

The Wm, Powell Co. 

COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
McRae & Roberts Co, 
“Ohio’’—The Ohio Brass Co, 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co, 


COCKS, STEAM AND SERVICE 
McRae & Hoberts Co. 
The Wm, Powell Co, 
Walworth Company 
The D. T. Wit"liams Valve Co. 
COILS AND BENDS, PIPE 
Chicago Nipple Mfg. Co. 
COLLARS, SHAFT 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co 
Standard Preesed Steel Co. 
Valley Iron Works 
T. B. Wood's Sons Co, 





Link-Belt Company 
COLTMNS, WATER 
Nason Manufacturing Co. 
COMMERICAL DROP FORGINGS 
Fulton Drop Forge Co 
COMPOTND, PIPE JOINT 
Joseph Pixon Crucible Co. 
CONVEYORS, FOR ALL PURPOSES 
H. W. Caldwell & Son Co. 
Link-Belt Company 
COPPERS, SOLDERING 
Mhicago Solder oo 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine (o.. The 
Falls Clutch & Machinery Co. 





| The Hill Clutch. Machine & Foundry Co. 
| The Medart Company 

; 

= — 


COLLARS, SHAFT, MALLEABLE IRON 
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Royersford Foundry & Machine Co, 
zz Wood’s Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
N. A, Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, 
Dodge Mfg. Corp. 
Edgemont Machine Co., Th 
The Hill Clutch, Mac hine & Foundry Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co, 
COVERING, PULLEY 
Chicago Pulley & Shafting Co 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co, 
CUPs, LEATHER 
Chicago Rawhide Mfg. Co 
y rd R. Ladew Co., Ine 
The Watson-Stillman Co, 
CUPs, OIL AND GREASE 
Americ an Injector Co. 


roit Lubricator ¢ 


FRICTION CUT-OFF 


P enberth y Injector Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
D. T. Williams Valve Co 

= PS, GREASE, MALLEABLE IRON 
Link t Company 

CUTTERS, BELT 

C ee Belt “Lacer Company 


Relt Lacer o 
CAS AND WASHER 





¢ CUT TERS 
Edw ee Ww o., Ine 
ct 7 rae Rs, GLASS 
American Saw & gs. Co 
CUTTERS, MILLING 


Ore nd Twist PD Co. 
Morse Twist Drill & Machine Co, 
CUTTERS, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 
Hollands M Co, 
Toledo Pipe Threading Machine Co. 
CYLINDERS, WATER, AIR OR GAS 
National Pate Co 
Wm. B & Sons Co, 
DIE S, THREADING 
Armstrong Bros. Tool Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co, 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
Metallo Gasket Co, 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Too] Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co 
Louisville Electric Mfg. Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co, 
The United States Electrical Tool © 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
The United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Too] Works 
DRILLS, TWIST 
Cleveland Twist Drill Co 
Greenfield Tap & Die Corp, 
Morse Twist Drill & Machine Co, 
Whitman & Barnes Mfg. Co 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
“DROP-FO" VISES 
Fulton Drop Forge Co 
DROP FORGED VISES 
Fulton Drop Forge Co 
DROP FORGINGS, LICHT 


Fulton Drop Forge Co 


DRUMS, CAST IRON 
The Hill Clutch, Foundry & Machine Co, 
The Medart Company 
T. B. Wovd's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co, (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co, 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOLLER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co, 
Lb. T. Williams Valve Co. 
EXHAUST BLOWERS, ELECTRIC 
Electric Blower Company 
EXPANDEKRs, TUBE 
The Watson-Stillman Co, 
Lovejoy Tool Works 
EXPANSION TANKS 
Wm. B. Scaife & Sons Co, 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co, 
EXTENSIONS, TAP 
The Allen Mfg. Co. 
EXTINGUISHER LIQUID 
Geo. W. Diener Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
EYE SHIELDS AND FACE PROTECTORS 
Chicago Eve Shield Company 
FANS, VENTILATING, ELECTRIC 
Electric Blower Co. 
Marathon Ele ! Mfg. Co 
FASTENERS, BELT 
The Bristol Company 
(*lipep I Laveen Con pp Any 
Creac é nt Be It Fastener Ca, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Manufacturing Corporation 
Swartwout Company 


FEEDER VALVES. STEAM HEATING 
BOILER 








Nason Manufa 


turing Co, 


PENCES 
Anchor Post I n Werl 

FILES 
American Swiss File & Tool Co. (Precision, 
diemakers’, toolmakers’ jewelers’, machin- 
ists’) 


The Grobet File Corporation of Amertea,. 
Scandinavian Western Importing Co., Ltd, 
FILLERS, OILER 
P, Wall Mfg. Supply Co. 
FILTERS, WATER 
Wm. B. Scaife & Sons Co, 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 
The Watson-Stillman Co, 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co, 
The Watson-Stillman Co, 
FITTINGS, PIPE. MALLEABLE 
Tilinois Malleable Iron Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
The Watson-Stillman Co, 
Henry Voet Machine Co, 
FLENIBLE SHAFT EQUIPMENTS 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co, 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co. 
The Medart Company 
toyersford rounary & Machine Co. 
B. Wood’s Sons Co 
FLUX, SOLDERING 
Chicago Solder Cc 
FLY WHEELS. CAST TRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
The Medart Company 
Pyott Foundry Company 
T. B. Wond's Sons Co. 
FORGE BLOWERS, ELECTRIC 
Electric Blower Co. 
FORGES. BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Too] Works 
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Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 4 ae : 
| Riveted — Welded — Copper Brazed; 
Plain or Galvanized 
; o - 
; WATER FILTERS and PURIFIERS for every use 
| Range Boilers 
j 
i wen. B. & SONS & 
; 
i FOUNDED PIT TSBUREN 
= | Pines | 
; 
| 
i New York—26 Cortland St. Chicago—38 So. Dearborn St. 
' 
' 
CiL BURNER SYSTEM Ly nt sia 
| cuer Pi 
' e 
Leiman Bros. ij — 
} x Bonen Sarery Contaan— / y A 
f Fue On Yyj 
Rotary Air Pumps ne eee 
' Sais j = rare a a {— 
. oe —— | Wi; 
| For Fuel Oil Burners .  ~= | j; 
; | Nef mini VO 4 ‘ 
/ y ~ S Hel6nT DEPENDS COmBIN AT: 4 i] / \ 
MONG the many uses to ) r ny rene combination GY, \ 
+ which air may be put, AR CHAMBER Lensan Sensl| LA 
RS 9: : Leman Beos | Steanen || (A 
none exceeds in importance the Ae telermey WY 
operation of fuel oil burning _ a teman Bros | va: 4 < eg 
; - wTomatic Owing Base SF = < 4 be se 
furnaces for domestic heating as A NOB 4 Tun Can 
: ne be iT hata VAs Way On BELOW 
well as for commercial pur- eee ee Burne Levee 
poses. Leiman Bros. Rotary gs com Hn lig eL =" | teas | eh 
\ir P ; are especially ~--—~ —— = y EF aie 
| Air umps are especially - oer Brrr ed : cee 
| adapted for this work because ea" Ly 
an Conn . ssc aia 
their unique construction Leman Baos idemeaimaa 
GAS PUCT LignT Conte Ou Buener cian Daes Ou Base Plate Dean 
ACE SHUTTER 70k DRrrings 
enables them to deliver the air in large volume and at the proper pressure. The curved 
wings scoop up the air and push it along to the outlet and it cannot escape or leak back 
because centrifugal force keeps the wings in close contact with the cylinder curved sur- 
face and also with the inside surfaces of the side flanges or cylinder heads. 
This is impossible with most makes of blowers and the system of construction used 
is patented. Nevertheless Leiman Bros. Rotary Air Pumps are not high priced nor even 
priced up to their worth to the user. 
| Once used, a new friend is made. Once rightly selected to do a job, they will always 
| deserve the confidence of the user. 
| Slow speeds, few moving parts, no springs or tips on the wings—just simple powerful 
| efhcient pumps. 
Aerating Solder Iron Heaters Printing Presses 
Agitating Wrapping Machines Mailing Machines 
Singeing Massaging Machines’ Testing Gas 
, — Branding Laboratory Work Fittings 
The interior construction of LEIMAN BROS. BLOWERS Preheating Blow Lamps Removing Foul Air 
and VACUUM PUMPS is so arranged that the wings take Assaying Blow Pipes Supplying Fresh Air 
up their own wear. They are always in perfect contact with —- Glass Blowing Melting 
the cylinder however old the machine may be. This results re a Hat i Pumping Tempering 
in the highest efficiency, and they are the only blowers that teh? Sha esting Meters Blowing Dirt. 
ill ai i his efficiency even after long continual use ene Pressing Irons from_ machines 
will maintain this efficiency ¢ ng 3 “aia Hardening Calliopes Glass Bending 
The curved form of the wing, together with the small size Oil Furnaces Milking Machines Atomizing 
of the piston makes the air chamber much larger, and makes Gas Furnaces Steam Heating Seraving 
the capacity greater than any other machine of the same size Coal Furnaces Systems Blowing Chips & 
' now on the market. Suction Chucks Paper Feeding stampings from 
] Vacuum Cleaning Devices machines 
And Many Kinds of Automatic Machines and Devices 
Get the Catalog 
; 
' 
| LEIMAN BROS en 
e NEW YORK 
' . 
Makers of Good Machinery for 35 Years 
' 
: 
= 
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FRAMES, HACK SAW 
ins & Co 
FRAMES, WALL 

Bond Foundry & Machine Co. 

Dodge Manufacturing Corporation 

The Hill Clutch, Machine @& Foundry 

The Medart Company 

moyerstord undry & Macnine vo 

T. B. Wood's Sons Co. 
FURKNACEsS, SOLDERING 

layton & Lambert Mfg. Co. 

Geo. W Diener Mfg. Co 

Scandinavian Western Importing Co 

P. wi Mfg Supply ¢ 

Yost Mfg. Co, 


h 


GAGE GLASSES 
nkins Bros,, “Moncrieff,” 
Libbey Glass Mfg. ° 

GAGES, HYDRAULIC 
The Watson-Stillman ¢ 
GAGES, TRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co, 
GAGES, WATEK 


Ameri 1 Injector ° 


Va oO 
GASKETs 











Jenk E 3 
Hew er 
Meta Ga 
New Yor zg & |} ng o 
GATES 
GEARS 
Bor 1 I I 
ri V\ 11awel & > 
Tr Hill Clutch, M " & ind 
Ly Meda I y 
GEARS, RAWHIDE 
igo Rawhide Mfg. Co 
GEARS, SPEED REDUCING 
Tne Hill lutct Machine & Foundry Cu 
(GLASSES. GAGE 
» Moncrieff,” 
The Libbey G es Mfe (‘o 


GOGGLES, EYE SHADES, ET 
GRAPHITE FOR ALL PURPOSE 
seph Dixon rucible o 
GREASE, LUBRICATING 





Bond F & Machin Bondeline 
ep I n ru o 
Royersford Foundry & Machine Co 


GRINDERS, BELT, ROPE AND MOTOR 
> EN 


go Pulley & Shafting 


GRINDERS, DIs¢ 
GRINDERS EKPECTRIC 


t 


\ 
Wiseor i t 
GRINDERS, TOOL, ROLLEP BEARING 
ig F ey & Shafting ( 
GPINDERS, VALVE 
8 n Fleet o. 
GUARDS, ELECTRIC LAMP 
Flex Stee Lacing oO 
GUNS. OTT, AND GREASE 
Rena ndrv & Machir a 
Roversford 1 ndarvy & Machine (a 
MAMMERS 
HAND SCREWS 
TWANGERS, BALL REARING 
TTANGERS PHoOR 
HANGERS, PIPE 
‘Ba Joint’—The Penn Engineering Co 


When writing t 


[llinois Malleable Iron Co, 
Walworth Companys 


HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Hh. W. Cala ll & Son (Co 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
‘alls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
he Medart Company 
! att ! ut fo NM 
Royersford Foundry & Machine Co 
Skayer Ball Bearing Co. 
Standard Pressed steel Co 
Valley Iron Works 
T. B. Wood's Sons Co. 
HEADERS, PIPE 


Chicago Nipple Mfg ° 
HEADS, EXHAUST 
The Swartwout Company 
HEATERs, FEED WATER 
rT? Swartwot nipan 


HEATERS, GLUE, STEAM AND GAs 
Nason Manufacturing Co, 
HELMETS AND RESPIRATORS 
Keo © ‘ 


HOS 


HOISTS, CHAIN 
Mfg. Co 
The Yale & Towne Mfg. Co. 
HOLDERs, TOO! 
nstrong Bros. Tool Co 
H. Wil ims & Co 


HOOKS, BEL! 





_> 





Tr B ‘ompany 
exible Lacing Co 
HOSE. COTTON 
n hhe - "i . 
The Mechar Rubber Co, 
New Y aa ting & P king Co 


HOSE, RUBBER 


non Rubber Co Inc. 





-ubber Co 


ting & Packing Co 





HYPRAUTLIC LEATHER 





hicago fT le Mfg. Co 
} 4 ren Co 
Tt Vatson-Stillman Co, 
INJECTORS 
erican Injector Co 





nberthy Injector Co, 
> V Powell Co 
Sherwov Mfz. Co 
INSULATING MATEREALS 


JACKS, TIPTING 


JOINTERS, WOODWORKING 


JOINTS, EXPANSION, COPPER 
KETTLES, STEAM JACKETED 


KNIVES, MACHINE 
F ( Atkins & 
LACE TLEATIHIER 
hide Mfg (e 


has A Schieren Co 


I. B. Williams & Sons 
LACERS, RET 
r Belt Lacer Co, 
LACING, BELT. METAIIIC 
Belt L Company 
etre Relt I c 
x Stee I ne 
Tt B t ymnanw 
LADDERS, MELTING 
M Vv 


LAMP GUARDS 


LATHES, WOODWORKING 


LEATHER SPECIALTIES 
ago Rawhide Mfg Co 
I a 
WwW. Nott pany 
LEATHERS, HAND 
hicago Rawhide Mfg. Co 


LEGS, BENCH 


Standard Pres 1 Steel Os 
LEGS, LIFT TRUCK PLATFORM 
LONGSCREWS 
} a . M ‘* 
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LUBRICANTs, BALL & ROLLEK BEAKING j 
Bond Foundry & Machine Co, 
Koyerstord Foundry & Machine Co. 
Waverly Oil Works Co. 
LUBKICATUOKS 
American Injector Co. 
Detroit Lubricator Co 
McCullough Mfg. Co Minneapolis, Minn 
McRae & Koberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co, 
The bD. T. Williams Vaive Co. 
MACHINE TOULS 
The Crescent Machine Co, 
Greenfield Tap & Die Corp. 
Koyersford Foundry & Machine Co 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Ine. 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 
lhe Medart Company 
The Moore & White Co, 
A. L. Schultz & Son 
T. B. Wood's Sons Co 
MACHINES, BAND SAW, FOUNDRY 
The H. G. Thompson & Son Co, ‘*MilClark 
MACHINERY, COAL HANDLING 
H., W. Caitdwell & Son Co, 
lbodge Manufacturing Corporation 
Link-Belt Companys 
MACHINERY, CONVEYING AND ELEVATING 
lhodge Manufacturing Corporatton 
The Hill Clutch Machine & Foundry Co, 











Link-Belt Compan 
MACHINES, CUTTING OFI 
The H. G. Thompson & Son Co. Milband” 
MACHINES, GRINDING AND POtesimine 
Bodi Elect Company 
B undry & Mac} ( 
Cincinna hole 1 Tool Co 
ltoyersford Foundry & Machine Co, 


N. A. Strand & Co. 


Wisconsin Electric Co 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, METAL CUTTING 
E. C. Atkins & Co., Inc. 
MACHINES, PIPE CUTTING AND 
THUREADING 
Greenfield Tap & Die Corp. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co 
MACHINES, PUNCHING AND SHEARING 
Royersford Forndry & Machine Co 
MACHINES, TIRI ROUGHING 
> I | 
MACHINERY, WOODWORKING 
Atkins & Co. 
The Crescent Machine Co 


cal yom e Die C 








rporatior (lathes) 
VMVALELETS, WOOD 


MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Coa 
MANDRELS 
M Twist ) & Machine Co, 
MATS AND MATTING, RUBBER 
mond Rubber Co., Inc 
The Mechanical Rubber Co. 
New York Relting & Packing Co 
MERCHANDISE CONVEYORS 
I mmpany 
F. E. Myers & Bro. Co 
METAL, BEARING 
Manufacturing Corporation 
ne | & Rronze Co. 
The Medart Company 
M rch Met 
Reeves Pullev Co 


MILL LEATHERS, ALL KINDS 





‘has, Bond Co Philadelphia 

The Chicago Rawhide Mfg. Co 

Faw ht, vy Co,, In 

Chas. A Schieren Co 

1. B. W ms & Sor 
MORTISERS 


MOTORS, ELECTRIC 
, f zleetrie Company P 
Marathon E tr Mfg. Co 

‘ Mectrie Company 

MOVERS, CAR 
Advance Car Mover Co, 

Appleton Car-Mover Co 


MULE STANDS 








Rond |} & Machine Co, 

Dodge Ma turing Corporation 

The Hill Machine & Foundry Co 
The Medart ¢ pany 











T. B. Wood's Sons Co. 
NIPPLES, PIPE 

co Nipr Mfr. ¢ 
NUT SETTERS 
x te ile j r 
NUTS, MACHINE SCREW 
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“Industrial Type 
Spur Gear Speed 
Transtormers 


“Cleveland Type” “Smith Type” 
Collar Ojiling Hill Friction 
Bearings Clutches 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Collar Oiling Bearings 


“Industrial Type” Spur Gear Speed 
Transformers 


“‘Steelarm”’ Automatic Belt Tighteners 
Flexible Couplings 


Your customers wants mean more to us than “so 
much material A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 
lems You receive the accumulated experience of 
“half ai century’ serving every kind of industry 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 
General Office and Plant, Cleveland, C. 
New York Office, 41 East 42nd St. 











WATER GAUGES 


and 
other quality 
Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Ete. 








W rite for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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A Hammer— 


A Block—and— 








TRADE MARK 


—— BRISTOL’S— 


EG. U.S PAT OFFICE 


It Only Takes A Moment 


to get that broken belt back in the running. 
Anyone around the plant can take a set of 
Bristol's Patent Steel Belt Lacing, a ham- 
mer, a block of soft wood, and repair a 
broken belt in a jiffy. It’s as simple as 
A. B. C. 


BRISTOL’S Patent 


Steel Beit Lacing 


is worth a place in your stockroom. A 
great time saver for the consumer, and a 
quick selling and profitable item for any 
Dealer. 


Write today for free samples and trade 


discounts. 
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THE BRISTOL COMPANY 


Waterbury, Connecticut 


BRANCH OFFICES: 

Boston New York 
Pittsburgh 

Detroit Chicago St. Louis 


Philadelphia 


Birmingham 


San Francisco 


mention Mitt Suppiirs 
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NUTS, WING 
The Eberhard Mtg. Co, 
ViL VULMPS, MAND 
Sherwood Mfg. vv, 
Vik WELL 
The Wm, Powel! co, 
OLLERS, HAND 
P, Wall Mfg. Supply Co. 
VILEKs, MULTIPLE FEED 
Detroit Luvricator Co, 
Sherwood Mfg. Co. 
VILING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
The Wm. Powell Co, 
Sherwood Mfg. Co, 
The D. T. Williams Vali 
OLLS, LIL BRICATING 
Waverly Oil Works Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co 
Diamond Kubber Co., inc, 
eae Center Packing Co, 
ohns-Manvil Ii 
‘he Mechanical ktubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co 
PACKING, HYDR: AULIC 
Alexander Brothers 
Chicago Rawhide Mfg. Co. 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Hollow Center Packing Co, 
Johns-Manville, Ln« 
Edward k. Ladew Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
W. S, Nott Company 
Chas. A. Schieren Co. 
The Watson- ayy mol Co. 
I, B, Williams ° Son 
PA CKING, 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Hollow Center Packing Co. 
fohns-Manville Irie 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co, 
PACKING, RUBBER 
Boston Woven Hose & Rubber Co 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co. 
Hollow Center Packing Co. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
The Republic Rubber Co, 
PACKING, SHEET 


ACCESSORIES 


PISTON 


Boston Woven He ysse & Rubber Co 
Diamond Rubber Co., Inc, 
“Jenkins '96"— Jeakine Bros, 


Hewitt Rubber Co. 
Hollow if sent or — ig Co. 
ns-M 


he Mec han cal R ubber Co. 
New York Belting & Packing Co. 
The Republic Rubher Co. 
PACKING, VALVE STEM 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co. 
Hollow Center a ee Co. 
1 M 
The Mechanica R ubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
Sherwood fe, Cr 
PAILS, ORRUGATED METAL 
r MINTS, INDE STRIAL 
Toseph Dixon Crucible Co, 
1 Maat It 
PANS, TOTE 
Mullins Body Corp. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co, 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 
PIPE, STEEL 
L. B. Foster Co. 
National Tnhe Co. 
PLANERS, WOODWORKING 
The Crescent Machine Co 
rt Sidne Machine Tool Co, 
PLANES, WOOD 
The Sandusky Tool Co 
PLATES, BASE 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
PLATES, FLOOR AND CEILING 
hicago Nipple Mfg. Co 
The Penn Engineering Co. 
PLATFORMS, LIFT TRUCK 
The Plimpton Lift Truck Corporation, 
Standard Pressed Steel Co, 
PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Iniector Co, 
Sherwood Mfg. Co. 
The D. T. Willams Valve Co, 
The Wm. Powell Co. 
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VOLES, TUBULAR STEEL 

National ‘Tube Company 

POWER ‘TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Villess Beuring Co, 
Bond Foundry & Machine Co, 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
Bdgemont Machine Co,, ‘The 
Falls Clutch & Machinery Co. 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
2he Medart Cuipany 
The Mvore & White Co. 
Moyersford Foundry & Machine Co, 
A. L. Schultz & son 
Skayef Ball Bearing Co. 
Standard tressed Steel Co, 

Valley Iron W a 
lr. B&B Woud's sous 

PRESSES, DRIL Ae ‘JEW ELERS’ SENSITIVE 
Leiman Bros, 

PRESSES, DRILL AND FOOT 

Royersford Foundry & Machine Co, 

PRIMING CUPS 
Detroit Lubricator Co, 
McRae & Roberts Co 
PROTECTORS, -arinaied LAMP 
Flexible wats” Lacing C 
PULLEY COVERING 
Chicago Rawhide Mfg. Co. 
PULLEYs, BAL i BEARING 
Skayef Ball Bearing Co, 
thicago Pulley & Shafting Co. 
PULLEYS, CAST IRON 

Birkle Machine Works 
Bond Foundry & Machine Co, 

H, W. Caldwell & Son Co. 

—— Manufacturing (¢ ‘orporation 

alls Clutch & Machinery Co 
The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 

The Medart a. 

Pyott Foundry Comp 
Royersford Foundry ry "Mas hine Co, 
Valley Iron Works 
T. B. Wood's Sons Co. 

PULLEYS, CONVEYOR 

H. W. Caldwell & Son Co, 

The Hill Clutch, Machine & Foundry Co, 

Link-Belt Company 
The Medart Company 
T. B. Wood's Sons Co. 

PULLEYS, FLANGE 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 

Link-Belt Company 
The Med art Company 

‘ Found (fompan 
Boncen Pul lev Co, 

Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 

B ond Foundry & Machine Co, 

Pulley & Shafting Co. 
Manufacturing Corporation 
igemont Machine Co 
Falls Clutch & Machinery Co 
The Hill C lute *h, Machine & Foundry Co, 
Link-Belt (¢ company 
The Medart Company 
The Moore & White Co. 

Reeves Pulley Co. 
4. L. Schultz & Son 
Skayef Ball Bearing Co, 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, LOOSE 
Chicago Pulley & Shafting Co, 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co. 
Skayef Ball Bearing Co, 
T. B. Wood’s Sons Co. 
PULLEYS, MOTOR 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
Pyott Foundry Companys 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, ROLLER BEARING 
Skayef Ball Bearing Co. 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Reeves Pulley Co, 
Saginaw Mfg. Co, 
T. B. Wood’s Sons Co, 
PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 









The Medart Company 
Reeves Mulley Co, 
Saginaw Mtg. Co, 
vUMP JACKS 
The Goulds Mfg. Co, 
rf, E, Myers & Bro, Co, 
PUMPs, AIR 
Leiman Bros, 
PUMPS, ELECTRIC 
The Goulds Mtg, Co. 
KF, E. Myers & Bro, Co, 
VUMPS, GAS AND VACUUM 
Leiman Bros, 
VvUMPs, HAND AND POWER 
The Goulds Mfg. Co, 
tr, E, Myers & Bro. Co, 
PUMPS, JET 
American Injector Co, 
Blakeslee Mfg. Co, 
VvUMPs, MINE 
The Goulds Mfg. Co, 
kK, E. Myers & Bro, Co, 
PUMPs, OIL 
Detroit Lubricator Co, 
Leiman Bros. 
Sherwood Mfg. Co. 
PUMPS, TANK 
The Goulds Mfg. Co. 
F. E, Myers & Bro. Co, 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 
Nason Manufacturing Co. 
RALLINGS 
Anchor Post Tron Works 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RAILS, STEEL 
L. B. Foster Co 
RANGE BOILERS 


Wm. B. Scaife & Sons Co. 


RASPS 
Scandinavian Western Importing Co., Ltd, 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 


Cleveland Twist Drill Co, 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Ce, 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
REELS, ABRASIVE TAPE 
Wausau Abrasives Co, 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co 
ROOFINGS 
John Manville, Ine 
ROPE DRIVES 
H,. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
T. B. Wood's Sons Co, 
RUBBER GOODS, MECHANICAL 
Diamond Ruliber Co., Ine, 
Hewitt Rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting &.Packing Co, 
The Republic Rubber Co, 
SAFETY DEVICES 
Chicago Eye Shield Company 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 
SAND BLAST OUTFETrs 
Leiman Bros, 
SAWS, BAND 
American Saw & Mfg. Co. 
E. C. Atkins & Co, 
The Crescent Machine Co. 
Jesseph Saw & Tool Works 
The Sidney Machine Tool Co 
The H. G. Thompson & Son Co, (metal cutting) 
SAWS, BAND, NARROW, WOOD CUTTING 
E. C. Atkins & Co. 
The H. G. Thompson & Son Co, 
SAWS, HACK (Blades) 
American Saw & Mfg. Co. 
E. C. Atkins & Co, 
The H. G. Thompson & Son Co, 
Victor Saw Works, Inc, 
SAWS, HACK 
B. C. Atkins & Co, 
SAWS, HAND 
E. C. Atkins & Co. 
SAWS, SWING, CUT-OFF 
B. C. Atkins & Co. 
The Crescent Machine Co. 
SAWS, CIRCULAR 
E. C. Atkins & Co. 
SCREWDRIVERS, ELBCTRIC 
The Black & Decker Mfg. Co, 
Cincinnati Electrical Tool Co, 
N. A. Strand & Co. 
The United States Electrical Tool Co 


SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 


(Machines) 
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A Type for 


Every Service 





Lead the Field! 


END FOR YOUR SAMPLES of the improved 

Safety Collars and Grease Cups. a 
- ; doing it now, and when they see and use the 
Bulletins on request sample, they send in their orders for more! 


>Hex-Top~< Grease Cups are the most conveni- 
ent, durable, and economical grease cups you 
can buy, because they insure positive applica- 
THE GOULDS MANUFACTURING CO. tion of the lubricant without fuss, loss of time, or 

waste of material. Good for years of service be- 
cause made of Link-Belt Malleable Iron—same as 
Link-Belt Chains. 


For free sample, jobbers’ prices and other details, tear 
out, pin to your letterhead and mail to 


SENECA FALLS, N. Y. 


LINK-BELT COMPANY 2236 


PHILADELPHIA CHICAGO INDIANAPOLIS 
2045 Hunting Park Ave. 300 W. Pershing Road 200 S. Belmont Ave. 


"= |LINK-BELT 
The Oil Dip Test ‘DREADNAUG HT’ 


For Gauge Glasses 
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The severest test for gauge glasses is the oil dip 
test. This test used on Libbey High Pressure 
Gauge Glasses resulted as follows: 








Competitive Tests 
under actual working con- 
ditions are daily proving 





Eight Libbey Gauge Glasses were dipped three 
times in oil at 250 Fahr., then plunged at once into 
water at 40 Fahr. All tubes stood. 


The oil was raised to 400 Fahr. and the same tubes 
allowed to come to that temperature. They were 
again transferred to the cold water and none of 
them broke. 


the superior service fea- 
tures of Wall Dread- 
naught Furnaces and 
Torches and Wall Brazed 
Steel Oilers. In every in- 
dustry the records they 
have made for long life, 
coupled with economical 
and dependable operation, 
have established without 
question the value of Wall 
Brazed Steel Construction. 
P. WALL MFG. SUPPLY CO. 
Pittsburgh, Pa., U. S. A. 


1864 ‘Y 












The same tubes were then placed in an electrically 
heated oven at 426 Fahr. and dipped in water at 
35.6 Fahr. All tubes stood! 










More and more supply houses are sell- 
ing them because of this element of 
safety. If you're not selling them, write 
for booklet. 


Since 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 











HIGH 
GAUGE GLASSES 





. 





WALL PRODUCTS for INDUSTRIAL USE 
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SCREW MACHINE PRODUCTS 
Cap & Set Screw C'o, 
Belt Company 





Standard Pressed St oO 
SCREW PLATES 
nfield pe& bD Corp 
Morse vist I « M hine ¢ 
SCREWS, BENCH 


PAPPING ATTAC 


HMENTS 
Eastern Tube & Me, "he 


Tne Etteco 


Greenfield Tap & Die Corp 

Morse Twist Drill & Machine Co 
THUMB SCREWS 

The E rd Mfg. Co 

riILING, 1 

Yo belt 





TUBBER, INTERLOCKING 
Pa n ‘ 


SCREWS, CAP AND SE! N ting « ‘ 
I \ M rOOLS, BORING 
S > \ ros, Tool «'o 
- akc lly POOLS, MACHINISTS’ 
SCREWS, HAND \ 3 eek 
be ‘ \ I | 
SCREWS, LAG , 
as . M (rie l & Lie ‘ 
SCREWS, MACHINE, BRASS AND IRON ~ \\ ) 
3 \ & 


SCREWS, SAPETY SEI 


SCREWS, THUMB 


SEPARATORS, OLL AND STEAM 


SHALL TING 


SHAPERS, WOODWORKING 


SHEAVES, MANILA AND WIRE ROPI 


POOLS, PLUMBERS AND STEAMPIPTERS’ 
\ trot i | ar 
\\ 


POOLS, SAW 
POOLS, SCREW CUTTING 
POOLS, VALVE RESEATING 
PORCHES, BLOW 
PORCHES, ENGINEERS 


PRANSMESSION, VARLABLED SPEED 
! 
PRAPS, ATR AND SEDIMENT 


PRAPS, STEAM 


SHIELDs, FACKH AND EYE PROTECTION 


SHOVELS, HAND 
“SHOVELS, POWER 


SLEEVES AND SOCKETS, DRILI 


SOLDER, BAR AND WIRE 


SOLDERING COPPERS, FLUX, PASTI 
SALTS 


SPEED TRANFORMERS 


SPROCKETS 


STANDS, DRILI 
STANDS, EMERY WHEEI 


STEAM SPRCLIALTINS 


STKE 


SPOCKS AND DIks 


STRAINERS 
STRAPS, LEATHER 


SWAGES, UPS 


rABLES, SAW 


TABLES, STEAM 
PAKE-UPS 
PANKS, PRESSURI 
PAPE, FRICTION 


PAPER PINS 


PROLLEYS 
PRECIS, PACTORY 
PRUCKS, LIF! 
AND PUBES, BOLLER 
PUBING, RUBBER 


PUBING, STEERI 


PERNBULECKLES 
UNIONS, BRASS AND TRON 
VALVE LEATHERS 


VALVE-UNIONS 
VALVES, AIR 
VALVES, BALANCED, FLOAT 


VALVES, BLOW OF! 


VALVES, CHECK 


VALVES, COLD WATER, BALATA 


VALVES, GATE, GLOBI AND ANGLI 


VALVES, HIGH PRESSURE 


VALVES, HYDRAULIC 


When writing to Advertiser 
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VALVES, POP SAFETY AND RELIEF 
Detroit: Lubricator Co 
The Wm. Powell Co, 
Walworth Company 

VALVES, PRESSURE REGULATOR 

G. M. Davis Regulator Co 
Mason Regulator Co 
Walworth Company 


VALVES, PUMP, RUBBER 
Dhie 








Lisa 1 Rubber co, 
Jenn s Bros, 
I") chanics Rubber Co 
Ne ! Belting & Packing Co, 
VALVES, QUICK OPENING 
Manu turing ¢% 
VALVES, RADIATOR 
I Lubricator Co 
! 1 
(hio 
\\ h ‘ 
\\ vorth ('« 
I I Fr. W n \ eo 
VALVES, THROTTLE 
lu te t"o, 
I 
' \\ \ 


VENTILATING SETS AND FANS 
, le ( ’ 
Visks, BENCH, WEPRH CLAMP 


Visks, DRILL PREss 


M 
ViIsks, DROP FORGE 
VISES, MACHINISTS’ 

MI 
i 
\ 
VISES, PATTERN MAKERS’ 
Visks, PIPE 
I l 
M 


VISES, WOODWORKERS, RAPID ACTING 
\ . 
MI 


WASHERS, BRASS 


WASHERS, LEATHER 
WASHERS, REBBER 


WASTE, COTTON AND WOOL 


WATER CLOSETS, FROST PROOT 


WATER FILTERS AND SOFTENERS 
WATER LEVEL CONTRO! 


WEEELS, GRINDING 


WINCHES 


WIPING CLOTHES, MACHINERY 


WiIRK SOLDER 


WOODWORKERS, VARIETY 


WRENCH SETS 


WRENCHES, ADJUSTABLE 


WRENCHES, OPEN END’ 
I I" ‘ 


WRENCHES, PIP 
‘ Te ( 
& TT Won 
pat 
\\ inms & ¢ 
WRENCHES, PIPE, CHAIN 
! Bre Tool ¢ 


WRENCHES, SOCKET 
\Ilen Mf 
one Bro Too ('o 


5 please mention Mitt Supptrres 
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PARKER VISES 


ARKER gives the fullest co- 


operation to all jobbers han- 








dling the famous Parker Vises 
through their increased advertis- 
ing for 1926, the prompt service 
rendered by the factory and the 
complete catalog on Parker Vises. 
The color inserts and covers for 
1925 will be plentiful and in strik- 
ing colors, a feature profitable to 


you in pushing the Parker line. 


Get behind Parker Vises 
for 1926 
The Charles Parker Co. Master Vise Makers 


Meriden, Conn., U. S. A. 


Write to M. F. O. for the Parker Catal 











Nason Olympus 
Gauge Cock 


Renewable Babbitt Seat 
Regrindable Under Pressure by revolving 
with a screw driver 






Simplicity—Perfection 


Circular on Request 


Nason Manufacturing Co. 
Steam Specialty Specialists 
Established 1841 


71 Fulton St., New York 





Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
é Pipe Hanger 


is the 


S imples ' 
and 
tronges 
HANGER EVER MADE 
¢ Note the ball and socket 


joint. 


@ Hanger can swing in any 
direction. 


¢ Not necessary to remove 
hanger to raise or lower 
pipe. 


Write for 
“Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 


When writing to Advertisers pleas¢ 











THE COLUMBUS 
ANVIL & FORGING CO. 





The Famous “Arm & Hammer” 


Wrought lron Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 





mention Mi:rt Suppiies. 
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MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


‘Biexxe PMacsine“Works 


3 
GI nor inc &= cee 





TELEPHONES 
MONROE 
7053 
7054 














456 N. Union Ave., Chicago 














AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 





ie 


Booklet with list of distributors and other interesting data sent 
upon request. Sold by the toremost dealers. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 








Mills and General Offices: 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6496 





Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Established 1891 






Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 
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Why Not Sell the Best? 


Your 
Customers 


W ant 
This Vise! 


DROPFO 


Large users ot vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO— 
the drop-forged vise. 








Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 


These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms. 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 

















Your Boiler Feed 
Problems 


Are Solved 


When you install the 

















Automatic 

Injectors 
because they never fail. They are AUTOMATIC 
absolutely reliable and are ready CELLAR 
in an instant to keep the boilers DRAINER 
going constantly. eo 


The high suction lift, quick pick- I} 
up, and ability to handle hot water 
are important advantages. Once 
started the Penberthy Injector 
continues to operate without at- 
tention, and will years of 
service without repair. Easily in- 
stalled. Every engineer should be 
interested 


give 


Write for catalog today 





Penberthy Injector Company 


1238 Holden Ave., Detroit, Mich. 


New York Depot, 7! Beekman St 
Canadian Plant, Windsor, Canada 


USED 
WHEREVER WATER 
ACCUMULATES 
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Ask your 
write us for a catalog. 


“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 


BROWNIENNG'S) 


jobber or 


BROWNIE MFG. 
Co., INC. 








“VLR” 


Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 


Sold Extensively by 
Mill Supply Houses 


Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 
345 W. 





Chicago Warehouse: Austin Ave. Factories: Easton, Pa. 
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wooDd 
CUTTING 


METAL 
CUTTING 


‘LENOX’ 
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BAND SAWS 
“The Toots tr hhe Pid Bor” 
AMERICAN SAW & M FG. Co. SPRINGFIELD. MASS. 
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Industry’s Chief Asset-—36 Sizes 
Material Handling Minimized 


New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. 
Sold almost 


exclusively through Mill Supply 
Houses. 


Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. 


The Plimpton Lift Truck Corp. 
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The handle and bowl of the Emco 
Melting Ladle are made in one 
single casting. The handle cannot 
work loose from the bowl. 


Made of the finest malleable. 
Emco Ladles will not crack or break 
under the wear and tear of daily 
service. 


Packed one dozen to a Box. 


The Eberhard Manufacturing Co. 


2734 Tennyson Rd. Cleveland, Ohio 


The 

“VERITAS” 
WHEEL 

DRESSER 








SAFE 
SIMPLE 
EFFECTIVE 
EASILY 


Made i 
ener RENEWABLE 
weaden 

MOST ECONOMICAL 
The “VERITAS” Grinding Wheel Dresser meets all 


the requirements of a tool for the general dressing 
and truing up of emery, carborundum and other 
grinding wheels. The roll consists of hardened steel 
plates with “‘U" shaped teeth which keeps their sharp- 
ness until they are completely worn out. The spindle 
is provided with a lubricating cap. 


We carry a full line of circular files and torches 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, Can 
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announcement 


d on this list 
Heavy Duty 
by BLACK & DE 






The trades mentiones 
of the new 


BLACK & DECKER 
ae tin neces DRILL 





“A New Drill at 


1/4-Horsepowet- 


Weighs only 7 pounds. 
Heavy duty three-jaw geared chuck. 
Ball-bearing motor. 
— Heat tre ated alloy steel gears. running in grease (same “J 
principle as used in automobile transmissions). 
Special tapering molded rubber cord protector pat- a 
entec “\ 
Air cooled---can be operated continuously without ({(O 


overheating- 
The control is by means re) 
and Trigget Switch.” 


Universal 
current. 


f the famous “pistol Grip 


sotor---operates OF direct of alternating 
rely specify voltage- 


In ordering Me 


~~ Ko X ~ 
‘ -/ 


ise your tools 


Supply House from which you purche 
hout ob ligation. 


hone call to the 
a demonstration wit 


ifl secure 
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“JHE BLACKS DECKE R MFG.CO. 
— OWSON, MD.. 
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1926 JANUAR 1926 


MON TUE WED THU FRI SAT 


“oe “Som “Fee "Son 1 2 
| 345 6788 


10 li 12 13 14 15 16 
17 16 19 20 21 22 23 
1 25 26 27 28 29 30 


Two-Color Pages in the Post This Year 


The first of a new series of Blatk-&-Decker advertise- 
ments in the Saturday Evening Post is shown opposite. 


bh ¢ SHOT Pposile fle 


eae els Saga Our full page Post campaign in 1925 brought results. 

Saturday Evening Post 1925 was the most successful year that the Black & 

il aii Decker Mfg. Co. has ever had, the volume of busi- 

Sa ac Saas ness showing a tremendous increase over any other 
Fs year in our history. 








Black & Decker is well established as a leader which 
others in similar lines follow. 


We establish the standards and prices for the In- 
dustry. ; 


In the Saturday Evening Post of April 4th, 1925, we 
announced new low prices on Heavy Duty Electric 
Drills, made possible by our increase in production. 
In this advertisement we stated “New Low Prices 
Established for Electric Drill Industry,” which 
statement was vindicated by the fact that the rest of 
the trade immediately revised prices to conform to 
the standards which we set. 

AT THE CONCLUSION OF OUR MOST SUCCESSFUL YEAR WE EXPRESS 
OUR APPRECIATION FOR THE CO-OPERATION WHICH YOU HAVE 
GIVEN US. WE CALL YOUR ATTENTION TO THE FACT THAT ALL OF 
OUR BUSINESS COMES THROUGH LEGITIMATE JOBBERS AND THAT 
THEREFORE THE SUCCESS OF THE BLACK & DECKER LINE HAS 
BEEN TO OUR MUTUAL PROFIT WE ARE GOING TO USE EVERY 
MEANS IN OUR POWER TO MAKE 1926 AN EVEN GREATER BLACK & 


DECKER YEAR, SECURE IN THE KNOWLEDGE THAT OUR PRODUCTS 
AND POLICIES HAVE MERITED YOUR CONTINUED SUPPORT 
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Add 
RAHMANN BELTING 


to your other good lines 


An honest effort to produce good Belting, 
backed by more than thirty years’ experience is 
your assurance that Rahmann Leather Belting 
will give your customers the service they have 
a right to expect. 


A liberal policy of true cooperation with the 
Mill Supply house and a ready willingness to 
share responsibility explain why dealers in many 
parts of the country consider Rahmann Leather 
Belting one of the best lines they ever han- 
dled. 


A distinct feature of Rahmann Belting is its 
well finished round edge. Adding greatly to the 
appearance of the belt, this round edge also helps 
it stand the torment of shifters and step-cones. 


Let us explain our proposition to you. There 
are still some good territories not yet covered. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 


Buffalo, N. Y. Newark, N. J. 






Write for limit dealer’s 
prices with samples 
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Syracuse, N. Y. 


When writing to Advertisers please mention Miz~ StPPLies. 
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Perfect Hexagon Heads 


Clean Cut, Smooth and True 


It means a saving in time 
and money to use screws 
with hexagon heads that are 
clean cut, smooth and true 
for perfect wrench fit. Also 
for them to fit flush with 
piece into which they are 
placed. Ferry Process 
Screws guarantee a neat ap- 
pearance. 


In Ferry Heat-Treated Cap 
Screws you always find 


these advantages. The pat- 
ented die compression prin- 
ciple of forming the heads, 
and the perfect machine fin- 
ish guarantees you a clean 
cut, smooth and true hexa- 
gon head. 


We will be glad to send you 
sample cap screw as illus- 
trated above for compara- 
tive purposes, and to quote 
prices on your requirements. 


“Tf it’s upset—it must be heat-treated” 





THE FERRY CAP & SET SCREW CoO., Cleveland, Ohio 








PROCESS SCREW 
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